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flush wood doors 


THE LOW-PRICED 
DOOR THAT’S 
“*QUALITY-BUILT’’ 





Priced to sell fast, made to last — the Shoreline Flush 
Door with the all-wood construction. 





Its beautiful Birch faces can only suggest the inner 
features that have made this door a symbol of high 
quality. Read carefully the construction details de- 
scribed below . . . then check its price! You'll agree 
the Shoreline Flush Door gives your customers great- 
est value . . . gives you a product that means sales 
with little effort — and big profits! 


+f 





All-wood, 7-ply construction: 3-ply Birch faces 
with wood styles and rails forming the strong 
core. Bonded with a proved, waterproof glue 





Send for complete information — prices, styles, to resist warpage. Built-in air passages and 
etc. Be the distributor of profitable Shoreline vents allow free air. circulation. Eight way 
Flush Wood Doors in your hanging, provided by two lock blocks, makes 
—s. installation simple. Exterior and_ interior 


models adapt themselves to any room motif, 


Sealers, ee el end Ge any style of architecture — make Shoreline 


name of your nearest distrib- Flush Doors ideal for offices, homes, buildings 

utor upon request. apartments . . . any place where maximum 
beauty and quality are preferred at minimum 
cost. 








FLUSHWOOD DOOR COMPANY 
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1—Organization of an integrated and articulate construction industry 


which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 


' chanic, financier, association official and public servant. 3—Identifica- 


tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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Wisconsin Wnight... pete 


(Guardian of the Ly 






—__— \ 
= (idle oa 
The loyal knight's unbounded valor gave dwel e MOTO: = 
ing of security against dangers both real and imaginary. Today’s 
distributors of Wisconsin Knight Flush Doors enjoy the assurance that 
this product keeps them well ahead of competition ... in quality... in 
variety ...and price. Users of Wisconsin Knight Flush Doors welcome 
the security of a WRITTEN GUARANTEE that protects the buyer's 


ISCONSIN KNIGH 


NEW 
LAUAN FACES 


and/or Cativo 


“paint grade’ domestic woods! Handsome Philip- 
pine Lavan lends itself to modern finishes like 
bleaching, silver gray or natural wax. Costa Rican 
Cativo too is known for beauty of grain and tex- 
ture. This line will win a tremendous following. 


eeeeeeeoe8ed © 
NEW LOW PRICES , 
GREATLY EXPANDED PRODUCTION FACILITIES now enable the 


on Paint Grade Gum ® Wisconsin Door Company to offer distributors prompt service on a 
ts new and wider line of Wisconsin Knight Flush Doors. NEW GRID 

CORE, new high grading standards, handsome new veneers tailor 
Wisconsin Knight for the quality market. Low mill prices keep 
Wisconsin Knight in the economy market. Alert distributors will 
@ want to investigate this volume sales opportunity! 


LIGHT IN COLOR, free from grain-raising, these 
gum doors are ready-to-paint, and take paint 
beoutifully. Priced for volume business. we 





throughout. Air vents top and 
bottom, plus unique grid con- 


a - a 
struction, permits uninterrupted 
air circulation throughout core 18 
. . . for temperature and humid- 
ity balance that keeps Wiscon- 
sin Knights straight and true. DOOR COMPANY 
10101 Lyndon, Detroit 21, Mich. 


RETAILERS: Write us for name 
of your regional distributor 
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ONE-PIECE STAIN GRADE FACES, at the price of ‘ FLUSH . y : é R 


° a 
NEW e New High New Economy 
e e es 

® Grading Standards ©® Quality Birch 
GRID CORE @ our top quality birch and gum ve- S Here’s a powerful sales wedge to win © 
neers are now BETTER THAN EVER. ae for quality-built PR cage Reg 
ia : We are therefore boosting inspec- in the most competitive bracket of the tus 
boosts Wisconsin Knight into @ tion standards for Grade’ A Birch ad door market. All Economy Quality Birch 
the top quality class! and Gum Doors . . . assuring the 8S faces are tight and smooth, and even criti- 
@ most particular door buyer of com- cal selection standards will yield © high 

This time-tested core is all wood © plete satisfaction. @ Ee OF ee Gey See 
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Steel controls in construction. The National Pro- 


duction Authority has been trying to fix up 
something it can use for a formula when the 
time comes to relax the steel rules in the build- 
ing field. Steel seems to be considered the tight 
item in light construction for the remainder of 
52. However, while nails and a few other items 
are hard to come by, most other building sup- 
plies of steel show up in fairly large quantities. 
Latest word is that no important easing of the 
control rules will happen before next year; 
maybe in the second quarter. An exception, of 
course, is Regulation X. A rumor blew along 
the Avenue that, when the controls ice got to 
breaking up next spring, an unnamed branch 
of the building industry would get favored 
treatment in the allocation of steel. This has 
been denied. The NRLDA, however, has guessed 
that some kinds of commercial construction 
may get shifted over to industrial classifica- 
tion, giving them larger allotments under self- 
certification. But at the moment of writing, 
these teacher’s pets—if teacher really does have 
pets—have not been named. 


Copper and aluminum tables. Those revisions, 


appearing a few weeks ago and permitting the 
use of larger quantities of these metals in con- 
struction, seem generally not to have had much 
effect upon residence building. There’s some- 
thing of an exception in Washington. Even 
before Revised CMP Reg. 6 and Order M-100 
were amended, and before Order M-74 was 
revoked, an unusual number of more expensive 
homes were started. The builders guessed that 
copper restrictions would be relaxed; and this 
happened. They also guessed that, before the 
houses were finished, Regulation X would be 
cut down to kindergarten size or told to git fer 
home. This now seems probable. There’s hope 
that the building of larger homes means not 
only a break for the wealthy but also for big 
families of moderate means. Mighty little has 
been done for these people, of late; and they’re 
Important. 


About Regulation X. You know the requirements 


in the Defense Production Act; if seasonally 
adjusted figures show new housing starts for 
three consecutive months to have dropped below 
the annual rate of 1,200,000, then Regulation 
X must be modified. After that happens, Fed- 
eral credit controls can’t require a down pay- 
ment of more than five percent. Private lend- 
ing agencies can, and doubtless will, ask for 
payments larger than five percent. But Con- 
gress thought, when it passed the law, that 
lenders would be content with smaller down 
payments than those listed in the Federal Re- 
serve tables. However, money’s getting a trifle 
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tight, due in part to the prospective loss of 
federal taxes resulting from the steel strike. 
The Treasury will have to borrow quite a lot 
of money, and this may have an effect upon 
real estate loans. 


New housing starts. Seasonally adjusted June 


figures were set at the annual rate of 1,063,000. 
July figures set by the same formula were at 
the annual rate of 1,088,000. August almost 
never exceeds either June or July. If that’s 
true this year, then on October 1 Regulation X 
will get the big downward revision. Most in- 
dustry leaders think the government will cancel 
the Regulation entirely. August figures will 
not be available until after the middle of Sep- 
tember. Want to know how to figure the annual 
rate for August. When the estimated number 
of starts for the month are released, divide that 
figure by 115 and multiply the result by 12. 
These index numbers vary from a low of 72 
for January and December to a high of 122 
for May. 


Inflation or deflation? Much talk and disagree- 


ment about the drift of prices, and whether 
inflation or deflation would be the tougher to 
rassle. One reason for the contradiction, of 
course, is that we’re in the middle of the quad- 
rennial business of a free and untrammeled elec- 
torate, trying to get us a bargain in political 
leadership. The fifty-cent dollar and the hidden 
tax point up wind or down, and they’re the 
Flying Dutchman or Sweet Little Buttercup, 
depending on which stump orator is banging 
along on which political bass drum. 


Buyer resistance. Even though we’re not the first 


to feel it, it’s important to us. Our prices are 
not usually the primary target. But a house 
happens to cost considerably, and it’s a shining 
mark for a big saving in expenditure. If a cus- 
tomer is bedeviled by high prices on everything 
from hamburger to college fees for Junior 
he may give us ‘the go-by. 


More outgoing than incoming. Federal figures 


indicate that the average family is losing 
ground financially; that higher income is more 
than matched by higher taxes and by rising 
prices of cost-of-living items; that on a rough 
average the usual family is spending $400 more 
than it earns. Norman P. Mason, the famous 
lumberman, is quoted as coming across with 
this one: “Now that credit controls have been 
relaxed, it appears that we can all live beyond 
our means once more without endangering the 
national security.” 
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WINDOW =, 
CUTS BUILDING COSTS Seer Y 


SWINGS IN FOR EASY 
CLEANING 


Home builders and buyers alike call the in-swinging 
Etling Window the most modern development in building 
history. All along the line — from factory to finished home 
— the Etling Window is designed for convenience and 
economy. 


5-MINUTE INSTALLATION 


























MAKES WINDOW WASHING EASY 


Etling Windows can easily be installed in The in-swinging Etling Window turns both- 


less than five minutes. No sawing, planing, ersome window cleaning into a safe, quick, 


fitting, or priming. Merely place in opening, simple operation. 


square, and nail to studs. 


Fingertip Operation — just press a tab and 
Packaged Unit — factory primed, tested, Sites 

both sash swing into the home for easy 
glazed, reinforced and packed in mar-proof : 
: cleaning. Sash hangs suspended at any 
cartons or crates. Clean and bright, ready 
— height, slides up and down, open or closed. 
or instant use. 








Adjustable Frame — Only fully adjustable 







window. Screws on window jamb easily 
tightened or loosened to assure proper fit 
of frame and sash. 


Distinctively Styled — designed to make 


the home more attractive. Eye-catching 


finish in natural Redwood, or painted. A}) 


score of sizes and styles. 











Picture Windows — stationary center section, in- 








swinging side sash. Glazed with Thermopane, 
Twindow or %-inch plate glass. 

























sa ettom 


PUT THE ETLING WINDOW 
TO WORK FOR YOU 


A product of WEATHER-SEAL, INC. 
BARBERTON, O. ; 


want 
windows: 





Name— ail = 
padress—— 
city © srate— 


*TM Prop. Weather-Seal, Inc. | 


L, 
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NEWS BRIEFS 


More pressure against Reg. X. With the recent announcement 
by the Bureau of Labor Statistics that the seasonally adjusted 
hcusing starts for July was well below the 1.2 million mark, pre- 
sure is now being exerted to have Reg. X relaxed now rather than 
weit until sometime in October. The argument is that August 
sterts, seasonally adjusted, can’t possibly go over the ceiling, so 
why wait. HHFA and the Federal Reserve Board, however, are not 
expected to yield to this pressure. 


Delay non-defense building till °53. Even though the steel 
picture is considerably brighter than had been thought possible by 
Government officials only a short time.ago, the NPA has warned 
that new construction projects not rated essential may have to be 
postponed until next year. ! 


Third quarter quotas. The NPA warning for 1953 was given 
as the agency announced commitments of critical materials in this 
quarter . Covered were 184 projects costing $266 million. These are 
in addition to previous allotments for 830 plant expansions esti- 
mated at $81 billion. 


Builder’s quotas valid to Dec. 1. Because of the lag in steel 
deliveries after this summer’s strike, NPA has notified builders that 
allotments made for the present quarter will remain valid up to 
Dec. 1, instead of expiring on Oct. 1. Fourth-quarter allotments 
will be good through Feb., 1953. 


Appliance Credit Tighter. Banks and other lending institutions 
are requiring higher down payments, shorter repayment periods and 
better credit ratings by buyers of television sets and other appli- 
ances. Down payments are being raised in many key cities from 
10 to 15 per cent. Bankers report that more people are missing 
payments and that a careful screening is now essential before 
granting credit. 


New lumber weight order. CPR-132 has been amended and 
weights are established for air-dried southern hardwood and yellow 
cypress lumber. The weights dre based on standards established 
by the National Hardwood Lumber Association on Jan. 1, 1952. A 
similar order amends CPR-151 for appalachian hardwood. 


Contemporary home design. Just how popular are modern 
homes? The National Association of Home Builders, surveying 
the market found that 10 per cent of the 1952 home output was of 
adv inced design. This means low pitched overhanging roofs, win- 
dow walls, ete. In volume this meant 110,000 units in this year’s 
expected supply of 1.1 million new homes. 


July housing starts by areas. The greatest increase over July 
a year ago occurred in the west central region, where a rise of 104 
per cent was recorded. New England showed a decline of 33.3 per 
cent and the south Atlantic region a drop of 47.7 per cent. Other 
percentage changes were as follows: middle Atlantic down 3 per 
cent; east central, up 4.4 per cent; south central, up 34.9 per cent; 
mountain, up 21.6 per cent, and Pacific, up 21.3 per cent. 


Vet can restore VA guaranty. Veterans who have used their 
guaranty for the purchase of a home under the new GI bill and, 
through no fault of their own, are forced to move and sell their 
home, may have their guaranty restored, the Veterans Adminis- 
tration has reminded veterans. Complete details of this and many 
other phases of VA loans are covered in a new fact sheet just issued 
and available from your local Veterans Administration field office. 
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COVER: Homeowner deliveries are 
speedily handled by pickup truck by 
the Rutland Lumber Co., Inc., Al- 


bany, N. Y. Rutland Lumber uses 
three of these _ specially-adapted 
trucks and is considering the pur- 
chase of a fourth. 

These pickups have an all-welded 
frame with built-up racks for carrying 
lumber on top. Tailor-made can- 
vasses cover the entire rack for 
deliveries in rainy weather. The 
trucks are used for delivering lum- 
ber, mouldings, wallboard and other 
types of materials for repair-remodel- 
ing jobs. 

“We have used this type of truck 
for a number of years,” says H. L. 
Rutland, vice president, “and we feel 
it is most economical, easy to park 
and faster for city-wide deliveries.” 


Robert J. Wadsworth, Rutland 
Lumber truck driver, is shown mak- 
ing a delivery to homeowner Vincent 
C. Lenz. 


Ban on Bowling 


Alleys Lifted 


The two-year ban on the con- 
struction of swimming pools, 
bowling alleys, race tracks, pool 
halls, ete. is scheduled to be 
lifted early next year, an- 
nounced Rufe Newman, director 
of the national production au- 
thority’s controls office. The 
ban will not be effective after 
April 1, 1953, Newman said, 
though attempts will be made 
to push it up to an earlier date. 


For the first time since re- 
creational building was _ pro- 
hibited, certain builders will 
now be able to “Self-authorize” 
allocations of metals for work 
beginning April 1. Unless noti- 
fied of further adjustments, 
they will be allowed to place 
orders for 5 tons of carbon 
steel, 500 pounds of copper and 
copper-base alloys, and 300 
tons of aluminum for pool halls, 
race tracks, etc. 
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Specify the number of aie 
in each length for your di- | 
mension and small timbers— I 
Air-King will fill the order. 
No need to pile up an inven- } 
tory of “cats and dogs” ! 
while trying to get your de- 
sired items. Air-King ships ) 
standard green Fir in speci- | 
fied lengths and widths. 
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WALTER S. JOHNSON, left, 
dent of the Western Pine association, 


presi- 


presents certificate for additional 
acreage to R. R. Macartney, man- 
ager of the Klamath Falls branch of 
Weyerhaeuser Timber company, dur- 
ing tenth anniversary observance of 
Western Pine tree farming held on 
the Weyerhaeuser tree farm. 


Pine Tree Farms 


Hit 5 Million Acres 


The tree farm program in 
the 12-state Western Pine re- 
gion has passed the 5 million- 
acre mark, the Western Pine 
association reported today. 

Gathering momentum at an 
unprecedented rate, pine tree 
farming added 547,103 acres in 
new certifications in the first 
seven months of 1952 to bring 
the area’s total to 5,047,977, 
greatest in all western lumber 
producing regions. 

The acreage figure is com- 
prised by 384 separate owner- 
ships ranging in size from 10 
acres to more than half-million. 

A tree farm is described as a 
privately-owned forest area of 
any size, managed to grow tim- 
ber as a crop. 


Tests ''Expansible"’ 
Farm Houses 


“E xpansible”-type, two- 
room farmhouses, which permit 
addition of bedrooms as the 
family increases or as income 
allows, are now under construc- 
tion and study at the Agricul- 


tural Research Center, Belts- 
ville, Maryland. 
Cecil Wheary, agricultural 


engineer at VPI, says architects 
and housing specialists have 
been making studies of expansi- 
ble houses for several years. 


September 8, 1052, 


They are especially important 
for farm families with low in- 
come, and for areas where new 
land is being brought into pro- 
duction and farmers are heavily 
obligated in getting operations 
underway. 

Unconventional methods of 
construction that appear to have 
possibilities for economy are be- 
ing tried, and careful records 
kept of material costs and labor 
required. After the houses are 
completed and occupied and 
studies made of their livability, 
they will be expanded by the 
addition of bedrooms or other 
space. Studies will be made of 
the costs of making such addi- 
tions. 

Plans for six expansible-type 
farmhouses already have been 
developed by the U. S. Depart- 
ment of Agriculture. Although 
they are similar in design, they 
do not include the experimental 
features of the houses now un- 
der construction at Beltsville. 
These houses are illustrated in 
Leaflets No. 287 and 301 avail- 
able from county agents, or 
from the Agricultural Exten- 





sion Service at VPI, Blacks- 
burg. 
BUILDING 
BAROMETER 


The following figures are per- 
manent nonfarm dwelling units, 
including publicly owned new 
housing. The monthly figures 
indicated by a asterisk are pre- 
liminary estimates. 


1951 

January ...... 85,900 
February ..... 80,600 
ee 93,800 
ee 96,200 
| Seer 101,000 
Seer 132,500 
SN hi aig ats aie 90,500 
re 89,100 
September .... 96,400 
October ....... 90,000 
November ..... 74,500 
December ..... 60,800 

ere 1,091,000 

1952 

January ...... 64,900 
February ..... 77,700 
ee 103,900 
OO” 488exds 106,200 
ie anata 107,000 
BO ksiecwas 106,000 
aa hae & 104,000 

ne 669,700 


Source; U. S. Dept. Labor 
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BILL GOGGIN 


goes For Kot Lanrke's 


More Business Plan | 


F orks 


\ bbe paatee 


William J. Goggin of the Goggin Paint Store, Kalamazoo, Michigan, 
always takes time to acquaint his rental customers with the operation of a 
Clarke sander, His 5 sets of Clarke machines are busy most of the time. 


William J. Goggin 


‘‘Renta Clarke’s More Business Plan really complete selection of point-of-sale displays and 
works,”’ says Bill Goggin. “It brings regular and promotional materials in the rental field —every- 
dozens of new customers into the store. It creates thing to build a profitable rental department. 
‘double-sales’—because we always sell related You'll find, as Mr. Goggin did, that Renta Clarke 
items such as sandpaper, paint, varnish and will increase your store traffic, win new cus- 
stain, as well as merchandise from other depart- tomers and really pile up profit. Write for full 
ments. In fact, we average about $1,000 a year details today! 


in rental fees from each set of Clarke machines 
alone! Plus $3.00 worth of related items for every e SELL OR RENT 
dollar in rentals. That is really profit. Our Clarke 1 
rental department more than pays our rent.” CLARKE SMOOTHIE SANDER | 


Remember, the Clarke Plan provides the most 








... for professional rough, medi- 
um or fine sanding. 5 to 10 
times faster than by hand. Many 
customers rent... then buy! 


ites SALES AND SERVICE BRANCHES IN ALL PRINCIPAL CITIES 
ar SANDING MACHINE COMPANY ~ 
: 469 CLAY STREET ® MUSKEGON, MICHIGAN this 


VISIT THE a. a ss 
HARDWARE SHO BOOTH NO. 325 
GRAND CENTRAL PALACE. ocr, 6-10. 
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DELFAIR 
| vi wk FLOORS 


CUT FROM QUALITY SELECTED TIMBER 


DELFAIR flooring is made from famous Southern hardwoods to give you 







oak flooring at its best. 


AVAILABLE IN ALL POPULAR TYPES 

DELFAIR makes Standard Strip, Oakblok, Prefinished, Plank and Square 
Edge Strip . . . flooring for every type of job. 

UNIFORM STANDARD OF QUALITY 

DELFAIR flooring is carefully and accurately manufactured to meet the 
highest standards of uniformity. 

CHOICE OF GRADES AND SIZES 

DELFAIR flooring can fill any of your grade and size requirements . . . the 
right flooring for your particular job. 

UNEXCELLED SHIPPING SERVICE 


DELFAIR maintains adequate stocks of flooring and other lumber products 
to meet your immediate needs (investigate our mixed car shipments). 


For Quality Oak Floors Always Buy DELFAIR 


WRITE FOR COMPLETE INFORMATION 


D. L. FAIR LUMBER CO. Louisville, Mississippi 


MEMBER NOFMA 


ty 
ee 


‘— Popular DELFAIR Oakblok gives distinctive beauty to any home. 
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W. E. DIFFORD 


Plywood Group 
Appoints Difford 


W. E. Difford, Seattle, has 
been named managing director 
of the: Douglas Fir Plywood 
Association, effective September 
 O 

Announcement of Difford’s 
appointment was made by KE. 
W. Daniels, of Aberdeen, chair- 
man of the management com- 
mittee of Douglas Fir Plywood 
Association after a unanimous 
vote of the producers at an in- 
dustry meeting at Seattle. 

This is the second time that 
Difford has been called upon to 
direct trade promotion for the 
northwest forest products in- 
dustry which today is comprised 
of 85 factories employing 20,- 
000 workers. In taking on the 
post again, Difford gave up his 
plywood and lumber sales com- 
pany at Seattle known as W. E. 
Difford & Sons, Inc. 

He organized the business in 
mid-1946 following his resigna- 
tion as managing director of ‘he 
plywood association which he 
had headed since the industry’s 
present strong sales promot:on 
policy was instituted in 1973. 

Daniels disclosed that Difford 
was the first and only person 
approached by an industry c:m- 
mittee appointed to select a <uc- 
cessor to O. Harry Schrader, Jr., 
who resigned as managing di- 
rector 60 days ago. “Plywvod 
industry growth, which as 
been more than fourfold si:ice 
1938, is due in large measure to 
the aggressive trade-promot:on 
program instituted under Dif- 
ford’s direction during his pre- 
vious tenure,” Daniels com- 
mented. 
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Here’s why Armstrong 
offers you 2 types 
of acoustical materials 


Sonie people buy acoustical ceilings because they 
want maximum noise quieting. To others, economy 
is the primary consideration, with noise reduction a 
desirable extra feature. That’s why Armstrong offers 
you both types. Here’s the difference. 






Armstrong’s Cushiontone is a perforated wood 
l. fiber acoustical material with extremely high CUSHIONTONE 
sound-absorbing efficiency. It’s ideal for doctors’ of- 
fices, conference rooms, radio stations, smart shops 
.. any area where maximum sound absorption is 
desired. Cushiontone’s special low-density composi- 
tion and its deeply drilled perforations absorb as 
much as 75% of the sound that strikes its surface. Its 
smooth two-coat white paint finish is both washable 
and repaintable with no loss of acoustical efficiency. 
Popular sizes: 12”x 12” x14” and 12”x12”x 34”. 


Armstrong’s Perforated Temlok Tile is a light- 
yA weight, structurally strong ceiling tile that 
doulsles as an acoustical material. Perforated Tem- 
lok ‘Tile goes up fast, saves labor costs, and makes 
short work of installations like supermarkets and big 
stores . . . places where large areas are to be covered 
at minimum labor expense. Armstrong’s exclusive 
Lok- evel Joint speeds installation and conceals nails 
or staples. Two coats of paint help give Armstrong’s 
Perfvrated Temlok Tile a smooth finished surface. 
It’s «yailable in two colors and sizes: 12”x12”x 14” in 
Snow White and 16”x 16” x4” in Light Ivory. 


Don’ overlook this one point: both of these materials 
are \rmstrong’s. People everywhere know Arm- 
, stroig as a leading manufacturer of acoustical mate- 
rials. Armstrong’s field representatives, with years of 
exp: rience in solving acoustical problems, are at your 


dis} osal, too. PERFORATED ' 


For complete information, advertising materials, and aeenasiiee 
sugeestions on how to sell more of the sound- 

conditioning market, contact your Armstrong 
wholesaler or write to Armstrong Cork Com- 
pany, 4709 Ocean Avenue, Lancaster, Penna. 








ARMSTRONG’S BUILDING MATERIALS 


TEMLOK® MONOWALL® CUSHIONTONE® INSULATING WOOL HARDBOARDS 
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Green fir dimension in specified 
lengths has dropped $2 and No. 
3 items are down $5.00. Dry 
hemlock dimension dropped $2. 
Cedar siding is a little scarce, 
particularly %4” by 10 clear 
bungalow siding in large 
amounts. 

In the shingle market prices 
weakened a little on perfections 
and No. 1. No. 3 are very scarce 
as mills are not making them. 
18” shingles softened a little 
due to the staining mills not 
using them. Royals are scarce 
with prices steady. Supplies of 


No. 1 and 2 are good. 

Pines are steady on ceiling 
prices in most items. 2 and btr 
commons of Ponderosa pine are 
scarce and No. 3 is weaker. 
Sugar pine is a litle easier in 
6/4 random widths. 

The government is urging 
holders of Englemann spruce 
timber in Montana affected by 
the spruce worm to cut their 
timber; if this is followed the 
market may be considerably 
changed. 

Export cutting for Australia 
is quoted 8-10 dollars less with 








TOP QUALITY 
SOUTHERN 


PINE AND 
HARDWOOD 


LUMBER 


When you make Anthony Brothers your per- 
manent source of supply you have every 
assurance of always getting consistently fine 
lumber. We have an excellent supply of 
good timber. Our three mills, cutting over 
40,000,000 feet annually, are equipped 
with the most modern equipment. Years of 
experience is another advantage. But you 
will never know until you try a car. 


























other items in proportion. 

Inventory of logs reveals that 
supplies are good for this time 
of year. On August Ist Puvet 
Sound reported 407 million feet, 
64 million more than July ‘st. 
A year ago the figure stood at 
413 million. Columbia river 
was up 71 million feet in -he 
same period to 572 million f-et. 
Grays Harbor increased by 28 
million. 

Log prices are steady at c:il- 
ings except for cedar. The oven 
market here is tight, the excep- 
tion being small sawmill logs. 


Tacoma 


Although the market gener- 
ally is somewhat off, production 
is going ahead at normal vol- 
ume. Some scattered inquiries 
are reported, but orders defi- 
nitely are down and prices are 
showing the effect of the down- 
ward trend. However  oper- 
ators do not appear to be par- 
ticularly discouraged and are 
taking advantage of excellent 
weather conditions to build up 
log and lumber inventories. 

Plywood manufacturers like- 
wise are optimistic at the out- 
look. They announced renewal 
of an augmented sales promo- 
tion campaign in connection 
with the selection this week of 
W. E. Difford of Seattle as man- 
aging director of the Douglas 
Fir Plywood Association to suc- 
ceed O. Harry Schrader, Jr., who 
resigned some two months ago. 
Difford’s appointment is effec- 
tive September 1. He is a for- 
mer managing director of the 
group, serving 1938 to 1946. 


In connection with government 
contract awards announced 
here this week, the Weyerhacu- 
ser Sales Company receive: a 
contract for supplying 362,i76 
square feet of plywood to the 
Army Corps of Engineers. Con- 
tract price on the plyweod, 
which will be 14, 14, and %4- 
inch in thickness is $53,819.33. 
Partial resumption of wa‘er- 
borne cargo activity is reflec ‘ed 
in sailing from here of ‘he 
Weyerhaeuser Steamship Cvm- 
pany’s “F. E. Weyerhaeus«",” 
with approximately 3,000,00 
feet of Puget Sound produced 
lumber destined for east co:st 
ports. The regional director of 
the United States department 
of commerce, national produc- 
tion authority, yesterday 4:- 
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M DOORS & WINDOWS UILDINGS 


FARM B 
BROODER HOUSE WINDOWS 
BARN WINDOWs 


)VABLE PORCH ENCLOSURES 


PLAYHOUSES 


OFFICE PARTITIONS 1 SHELTERS 


EQUIPMEN 
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_ IT WILL PAY YOU TO STOCK, DISPLAY AND SELL 
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WINDOW MATERIALS 


Where else will you find a line so versatile . . . so useful . . . so sale- 
able? Just seeing R-V-LITE and VIMLITE on display stimulates ideas 
for countless uses on the farm and in the home. And zowhbere will you 
find such powerful FREE selling helps that close sales for you “on 
the spot”. 


SMART DEALERS STICK WITH R-V-LITE 
because of these 3 BIG Basic Reasons: 


® 





@ MOST EFFECTIVE ADVERTISING 


| @ MOST COMPLETE LINE 


8 types of R-V-LITE and VIMLITE fill every 
need — fit every purse. 2 types of STORM 
PANES widen your winter ‘‘sales range”. 
New 15-V_ V-LITE sells like wildfire for 
scores of household uses 12 months a year. 
FINEST MERCHANDISING FLOOR 
FIXTURES 

Compact, sturdy, eye-catching “silent sales- 
men" tell and sell R-V-LITE advantages to 
folks while they're in your store. 


& POINT-OF-SALE DEALER HELPS 
Strong consumer selling messages in lead- 
ing national magazines and over local ra- 
dio stations ‘‘pre-sell" your customers on 
R-V-LITE. 

Big FREE Dealer Advertising Kit “clinches” 
the selling job in your store. Contains col- 
orful streamers, banners, die-cut signs, new 
self-sticking POP-OUT and STAND-OUT 
pressure sensitive displays! 


Make your store headquarters for 
R-V-LITE — headquarters for profit! 


Avallable through jeading wholesalers in the U. S. and Canada. ORDER TODAY! 





Exclusive Manufacturers of R-V-LITE 





SINCE 1905 @ 


ARVEY@CORPORATION 


3462 N. KIMBALL AVE., CHICAGO 18, ILL. 
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nounced that the Weyerhaeuser 
Timber Company has been 
granted an allotment of con- 
trolled material for construc- 
tion if its Enumclaw lumber 
and plywood plant in the 
amount of $413,000. 


Kansas City 


The strongest southern pine 
market of the year was re- 
ported by mills with head- 
quarters here in the last week 
or ten days. Demand for com- 


mon lumber spurted and prices 
moved up $1 to $3 a thousand 
on a number of grades of 
boards. The dimension market 
also manifest strength. In con- 
trast, the hardwood market 
continued exceedingly weak. 
Retailers started ordering 
more liberally as their inven- 
tories had been neglected and 
inquiries from industrial 
sources also were in evidence. 
Scores of small mills dropped 
by the wayside this summer be- 
cause they could not eke out a 





pendable performance on the job. 


That's why progressive dealers everywhere feature CRA Redwood —the Redwood 
you can be sure of —the Redwood processed by the reputable member firms of the 


CALIFORNIA REDWOOD ASSOCIATION 


KEEP ‘EM SATISFIED | 


WITH cRAr” 


Every Redwood customer is a satisfied customer, when you sell him grade-marked, 
trade-marked CRA Certified Dry Redwood! Graded with accuracy, seasoned with 
care, milled with precision, CRA Redwood assures uniformly fine quality and de- 






& 
soa 


576 SACRAMENTO STREET, SAN FRANCISCO 11 


WARM SPRINGS REDWOOD O00. * WILLITS REDWOOD PRODUCTS CO. * ARCATA REDWOOD CO. * COASTAL PLYWOOD 
& LUMBER CO. * HAMMOND LUMBER CO. * HOLMES EUREKA LUMBER CO. * NORTHERN REDWOOD LUMBER 
CO. * THE PACIFIC LUMBER CO. * ROCKPORT REDWOOD CO. « SIMPSON LOGGING CO. * UNION LUMBER CO. 
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profit at high prices. 

The big mills, therefore, 
receiving more inquiries 
orders. It is reported that 
ments under two weeks 


were 
and 
ship. 
are 
about the best most mills can 


do. Requests for tracers on 
orders indicate that retailers 
are running short of lumber or 
the order represents s)ecial 
jobs. 

Mills have not been willing 
to pile up inventory durine the 
summer months. The industry 
probably is in its best stuatisti- 
cal position in many a month, 
mill officials report. 

Inquiries from the furniture 
trade are reported and _ the 
hardwood operators are hope- 
ful that buying gets underway 
in order to turn the weak mar- 
ket around. It is said that No. 
2 gum sold as low as $33 a 
thousand in this market last 
week. 

In the board market, 1 by 
6’s sold at $85 to $87 a thou- 
sand ‘with the range _ taking 
place for kiln dried on the West 
side and for air-dried stock on 
the East side of the Mississippi 
river. The 1 by 8’s sold at $88 


to $92 on the West side and | 


about $88 on the East side. 
On dimension, 2 by 4’s were 

commanding $84 to $85; 2 by 

6’s, $85 to $90; and 2 by 8’s $87. 


Baltimore 


With one disastrous strike, 
that of the steel mills, over and 
general business affected some- 
what and ready to revive, Balti- 
more lumber dealers have an- 


other in prospect at the mo- | 


ment—a mass walkout in three 


large. shipbuilding and repair | 


yards. If it comes, it can mean 
substantial harm to several 
lumber dealers who do consid- 
erable business with that in- 
dustry. 

The harm will not be widely 
felt, it is believed, for many 
other yards are keyed to the 
pace of the building industry, 
both in home construction and 
large industrial and commetr- 
cial work. The steel strike did 
have a chain influence over 
many segments of the ports 
business, but the damage now 
is being rapidly repaired. |. 

A look at the entire building 
program in the city thus far 
shows that the volume has een 
very large and that lumber 10 
terests have shared far better 
than was anticipated earlicr ™ 


—~ 
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YOUR RADIAL SAW OUTMODED “ 


COMPARE 
with this NEW 


ELT. 


Your radial saw—the most important 
machine in your yard—is taking 
profits away from you if it doesn’t 
permit you to do more work in less 
time, cut your operating costs, and 
give you easier, safer performance 
on every operation. 


The new DELTA 16” radial saw 
is the first completely re-designed 
machine in years!—the finest in 
radial saw construction and oper- 
ating efficiency! Look, for example, 
at these DELTA exclusive features: 


@ All Controls In Front—safer, easier to 
f , operate because every lock, lever, crank 
* and calibrated scale is “up front.” 


16” Saw Blade Cuts 5%” Deep—un- 

» . matched capacity, more than any other 

' 16” radial saw—blade not only cuts 
deeper but lasts longer. 


One-Piece Aluminum Safety Guard— 
_» . covers the entire saw spindle for added 

" safety (can be fitted to enclose blade 
completely). 


f, Front 360° Miter Pivot—permits saw 

” arm to rotate 360° ABOVE the work 
table; swings either way, right or left, 
to cut miters from 0 to 90° with normal 
“pull saw" action. 


* Enclosed Lifetime Trackways — glass- 
f » Smooth, hardened surfaces minimize 
roller friction; carriage travels more 
easily, rolls much faster with less effort. 


Sensational New “Lo-Rise” Motor— 
powerful direct drive, totally enclosed 
fan-cooled motor furnished in 3, 5 and 


7’ horsepower. 


Quick-set Stops at 30°, 45°, 60° and 
90°—takes but a few seconds to set 
saw at these commonly used bevel and 
miter positions. 


Front Guide Fence Controls—offer 
© . quick, positive locking action when 
changing guide fence positions; no more 
hammering of wedges. 







IT — FEATURE FOR FEATURE — 





The Delta radial saw pays for 
itself quickly—by converting 
scrap lumber into profits—pre- 
cutting lumber into ready-for-use 
form for consumer sales—and 
re-working slow-moving sizes. 
See it at your DELTA dealer 
today. 


Theres a Delta Power Tool for Sour Job- 


WOOD OR METAL WORKING 


53 MACHINES e 246 MODELS e MORE THAN 1300 ACCESSORIES 
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DELTA POWER TOOLS 


Another Product 





7, 
EE \ 
DELTA POWER TOOL DIVISION | 


Rockwell | 


MANUFACTURING COMPANY 
678K N. Lexington Ave., Pittsburgh 8, Pa. 
O Please send me the new descriptive folder. 

O Please send name of nearest Delta Dealer. 
iii cis ces semiceienasoets 
Position 

School_ 

Address . 
Cay. _Zone___ State. 

















a bargain in beauty 





R*O-W SALES COMPANY 1394 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 
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fine workmanship 
plus the 

patented feature 

at no extra cost 





Homes With ReO+Ws Sell Faster—Stay Sold Longer 
Buyers are selecting homes with great care 
today. They are choosing those homes which 
combine beauty with comfort and efficiency 
features—plus values that set them apart. 
That’s why some homes are sold before 
completion, and others carry a “For Sale” 
card for many months before moving. 
Volume production has kept the price down 
to the cost of ordinary wood windows. 
R:-O-Ws have outsold all competitors for 
years, and their popularity is still increasing. 

















the year, and that some o! the 
fears concerning the steel ‘trike 
were not borne out. 

Building permits for the first 
seven months of 1952 ir the 
Baltimore metropolitan area 
totaled $93,605,085, of which 


$58,523,393 was designate: for Ff 


construction of homes. 
In 1951, the first seven months 


showed $99,300,000 in bu’ ding 


permits, of which $63,160,000 
was for home building. 


Lumber dealers and ware. | 
house suppliers at the end of f 
August were saying they an- > 


ticipated brisk business for the 


remainder of the season, and > 


construction companies report 
they are going ahead with sub- 
stantial plans in anticipation of 
relaxation of Regulation X 
around October. 

Southern pine is coming into 
the local market in sufficient 
volume and prices on deliveries 


here are practically unchanged. | 


The long leaf variety, how- 
ever, is still very scarce. At 
least one large dealer reports 
he has just received word that 


part of a shipment of Honduran | 
pine is now on the way to ease | 


the situation. Delivered price 
here will be comparable to that 
of our own Southeast. 

Fir from the West Coast is 
available in needed quantities, 
with prices unchanged in recent 
weeks. Western pine is some- 
what weaker than previously. 


Some No. 3 common, for ex}. 
ample, is arriving at $102.75 | 
per M in contrast to $109 to | 
$114. The kiln-dried material | 


is still holding around its pre 
vious level, the quotation on No. 
3 boards being $109.75. 


In the hardwood division, | 


business is beginning to move at 


a better pace now after the | 
usual summer doldrums, | 


though Baltimore yards were 
hampered somewhat by effects 
of the steel strike. 


In the lower grades, suj)plies 
are not abundant, with prices 
around OPS ceilings. 


Millwork seems to be very 
firm price-wise, and representa- 
tives here say all mills hive 4 
full order book now. 


In the plywoods, concrete 
form material was a bit of 4 
drug on the market during the 
two-month strike period, and 
some price concessions ‘vere 
made by distributors, but quo 
tations are being beginning 0 
firm up all along the line ow. 
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Nationally 


“umber shipments of 479 
mills reporting to the National 
Lumber Trade Barometer were 
8.1 percent below production 
fo: the week ending August 16, 
19°2. In the same week new 
or ers of these mills were 12.1 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 43 percent 
of stocks. For the reporting 
softwood mills, unfilled orders 
were equivalent to 24 days’ pro- 
duction at the current rate, and 
gross stocks were equivalent to 
52 days’ production. 

lor the year-to-date, ship- 
ments of reporting identical 
milis were 4.1 percent above 
production; orders were 3.7 per- 
cent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 51.2 percent above; ship- 
ments were 51.7 percent above; 
new orders were 40.6 percent 
above. Compared to the corre- 
sponding week in 1951, produc- 
tion of reporting mills was 5.6 
percent above; shipments were 
6.9 percent above; and new or- 
ders were 10.9 percent above. 


Southern Pine 


Shipments of Southern Pine 
by the 126 mills reporting to 
the Southern Pine Association 
for the week ending August 16, 
totailed 19,072,000 feet, 6.51 
percent above production. Or- 
ders for the week ran to 20,053,- 
000, 3.23 below the three year 
average. Unfilled orders totaled 
53,417,000 feet, 1.87 percent 
more than the previous week. 


Western Pine 


The Western Pine Association ° 


has issued the following report 
of comparative figures on lum- 
ber orders, shipments and pro- 
duction for the week ending 
August 16, based on informa- 
tion. from 105 identical mills. 

Orders totaled 63,394,000 feet, 
as compared with 62,981,000 
fee! for the previous week and 
69,393,000 feet for the corre- 
sponding week last year. Simi- 
lar comparisons of shipments 
Were 70,958,000 feet, 70,085,000 
fect, and 71,455,000 feet. Pro- 
duction figures were 77,479,000 
feet, 77,731,000 feet, and 73,- 
382,000 feet. 
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exclusively yours with 




















traditional beauty 
plus modern 
“take-out’’ 
convenience 





ReOeWs Outsell Other Windows —By 2 to 1 
There is as great a difference between remov- 
able R°O-Ws and ordinary windows as 
between a vacuum cleaner and a broom. 
Women like the patented removable feature 
because it permits complete removal, from 
the inside, for fast and easy cleaning. 

Men like it because it makes painting and 
glass replacement quick and convenient. 
The annoyance of ladders is eliminated. 
R-O-Ws combine the finest construction 
with the extra value take-out feature. 








R*>O-°W SALES COMPANY 1394 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 
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Lumber Prices at Presstime REDWOOD 


Bevel Siding 
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Me écvsneanoaes 155.00 150.00 105.00 — S28 a stnes Note: Deduct $8.00 for A Grad 

Drop Siding  epetoeior ats 138.00 115.00 Finish 
1x6 (Pat. #106).150.00 145.00 110.00 Commons, S82 or 48 YW idi F 
1x6 (Pat. $116).155.00 145.00 105.00 i 2&Btr. No.3 No.4 bd ys a > a 

ix 8 RL 118.00 85.00 68.00 2x > aie 140.00 
lin a a + . ° ° ° GX S ABOU. SIGiNE ... 6060 . 165.00 
Ceiling oS  peeeen 118.00 83.00 67.00 ix 4 A&Btr 155,00 
ae seeeeees : es o. ho +4 oe 88 Idaho White Pine eo’  “apeeeeeenereresese 
BE ceccees . Selects S2 or 48 : oe. ee eo foe. 195.00 
Boards and Shipiap and 2” (Green) 1x4 1x6 1x8 1x10 1x12 1x12 1x10 MEER? ford cn fnla ohclo cleteuenplets - 200.00 F 
—_ ine tm sees a: 1X12 A&Btr. oo... ee sees . 205.00 
Se ee 69.00 72.00 70.00 77.00 C and Btr RI De S Set. GANS «~~ 22-0 165.00 
i © oasene 64.00 63.00 62.00 70.00 270.00 271.00 271.00 278.00 305.00 310.00 %x10 A&Btr. Siding ............ 180.00 
Ce eee 54.00 57.00 54.00 62.00 DR _ > ’ eiens 
on © Miiemnien 239. 0 239.00 230.00 250.00 275.00 280.00 
12° 14’ 16’ 18’ 20’ Commons, S82 or 48 No. 1 No. 2 No. 3 
2x 4 80.00 80.00 84.00 80.00 80.00 2 errr. 157.50 146.00 118.50 
2x 6 79.00 79.00 80.00 84.00 84.00 FEED deco viecedine 188.00 151.00 118.50 WESTERN HEMLOCK 
2x 8 79.00 79.00 79.00 80.00 80.00 acters En 
2x10 79.00 79.00 79.00 80.00 80.00 Selects sa CS Sa See 
2x12 79.00 79.00 79.00 81.00 81.00 S2 or 48 VE RW 5/4 RW 8/4RW ind aa on oo wel 

No. 2 Dimension B&Btr. RL ..270.00 280.00 285.00 ee Senne oeres samen : isl 
2x 4 73.00 73.00 76.00 75.00 75.00 "8 = nlareigacamare aoe oo Hap 280.00 Flat Grain Flooring i 
2x 6 74.00 71.00 75.00 73.00 77.00 een 5.00 245.00 245.00 
2x 8 74.00 74.00 74.00 74.00 73.00 Shop, S28 No.1 No.2 No.3 1x6 LILLITIIIEEERO0 186c00 bon 
2x10 74.00 74.00 74.00 74.00 74.00 ar aaueaen 157.00 125.00 85.00 . 
2x12 74.00 74.00 74.00 74.00 74.00 fee na: 2 157.00 125.00 85.00 Drop Siding 

No. 3 Dimension R/L Only 1x6 (Pat. #106).145.00 135.00 105.00 
OS Ee es Ro wereS - 58.00 1x6 (Pat. #116).145.00 140.00 105.00 
RE eae a he ire nes ase 54.00 
ra —- Ceiling 
EE a ee I AMIE Te, 52.00 
Ga ipclnaneidn inte esiiacaps cabs ie. 47.00 OAK FLOORING 56x4 .......... 105.00 100.00 70.00 
Oc ane tetdies SPe ee eae ce ye 45.00 BE et oven 110-120 105-115 90.00 
(Add 10-15 dollars for dry lumb ee eS ee ee 
_ + GONAeS Ee Cry SMenees.) White ..175.00 150.00 130.00 120.00 — (Desh Shiplap and 

Red ....175.00 150.00 130.00 120.00 = y 
Sch. Wate ‘i 1x6 1x8 1x10 — 
RED CEDAR SHINGLES White ..160.00 135.00 120.00 110.00 wi: 8S fe fe Gee 

Royals Red ....160.00. .135.00. .120.00. .110.00 No. 3 ... 66.00 68.00 68.00 68.00 
No. 1 24” 4/2 13.75 #1 Com. : ; 
No. 2 24” 4/2 8.00 white ..140.00 110.00 105.00 100.00 No. 1 Dimension 
No. 3 24” 4/2 5.00 .140.00 110.00 105.00 100.00 ey 14’ 16’ 18’ 20’ 

llialia nade £2 “Mixed S000 FOGO 2... 0 cue 2x 4 82.00 82.00 85.00 85.00 85.00), 
No. 1 18” 5/2% 11.00 15” Shorts 2x 6 82.00 82.00 82. 87.00 87.00 
No. 2 18” 5/94, 5.25-5.50 #1 Com 2x 8 84.00 $2.00 82.00 82.00 87.00 
No 3 18” g 9 4.00-4.25 &B 110.00 90.00 2x10 82.00 84.00 82. 82.00 87.00 

eanee shai , #2 iin a ae Ott 2x12 82.00 82.00 82.00 82.00 87.00 

~ No. 1 16” 5/2 9.00 No. 2 Dimension d 
No. 2 16” 5/2 = 5.25-5.50 2x 4 §1.00 81.00 83.00 82.00 82.00 
No. 3 16 5/2 4.25 2x 6 80.00 80.00 81.00 82.00 = 

2x 8 77.00 77.00 78.00 78.00 78 
WESTERN RED CEDA SOUTHERN PINE 2x10 77.00 77.00 77.00 77.00 77: 
R Vertical Grain Flooring 2x12 75.00 75.00 75.00 75.00 75.00 
Prices for red cedar siding in mixed > 
eave ae Se ae oF miaes B&Brr. Cc D No. 3 Dimension R/L Only 

are, new bundling, 6 to 16° are: 1x4 .....2.02.+2175.00 165.00 145.00 ee re gil 62.00 

ee ee oe pol a Flat Grain Flooring Bx 6 C0. 5900 
a 500. 80 gs 1X4 ......++++++160.00 150.00 110.00  Bidedcaeecha ans aietatianecniesnst "57.00 
See eek oo. .00 80.00 55.00 Le Pare epee or Weare eang a anne . Bas 
Ux5 inch |... ”. 100.00 95.00 65.00 1x6 ........4++-190.00 180.00 140.00 ET oe ea 57.00 
7x6 inch ...... 110.00 105.00 80.00 Drop Siding 
Seue tmeh .....% 35.00 130.00 105.00 1x6 (Pat, #106).170.00 160.00 130.00 

Clear Bungalow Siding, % Inch 1x6 (Pat. #116)’170.00 160.00 130.00 
ee 175.00 160.00 120.00 Boards & Shiplap ENGELMANN SPRUCE 
A eer 190.00 185.00 150.00 1x6 1x8 1x10 1x12 
12 inch ........ 195.00 190.00 155.00 No. 1 ...110.00 115.00 125.00 150.00 a” — oe a 

y 5 x x 

Finish B and Btr, S2 or 4S, a . — oe ee or ae a ae oe ee No. 2&Btr..112.00 112.00 114.:0 120.0 

6’ to 16’ or Rough cn, % mane : : ‘ No. 3&Btr.. 83.00 84.00 84.00 85.00 
IX 8 eeeeeeeeceeeee ee eceee eens 215.00 * ™ mio’ "14° —s«16’—Ss«18 20 Se, 2 Mheonston 
tl ciehchet tamttatahetebemio gedit: 22800 2x 4 91.00 92.00 94.00 104. 00 104. 00 12’ 14’ 16’ 1s’ 20" 

' MLS sees eeeerssesest teeseessese oO. 2x 6 87.00 87.00 88.00 8.00 98. 00 2x 4 83.00 83.00 83 00 89. 9 89.00 

Ceiling or Flooring, B and Btr, 9-16’ 2x 8 90.00 90.00 92.00 98. 00 100.00 2x 6 80.50 80.50 80.50 80.70 80.50 

B&Btr. C D 2x10 100.00 101.00 101.00 109.00 112.00 2x 8 80.50 80.50 80.50 84.:0 84.0 
MRM sao at niratee 105.00 100.00 90.00 2x12 106.00 106.00 106.00 117.00 122.00 2x10 80.50 80.50 80.50 87.50 87.50 
 eepebetnantenc 120.00 115.00 95.00 No. 2 Dimenston 2x12 83.50 83.50 83.50 87.50 87.50 
Discount on mouldings 620’ -20’ odd 2x 4 84.00 85.00 87.00 97.00 97.00 No. 2 Di i 

lengths. 2x 6 80.00 81.00 82.00 91.00 93.00 ee 77.00 

Series 8,000 2x 8 80.00 81.00 82.00 91.00 93.00 2x 4 77.00 77.00 77.00 77.00 ar o0 
Listing under 4.00—list plus 35 per 2x10 84.00 85.00 85.00 91.00 93.00 2x 6 77.00 77.00 77.00 77.0) aro 

cent. 2x12 84.00 85.00 85.00 91.00 93.00 2x8 aoe ue fe wee 77.00 
ing 0 oe 5 3 . e ° VU +e 
ge My and over—list plus 35 we & reese © R/L — 2x12 77.00 77.00 77.00 77.00 17.0 

Clear Lattice, 5-16”, 6-16 2x 6 62.00 ....  ....  .... vos (Boards graded No. 1, 3, 3, at 

100 Lin. Ft. x j ae Sats er Siuiers price; no price for straight N 
a. errr errr ae enw m eee 1.50 2x10 61.00. .... ek barerg Poe do not grade out No. 3 dimension sepa 
| Ree nate We en oe er 1.75 Bees GEOG unk eee meee eee rately as in fir.) 
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is easy to ORDER! 


Wi below is a selection of the Corbin 
items that help you build a successful builders’ 
hardware department. They are easy to order! 
Whenever you need anything on this list, just 
TELL YOUR CORBIN JOBBER. Capitalize on 
the Corbin name! Sell the world’s most widely 
used builders’ hardware — Corbin! 














©" Powerful Corbin merchandising aids, and 
a well-planned labeling system help you make 
more money from builders’ hardware. Operating 
Display Mounts, Window Decals, Counter and 


i is easy to SELL! 


ight now Corbin consumer advertising is 
pre-selling your home customers in THE SATUR- 
DAY EVENING POST, BETTER HOMES & GARDENS, 
SMALL HOMES GUIDE, HOUSE & GARDEN’S BOOK OF 
BUILDING, AND HOUSE BEAUTIFUL’S BUILDING & 
MAINTENANCE MANUAL. 





Window Signs, and Newspaper Mats are avail- 
able — many of them without cost to you. 
IDENTIFY your store with the Corbin name! 
Ask your jobber or write us. 


Corbin professtonal advertising appears regu- 
larly in PROGRESSIVE ARCHITECTURE, CATHOLIC 
BUILDING & MAINTENANCE, AMERICAN SCHOOL 
& UNIVERSITY, ARCHITECTURAL RECORD, MAGA- 
ZINE OF BUILDING, and HOSPITAL PURCHASING 
FILE, 


This advertising is helping many dealers to sell 
more. It will help you, too, if you stock a good 
selection of CORBIN products and display them 
in your store! Why not give it a try... ORDER 
CORBIN HARDWARE NOW! 


is the PROFITABLE line! Buy these items now! 








Awning Pulleys 

Barrel Bolts — Black, 21/2’’ 

Barrel Bolts — Plated Bross, 22" 
Barrel Bolts — Black, 3’ 

Barrel Bolts — Plated Brass, 3”’ 
Barrel Bolts — Black, 4’’ 

Barrel Bolts — Plated Brass, 4’’ 


Bar Sash Lift — _ cast aluminum, 


plated brass, 4 
Bar Sash Lift — Polished brass, 4 
Bar Sash Lift — chrome 
Butts, wrought brass 


Cha® Door Fastener — cast iron, plated 


Clothes Line Hook 


Coat & Hat Hook — pressure cast aluminum, 


plated brass 
Coat & Hat Hook — brass 
Cupboard Catch — brass 
Cupboard Catch — chrome 
Gupboord Turn — brass 
pe ee Turn — chrome 
ndrical Locksets 
— Closers 
Door Closers — screen 
Door Holder 
Door Knobs 


Door Stop — pressure east aluminum, 


plated brass 


Door Stop — polished brass 
Door Stop — chrome 
Drawer Knob — brass 
Drawer Knob — chrome 
Drawer Pull 


Friction Catch 


Hook Sash Lift — brass 
Hook Sash Lift — plated steel 


Line Cleat 


Mortise Bolt 
Mortise Locksets 


Night Latches 


Sash Fastener — pressure cast aluminum, 
plated brass 

Sash Fastener — polished brass 

Sash Fastener — chrome 

Screen Door Catch rim — brass 

Screen Door Catch mortise — brass 

Sectional Handle Front Door Sets 

Stair Rail Bracket — pressure cast aluminum, 
plated brass 


Tubular Latch Sets 
Tubular Locksets 
Turn Button 


Unit Locksets 
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is easy to STOCK, DISPLAY and PROMOTE! 
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SINCE 1888 


THE BEST CABINET 


LINE TO CARRY 


Sled ror BATHROOM BEAUTY 
Sdleal ror BETTER VALUES 
Sdeal FOR GREATER PROFITS 


SPECIAL LOW PRICED 
Model “RC-DS” 


Here’s the most popular 
and fastest selling cabi- 
net in the entire IDEAL 
line. Anexceptional value 
of IDEAL dependable 
quality, offering features 
of the finest cabinets made! 


A Big Profitmaker 
with Fast Turnover 


Model “RC-DS” 


ECONOMICALLY PRICED 
Model “DF-SS” 
Stainless Steel Rim 


Outstanding bathroom 
beauty and high quality 
utility is built into model 
““DF-SS”’ recess type cab- 
inet. Stainless steel mir- 
ror rim gives safe, sturdy 
door construction. 
Here’s another IDEAL 
cabinet favorite .. . eco- 
nomically priced for 
faster turnover and 
greater profits. 








Model “DF-SS” 
OUTSTANDING FEATURES OF “RC-DS” AND “DF-SS” 


Chrome spring, rod, and ball door check @ Quality bullet type door 
catch e Heavy gauge welded cabinet ¢ Chrome plated tooth brush 
holder ¢ Non-yellowing baked-on white enamel ¢ Razor blade slot 
Full length chrome plated piano hinge @ Bulb edge glass shelves 


STYLE, QUALITY AND ECONOMY SINCE 1888 


Ideal Cabinet Corporation has been a leader in bath- 
room medicine cabinet design for many years. Distribu- 
tors and dealers from coast to coast sell the IDEAL line 
for better values and greater profits. 


WRITE TODAY—FOR ILLUSTRATED CATALOG AND PRICE LIST 
IDEAL CABINET CORPORATION 





Division of DesLauriers Column Mould Co. 


7722 JOY ROAD e DETROIT 4, MICHIGAN 
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Letters to the Editors__ 


Here's FAST Estimating! 


To the Editors: Just completed reading you» arti- 
cle on “20-Second Estimating” appearing in the July 
28 issue. 

Upon closer examination of the example wi'h the 
2x4, believe you will find an easier metho:, and 
faster than 42 seconds. 

First arrive at the total lineal footage—6,398. Since 
the common fraction for 2x4 is .667 or 2%, why 
not take the figure $150 that is common to all and 
take 24 of that. This would be $100.00 or multiply- 
ing by one with a bunch of zeros following; con- 
sequently no need to multiply at all, just add a zero 
to the lineal footage and place the decimal. Several 
steps eliminated, and coming out with an answer 
of $639.80. (Note in your example the fraction was 
not carried out, thereby five cents lost along the way.) 

Believe your example of the 67Pcs. 2x10 16’ can 
be cut down a step. Why not use the decimal or frac- 
tion for 2x10, 1.667, multiply by the lineal footage 
—1072, then by $150.00 and also arriving at $268.05, 

Perhaps there are shorter systems than pointed 


out above, but it seems “the common sense and sight | 


system” of working with an easier figure whenever 


possible ($100.00 rather than $150.00) is a great time | 


Saver. 


John T. King, The McCloud River Lumber Com- 
pany, Minneapolis, Minn. 


In the Field of Light Construction 


To the Editors: We have recently revised our curric- 
ulum so as to include in our Building Construction 
some of the items that were in our Light Option, and 
we have made elective hours available in the senior 
year whereby students definitely interested in this 


phase of the construction field could elect more busi- 


ness courses. 

We have found that the number of students elect- 
ing this Light Option has been very small and also, 
that students wished to be prepared for the heavier 
construction work if such an opportunity presented 
itself. With this revision we feel that we still train 
young men who are eminently qualified to go into 
the field of light construction activities. 

We have been trying to get some of the people 
interested in this field to cooperate with us for sum- 
mer work and also for employment upon graduation. 





We still hope that they will be able to give us some | 


help in this regard. 

I am sending you a copy of our latest cata/og to 
gether with a revised edition of our booklet on “Edu- 
cation in Building Engineering and Constr stion” 
which has just recently been released. I think you 
will find it very interesting. 


Walter C. Voss, Head of Department, Mas: ichus- 
etts Institute of Technology. 


"When the Problem Is Price" 





To the Editors: May we have one copy 0i you 
“When the Problem is Price’ sent to the above 
address. 

Stewart T. Moran, Lock City Manufacturing C2 | 
Sault Ste. Marie, Mich. 
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EDITORIA 


A LESSON FROM HELSINKI 


The Olympic Games have taught us that the best records can be broken if there 
is an improvement in training and techniques. 


The Olympic Games have been going on 
for 2,000 years and as regularly as a new 
meet is held, new records are hung up. 

Retail distribution in our country is a 
couple of hundred years old, but its statis- 
tical records cover only the last 50 years. 

Retailers who have survived the competi- 
tion of free enterprise over the past 50 years 
can be proud of the progress they have 
made in the art and science of retailing. 

Contrast the performance of the grocery 
store, the drug store, the department store 
and yes—the lumber yard of years ago with 
the performance in today’s modern establish- 
ment! 

We are running a pretty fast race. 

But what of the establishments that have 
dropped out of the picture—that started 
and failed to make the grade? What of those 
who have lagged in the race? 

Is there a secret or formula for breaking 
past records no matter how good? 

Helsinki showed us once again that the 
secret formula is very simple. It has three 
parts: 1, the fundamental dynamics of the 
game; 2, new and improved techniques; and 

continuous study and practice, practice 
and study! 


What Are the Dynamics of Retailing? 


A retail establishment has three elements, 
-acilities, inventory and people. From its 
beginning, a retail operation grows over a 
beriod of time in two stages: 1, to the point 
where it has the maximum volume at which 
‘t can competitively sustain an adequate net 
profit margin; 2, beyond point 1 it should 
“row in proportion to any growth in local 
consumer income. 

Retailing of building materials generally 
has lagged in the second stage of growth. 
(ur competitors in the game of selling are 
cutrunning and outjumping us. 

In spite of the fast pace we are setting, 
the building products retailers’ share of the 
consumer’s annual income has consistently 
declined since the turn of the century. The 
automotive, radio and television industry, 
among others, has captured dollars which 
were formerly going to the retail building 
material dealer. 

The dynamics of retailing require an ag- 
gressive merchandising attack on the dis- 
cretionary income of consumers—that part, 


3UILDING Propucts MERCHANDISER 


beyond the necessities of life, which he can 
spend for anything he pleases. 

Retailing must not only take care of the 
needs of the local community, but it must 
suggest things that may not have occurred 
to people. If dealers simply take care of 
the basic needs for building products in 
their local community, Other industries are 
sure to make further inroads on their share 
of the consumer’s dollar by harder-hitting 
merchandising methods. 

As concerns the other two parts of the 
formula, the following is a check list of the 
improvements in building products retail- 
ing that have occurred in the last 50 years 
and which need constant study and practice 
if we are going to set new records. 


Does Your Operation Have these Things: 


A full line of needed merchandise—bought 
right, priced right, well displayed? 

Advertising which invites, directs and con- 
trols local consumer traffic to your estab- 
lishment? 

Sales personnel who are alert, service- 
minded, trained in building sales higher, 
wider and thicker? 

End use product promotion with packaged 
selling prices and monthly payment con- 
venience? 

Salesmen that sell the four fundamentals 
—1l, the personality of your company, 2, the 
quality of your products and services; 3, 
your price, and 4, your terms? 

Sales promotion that regularly solicits the 
business of builders, contractors, realtors, 
architects, industrials, institutions, commer- 
cial establisments, investors, home owners, 
home seekers and building mechanics? 

A sales development program for all 
twelve of your retail markets? 

Is your place of business the recognized 
local headquarters for building products and 
services? 

* * * 

Charles Kettering said, “If we are doing 
things the same way we did 20 years ago, 
we are probably doing them wrong!” 

The Olympic Games have taught us that if 
we are conducting our business the same way 
for even four years, we are probably lagging 
in some aspect of management, and we won’t 


break any records. 
ART HOOD 
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AN ATTIC REMODELING JOB is one of the easiest ways to add living space to a house. Whether di 
done by the homeowner or through a‘contractor customer, it is a good type of job to sell. 


How You Can Get Homeowner Business h 


Do-it-yourself market opens gate to thousands of do!!ars | ;, 
in profitable sales for every promotion-minded dealer. 
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AN ATTIC REMODELING JOB is one of the easiest ways to add living space to a house. Whether 
done by the homeowner or through a contractor customer, it is a good type of job to sell. 


Availability of materials, the 
high cost of labor, the increased 
consumer service by retail build- 
ing-materials dealers—all these 
Jaciors have helped set the stage 
Jor the tremendous increase in 
the number of people who are 
improving their property with 
their own hands. 


Today there is a new twist to 
the old adage, “If you want a 
Job done well, do it yourself.” 
It’s simply, “If you want a job 
done cheaper, do it yourself!” 


BuiLpInc Propucts MERCHANDISER 


That is one step that millions 
of homeowners across the coun- 
try have taken to help beat the 
high cost of living. Excessive 
labor rates for carpenters, paint- 
ers, paper hangers, plumbers 
and the rest of the building 
trades, have convinced the home- 
owner that the only way he can 
afford to improve his existing 
home or build a new one, is to do 
it himself with the help, perhaps, 
of friends and relatives. 


This “do-it-yourself” trend is 
a golden opportunity for the re- 


tail building-materials dealer, 
who for years has tried to hit 
on some magic formula to bring 
consumers into his store. Right 
now thousands of dealers across 
the country have geared their 
store displays advertising and 
sales techniques to the home- 
owner level. 

You can read in this issue of 
AL&BPM just how important, 
profit-wise, this market is to 
dealers. Every dealer can easily 
uncover more homeowner busi- 
ness than he has now. Careful 
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BEFORE 


A NEW PORCH not only makes the home more liveable 


property considerably. 


study of this issue will show 
you how successful dealers are 
displaying materials, advertis- 
ing to, and servicing the consum- 
er as never before. 

Most manufacturers have al- 
ready set the sales stage for the 
dealer with a barrage of national 
advertising aimed at the con- 
sumer level—telling the home- 
owner that he can “build his 
own” and save money. The tile 
manufacturer who tells’ the 
housewife how she can install 
her own kitchen floor has be- 
come the largest manufacturer 
of this product in the country. 
The first toolmaker to go after 
the amateur trade boosted his 
sales from 17 to 30 million dol- 
lars in five years. 

Incidentally, a survey by Bet- 
ter Homes & Gardens magazine 
showed that 40% of its readers 
had at least one power tool. 
This automatically raises the 
question: are you selling power 
tools? Are you renting power 
tools (and other tools and ac- 
cessories required by the home- 
owner); are you advertising 
power tools? 

You can ask yourself the same 
questions about hand tools. In 
fact every dealer should examine 
every major product in his store 
from lumber to hardware and 
ask himself, “What can I do to 
interest the homeowner in each 
of these products?” 

Store demonstrations of tools, 
paint, tile-laying and other pro- 


72 


AFTER 


jects, properly promoted, wil; 
bring in homeowners by the hun- 
dreds. Hechinger’s in Washing- 
ton, D. C.; Barr in Denver; Best 
and Schroeder in Milwaukee, 
just to name four dealers, have 
proved it with tools. Other deal- 
ers are doing the same thing 
with kitchen demonstrations and 
homeowner “‘clinics,’”’ which cov- 
er construction problems’ on 
home improvement jobs. 
Having a set of “before-and- 
after” pictures of jobs you have 
furnished, preferably colored 
slides which can be projected 
on a screen in your own store 
or in the privacy of the pros- 
pect’s home, is a potent sales aid 
used by some dealers. 
Everything indicates that the 
do-it-yourself trend will increase 
indefinitely. All of the consumer 
magazines in this field have 
stepped up their circulation tre- 
mendously. New home building 
this year continues at the one- 
million mark pace. Since the 
war, the size of these homes has 
diminished while families have 
grown larger. This means many 
more home improvements next 


year and the year after—finished 


basements and attics, perhaps a 
garage or a porch, a back-yard 
grill and outdoor furniture. A 
careful survey of the new hous- 
ing developments in your neigh- 
borhood will give you good sales 
leads for these jobs. 

Not only is the homeowner 
business a good profit business, 
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. but increases the value 
This job was furnished by the Gee Lumber & Coal Co., 





of the 


Chicago. 


but it is good the year round. 
Do-it-yourself jobs can be ad- 
vertised to both the lady of. the 
house as well as the head of the 
family. What woman does not 
like to paint or do small home 
repairs? Smart dealers are ad- 
vertising to the “Mr. and Mrs. 
Fixit” market. 

Walter E. Hoadley, Jr., econ- 
omist for the Armstrong Cork 
Co., says that the repair and re- 
modeling business will be with 
us indefinitely. He estimates 
that the home-improvement mar- 
ket is one third as large as the 
new-construction market. 

“This means business in small 
chunks,” he adds. But this 1s 
just the type of business that is 
profitable if your customer 1s 
the homeowner. 

Most important, of course, to 
your customer, is the money 
saved by doing the work him- 
self. But even more important 
to many people is the feeling of 
creating something useful, some- 
thing they can be proud of and 
can boast about to their fricnds. 

While surveys show thai the 
head of the family will attempt 
improvement jobs outside the 
scope of the ordinary ama‘eur, 
provided he has clear, detailed 
plans, he will balk at the «ight 
will show the customer by his 
newspaper advertising, ‘ore 
cards and other media how =1m- 
ple it is to do the job on the 
time-payment plan. 

The ultimate success in the 
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IIONAL LOCK 4 


Patent Applied 


Mortise for strike can be made 
quickly, easily ...strike provides 
for possible door sag later 





When NATIONAL LOCKset is being installed, there’s no 


time wasted in trying to make a “tricky” mortise. 





Mortising is clean-cut and simple... free from the 
danger of splitting and splintering. @ The strike is 
designed with extra top-to-bottom clearance for 
engagement of latch. NATIONAL LOCKset strike 


assures a snug fit which keeps door tightly closed... 





and yet it provides an adequate degree of vertical 


tolerance should door-sag occur at a later date. 





(old only 
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distinctive hardware...all from ] source 


NATIONAL LOGK COMPANY 


Rockford, Hlinois e¢ Merchant Sales Division 
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Solely on the basis of benefit to your business take a thoughtful 
look at the Five Factors of Profit built into Clark machines: 


1. 


2. 
3. 


a 


5 


‘ movie picest 4% 


There’s a most profitable 
time to look into it—RIGHT 
NOW! All the literature 
items are designed for your 
profit. Please use the cou- 
pon to order them. 
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TIME PROFIT— Materials move faster, and in synchronized flow. 
Man-hours for loading and unloading are reduced drastically. 


SPACE PROFIT—Idle space becomes profitable storage capacity. 
TURN-OVER PROFIT—Speeding up the production cycle | 
improves the inventory picture, conserves working capital. 


MANPOWER PROFIT—Human productivity is sharply 
increased to offset shrinking manpower. Workers prefer the 
better jobs. 


SERVICE PROFIT—Prompt, efficient service, provided by 
Clark’s nationwide organization. Keeps equipment working. 


Any way you look at it, your Clark investment gets 
you a solid, profitable ‘“‘*most for your money.” 


CLARK Fork TRUCKS 


AND POWERED HAND TRUCKS - INDUSTRIAL TOWING TRACTORS 

















1 INDUSTRIAL TRUCK DIVISION © CLARK EQUIPMENT COMPANY « BATTLE CREEK 40, MICHIGAN 
| Please send: 0 Movie Digest 0 Safety Saves O Basic Facts 
| 0) Material Handling News 

1 Name __ 

| Firm Name 

I Street —_ 
City Zone __ State 





AUTHORIZEB CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATIO 

















home-improvement market voes 
beyond effective advertisin: to 
the homeowner and the _ pack- 
aging of materials in quantities 
best suited to his needs. Just as 
important is service in the store 
and out on the job. Besides 
treating the customer promptly 
and courteously, service means 
a qualified salesman, who not 
only asks the customer what job 
the material will be used for, 
but who is also well versed in 
product information so he can 
answer customer’s questions in- 
telligently. 

Service to homeowners out- 
side the store is extended right 
to the job site by some dealers. 
At two opposite ends of the coun- 
try, Whiting-Mead in San Diego 
and the Connecticut Lumber Co. 
in Waterbury, we see dealers 
who help the “sweat equity” 
builder by sending qualified staff 
men right to the job on regular 
inspection trips. This kind of 
service obviously is one of the 
best ways to cement good cus- 
tomer relations. 

Every dealer using the helps 
we have outlined can develop a 
profitable homeowner trade. The 
only remaining question is, “Are 
you getting your share of the 
profits in this expanding mar- 
ket?” 

In outlining a three-point sales 
stimulation program (consumer 
sales; sales of installed materi- 
als; developing the $3,000— 
$5,000 house market), R. 0. 
Brownlee, secretary-manager of 
the Tennessee Building Material 
Association, told his members: 

“There was never a more pro- 
pitious time for the retail lum- 
ber and building material dealer 
to lay plans to inaugurate an 
aggressive sales-promotion pro- 
gram. Surely you are aware of 
the changing distribution plc- 
ture. None could miss seeing the 
growth of the applicators—the 
roofing applicator, the insulation 
applicator, the wallboard appli- 
cator and others—with none of 
their materials distributed 
through the retail dealer. 

“Fortunes are still being made 
in our business, not by ‘hose 
who sit down and wait fo: the 
return of ‘the good old cays, 
but by those who have the cour- 
age to look ahead and not be- 
hind; by those who plan a reso- 
lute course for the future, using 
modern sales tools to meet !)res- 
ent conditions. Success wil! g0 
to those who are worthy to \vear 
its crown,” 
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“Loay Only 2 Ae a mi © torun my F-1 Pickup” 





















re 

les 

ty says Richard K. Gilbert, 

ot COLORADO economy Denver, Colorado 

job Report No. 11370 RUN 

or, | 

in > 

an . “The Economy Run has really proven 

In- to me just how economical my Ford 
: Truck is to operate with all types of 

ut- loads and in all types of weather and 

ht roads,” says Mr. Gilbert. Speaking of 

TS. Ford power he adds, ‘““My truck often 

_ has to carry material and employees 

. to new, out-of-the-way houses on un- 

ore improved roads when other trucks can’t 

by? make the grade.” In the Economy Run 

aff his F-1 traveled 3695 miles and gas, oil 

lar and maintenance cost but $75.80 or 

= \\ only 2.05 cents a mile! 

the a : ; 

us- = : CONSTRUCTION Co. 

erage 2041 S. MADISON 

Ips a 

D a amass 

SS Sa (a acs 

Are The famous Ford Pickup is but 

the one of many models available. 

ar- There’s a Ford Truck tailor- 

made for your job. 

iles 

ner 

- Now! Up to 14% 

= ‘ 6 ¥ 

- HPF. Now! Up to [4omore Gas Savings 

of a 7 ' 


oan Y | | [TA andmore Speed Hauling power, too! 




















ro- | . «+ =i HIGH COMPRESSION aaah 
ile = HO a] 3 New LOW-FRICTION design in three new Ford Truck 
aler high-compression engines cuts friction loss! 
= = Ks LS OVERHEAD VALVES Ford’s Low-FricTIon design cuts friction power loss up to 
ae f \ A; ie 30% ! A new Short-Stroke principle reduces piston travel up to 
a 20% —makes for longer engine life. New OVERHEAD VALVES 
a give more efficient fuel feeding. New H1GH-CoMPRESSION gives 
the extra power on regular grade gasoline. 
Fion | You can get new Low-FRIcTION design in three of the five great 
i- | i . han ever 
pli- This n : ; — Ford Truck engines for 52. And you get more power t 
a8 a teins its. 4 pe diese busch nes in the famous 239 cu. in. truck V-8 or the 254 cu. in. Bia Srx. 
ited It had 50,000 dynamometer test-hours and over See what’s new in trucks at your Ford Dealer’s! 
500,000 vehicle test-miles. 
ade a ne ---FREE! MAIL THIS COUPON NOW! .__ 
se a ee eee ee a FINAL RESULTS ' FORD Division of FORD MOTOR COMPANY i 
10 run a truck in your kind of work. See the @& on sania seams : h cond, Seniiatn, Sian r 
the cost figures in this 144-page book showing ® FORD TRUCK t . 3270 Schaefer Road, Dearborn, Michig ; 
ys ’ results from the 50-million-mile Ford Truck : ae : t Please send me without charge or obligation, yoy ' 
ar Economy Run. See it at your Ford Dealer’s! ECONOMY RUN poorer Tae ee —— for ’52 and the five | 
Availability of equi, asories an im as illustra : ‘mee ‘ HEAVY-DUTY MODELS oO 
be- Availabil itv of equipment, ascesse rice cond trim an tustrated, > : cso ene oO EXTRA HEAVY-DUTY MODELS [] ; 
eso- 1 1 
° ' i 
. Name 
“| FORD TRUCKING COSTS LESS | === 
geod ' Address 
| go ' 
ar ' : < 
eal and FORD TRUCKS LAST LONGER! . = Chock bere ifetadent 
Using latest registration data on 8,069,000 trucks, life insurance experts prove Ford Trucks last longer! Ricco ahds ena eeenuianentnedtaieneneeneaianenaeenmeenaenl 
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HELP THE HOMEOWNER . . . STEP UP YOUR PROFITS 





STEP NO. 1 in the ‘do-it-yourself’ campaign was an informal conference involv- 
ing, left to right, Phil Lowery, Appleton Post-Crescent; Marty Kuether, treasurer 


of Wieckert’s, and Fred Sample of radio station WNAM. 
newspaper ads and radio spots resulted. 


Specially slanted 





CUSTOMERS LIKE CHARLES LEE, 
who made a purchase, were given a 


week-end work apron free of charge. — 


Yardsticks were also given away. 


Do-It-Yourself Week Boosts Business 50% 


Homeowners crowd Wisconsin dealer’s store 
after newspaper and radio advertise ‘do-it-yourself and 
save money” projects. 


Appeal to the handyman in- 
stincts of the homeowner and 
you’ve got a customer who will 


cling to you like a small boy 
clings to the hand of his father. 
Surround this appeal with 





SHOW WINDOW featuring “Handyman’s Supplies—Do-It-Yourself” revealed a 
wide variety of items selling from 30c up. 


intelligent, carefully - planned 
promotion, dead on the target, 
using newspaper advertising, 
radio spots, give-aways, win- 
dow and floor displays—plus 
thoughtful man-to-man per- 
sonal attention—and you’ve got 
dollars rolling into the till that 
mean sales increases out of this 
world, even in normally dull 
seasons. 

How come? Read the story 
of the recent “do-it-yourself” 
promotion of the Wieckert 
Lumber Company, Neenah, Wis. 

Tom Kuether, president, and 
Marty Kuether, treasurer, of 
Wieckert Lumber, with their 
associates, have long been ex- 
pert in gauging the tempo of 
the times. They have observed 
the growing trend of home- 
owners doing their own home 
improvement jobs. They have 
fully assessed the potential to 
their business in encouraging 
and tying-in to the trend. In 
Neenah, a prosperous papel- 
making town of 12,500, the 
opportunity was particularly 
attractive because the “«io-it- 
yourself” idea blended perfect- 
ly with the intimate and friend- 
ly business relationships which 
exist in a town of that siz 

First step in the promotion 
program was a meeting o! the 
strategy board, an entirely 1- 


. c. 
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HOMEOWNER ELMER GOLLNOW, 
left, decided to install a sliding door. 
He is receiving installation instruc- 
tions before taking delivery. 


formal affair but serious in its 
purpose, to lay a firm founda- 
tion for the entire program. 
Attending this first meeting, in 
addition to the management, 
were Phil Lowery of the Apple- 
ton Post-Crescent, the outstand- 
ing Fox River Valley news- 
paper; and Fred Sample of 
Radio Station WNAM on which 
Wieckert carries a weekly Sun- 
day-noon news broadcast. Plans 
were made for the advertising 
and promotion, and the week 
of June 24 was decided upon as 
the period for the ‘“do-it-your- 
self” drive. 

Plans were made for the 


Window displays, attractive 
point-of-sale displays, give- 
away tie-ins and_ personnel 


training. Great care was given 
to selection of items to be fea- 
tured. All were selected on the 
“de it- yourself” basis — mer- 
chandise which the homeowner 
cou'd select, purchase, load in 
the {amily car and carry home, 
thu: effecting savings in deliv- 
ery costs. 

_ The merchandise was fea- 
tured in the full-page news- 
Paper advertisement published 
on \Vednesday, June 25. “Save 
%s—Do It Yourself,” pro- 
claimed the ad. “Vacation and 
Weekend Handyman’s Spe- 
Clals.” Featured position in the 
ad was given to “Mr. Do-It- 
Yourself,” an overall - clad, 
White collar, cigar - smoking 
gentleman with a hammer in 
his hand. Because of the nat- 


= . > 
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BACK HOME Gollnow is seen install- 
ing the track according to directions 
received at Wieckert’s. 


ural tie-in and the advantages 
of home insulation as an attrac- 
tive and easy “do-it-yourself” 
project, this item was one of 
the dominant products fea- 
tured. Because of the time of 
year, however, the advantages 
of insulation in keeping homes 
cool was the theme under the 
heading “Why Swelter in a Hot 
House?” 

Other merchandise featured 
included hardwood handy pan- 
els, “make your own” trellises, 














4 


INSTALLING CEILING TILE is an- 
other project that homeowners can do 
themselves just as L. Van Roy is 
doing it here. 


screening wire, sand boxes (all 
cut, ready to set up, sand in- 
cluded), tileboard for interior 
finish, on-a-door mirrors and 
folding doors. Assuming that 
a man who is not too handy at 
other jobs can still drive a stake 
in the ground, a small item in 


the ad featured tomato stakes 
‘and plant stakes at bargain 


prices. 

Radio beat the drums, too, 
for the promotion. 

“Do you ever do any putter- 
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WHOLE FAMILIES such as William Brehm and children came to Wieckert’s 
to inspect products they had seen advertised in the Post-Crescent. 
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the answer to the 
basement window 
_ problem... 








INSULUX 


GLASS BLOCK 


Wauen customers complain that cellar 
windows are continuously being broken, 
frames rotted, wind and rain driven in— 
recommend replacement with Insulux 
Glass Block! 

Make the comparison! Figure it out 
for yourself! Compare the cost of sash, 
screen, storm window and maintenance 
against that of a lifetime panel of main- 
tenance-free Insulux Glass Block. 

A panel of Insulux Glass Block can’t 
rust or rot; never needs painting. Glass 
block is extremely hard to break .. . 
makes a sound, weather-tight, insulating 
panel. And glass block lets in all the 
light, yet blocks out sight. 


Supplies of glass block and all of the 
accessories needed are non-critical and 
immediately available in quantity. Instal- 
lation is simple and quick . . . requires 
only ordinary mason’s tools. 


* 

Want more information about this use 
of Insulux Glass Block? Just write: 
Insulux Glass Block Division, Kimble 
Glass Company, Dept. AL-9, Box 1035, 
Toledo 1, Ohio. 


r 





KIMBLE GLASS 
COMPANY 


Subsidiary of Owens-Illinois Glass Company 
Toledo 1, Ohio 


r — | 
» 
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CUSTOMERS WERE ENCOURAGED to use their Own cars to transport small 
items. Here a Wieckert employe helps tie on a consumer’s purchases. 


ing around in your home work- 
shop?” said one announcement. 
“If you’re like most of us you 
do as many repairs and im- 
provements around the house 
as youcan. With the long week- 
ends coming up and vacation 
ahead, more and more home- 
owners will be getting those 
little jobs done. The Wieckert 
Lumber Company is making a 
special point to make available 
all the plans and information 
you need to do those jobs your- 
self. Stop in their office and get 
the information booklet—Home 
Maintenance and Improvement 
—FREE. While you’re there, 
ask them about your homebuild- 
ing or repairs. They’ll be glad 
to help you... that’s just one 
of the services offered by 
Wieckerts!” 

The tie-in with American 
Lumberman’s Home Mainte- 
nance and Improvement maga- 
zine was one of the bulwarks of 
the promotion. Copies of the 
Magazine were given away 
along with other shelter maga- 
zines, and the magazines were 
displayed in close alliance with 
point-of-sale merchandise. In 
addition, a “week-end worker 
apron,” along with yardsticks, 
were given away to all home- 
owners making a purchase dur- 
ing “do-it-yourself” week. 

Homeowners who were not 
reached by the newspaper and 
radio advertising were stopped 
by the window displays which 


featured handyman items for 
home improvement, easy to in- 
stall and in the “fun” class 
rather than projects’ which 
might appear complicated. 

“Even before the promotion 
we had proof of the appeal of 
the ‘do-it-yourself’ idea,” says 
Marty Kuether. “Our business 
in do-it-yourself items has been 
about 20% of our total busi- 
ness. But with direct promo- 
tion, we really jumped ahead. 
For example, our business on 
the items featured in the page 
ad during this usually low 
period was 50% higher than 
during the fall season.” 

Sales of advertised items 
helped increase the sale of 
many other products. For ex- 
ample, paint sales picked up 
because of the additional sales 
of trellises and knocked-down 
furniture during the week. In- 
sulation sales stimulated the 
sale of staplers. Sales of cab- 
inets and bulletins, helped the 
hardware department and 
molding sales increased with 
the sale of ceiling tile. Sale of 
one product to homeowners al- 
most always led to accessory 
sales. 

Mr. Kuether pointed to insu- 
lation sales as one of the prime 
examples of the value of the 
promotional push. “We had 4 
300% increase in this product 
over the past 90 days in what 
is normally a very dull buying 

(continued on page 258) 
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THERE ARE THOMASON HOLLOW 
AND SOLID CORE FLUSH DOORS 
FOR 


Residences, Apartments, Office Buildings, 
Hotels, Schools, Hospitals, Institutions and 
Public Buildings 


AVAILABLE IN THESE 
FACE VENEERS 


/ PHILIPPINE MAHOGANY 

/ GENUINE HONDURAS MAHOGANY 
w WALNUT 

v OAK 

/ BIRCH 

KNOTTY PINE 
GUM 
y¥ OR IN ANY FACE VENEER DESIRED. 


7 


PLEASE NOTE 


THOMASON plastic-faced flush doors 
are now available in all domestic 
and foreign wood grain plastics, 
as well as in decorative plastics. 


Ivy . N 
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FLUSH DOORS 


It takes the best to make the best. That’s 
why THOMASON Flush Doors are produced 
from the finest quality of foreign and 
domestic woods. By boat... by rail... from 
Africa, the Philippine Islands, Panama, 
Honduras, Canada, and from America’s 
own Northern and Appalachian forests 


come the rare and rugged woods that go into 
the production of THOMASON Flush Doors. 


SOLD ONLY THROUGH DISTRIBUTORS 


WRITE TODAY FOR NAME OF 
YOUR NEAREST DISTRIBUTOR 


THOMASON 


PLYWOOD CORPORATION 


FAYETTEVILLE « NORTH CAROLINA 
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for more room space 
better design 
lower building cost 
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Sell Ra-Tox Folding Doors for new con- 
struction and remodeling. So easy to in- 
stall, any home-owner can do the job. Give 
your customers the features they want .. . 
more useable wall and floor space... great- 


er beauty .. . lower cost. Woven open-slat 
design provides air passage through door, 
vital for slab floors and proper heating and 
air conditioning. Supplied with all hard- 
ware and finished in choice of colors or 
natural wood. 


Write for Bulletin 406. Complete Dealer 
Sales Material available ... folders, mats, 
product tags, window streamer, and display. 
The 4 SHAD CORPORATION 
HOUG Ra-Tox Division 
1026 Jackson Street 

JANESVILLE * 
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BLACKBOARD TYPE OF SIGN is found in the 
Arkay Lumber Co., Burbank, Calif. This sign extends 
across the rear of the store ana catches the cus- 
tomer’s eye the moment he enters the store. It 
features specials of all kinds. 











Signs Sell for You 


You can’t sell a customer 
until you can get his attention. 
One easy way to get the con- 
tractor’s or the homeowner’s 
attention is by eye-catching 
signs. Use slogans, identifica- 
tion symbols, window posters, 
store blackboard signs, side- 
walk sandwich-style signs, bill- 
boards, truck signs, job signs 


and other types of advertising 
media to stop the customer. 

Color is an important factor 
in catching the eye. Use of yel- 
low, red and black are effective 
eye-stoppers. Shown on these 
pages are various types of signs 
which our field editors have 
photographed across the coun- 
try in recent months. 





———__ 








NEATLY-LETTERED BENCH in Omaha, Neb., car- 
ries the public service advertising of the Chicago 
Lumber Co., founded in 1876. The important adver- 
tising value of this sign is that it is neat, well 
painted and in good condition. 


. ) — - 
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you are looking at 
offices done in... 












APMI’s decorative plywood is set- 





ting a new style in offices from 






coast to coast. This three dimen- 






sion Douglas fir plywood is beauti- 






ful, practical and versatile. In 






natural warm wood tones, or 






painted in soft pastels, it is pleas- 






ing to the eye and easy on the 
pocketbook. 


Sea Swirl comes in 4’x8’ panels, 








5/16” thickness (other sizes on 






special order). Perfect for re- 






modeling and new construction. 






Exterior and interior types are sold 






at APMI sales warehouses exclu- 






sively. See the one nearest you, or 






write for booklet. 








ASSOCIATED 
Plywood Mills, Inc. 


General Offices: Eugene, Oregon 







Mills at Eugene and Willamina, producing 
Sea Swirl; Douglas fir plywood; mahogany- 
faced plywood; Plyron; Handy Panels; 
vertical grain plywood. 


BRANCH SALES WAREHOUSES: 


4268 Utah Street, St. Louis, Missouri 
4814 Bengal Street, Dallas, Texas 
4003 Coyle Street, Houston, Texas 

1026 Jay Street, Charlotte, North Carolina 
111 Welborn St., Greenville, South Carolina 
925 Toland Street, San Francisco, California 

Eugene, Oregon 


SALES OFFICES: 


31 State Street, Boston, Massachusetts 
1854 Brae Burr Road, Altadena, California 





























"our. New.. New! 


SLIDING SIDE DOOR 
FOR HOME GARAGES 


Nterling 


HARDWARE 

















Drive in Easily... .without Bumping! 


Hinged side doors in home garages are always in the way. 


Now, Sterling offers an easy solution to this problem. The 
new Sterling No. 890 Sliding Door Set is designed especially 
for sliding side doors in home garages. Here is a side door 
that is never in the way as it slides along the wall. The door 
can be made as wide as desired so lawn mowers and large 
equipment can be taken in and out of the garage easily! 


Here is The Package! 
Sterling No. 890 Sliding Door Set | 









3 Floor Guide 
eliminates need 
for track on the 
floor. No groov- 
ing of door. 


T Adjustable 
Hangers with 
Track for doors 
up to 3’ wide. 





















4A Back Stop 
permits full door 
Opening, yet pro- 
tects fingers and 
key. 


6 New! STERLING 
SLIDING DOOR 
LOCK. No. 1025 Rim 
Type Lock for sliding 
side doors. Not in- 
cluded in No. 890 Set. 


Other STERLING PRODUCTS 


@ RESIDENTIAL SLIDING DOOR HARDWARE 
@ PULL-TITE CLOSERS @ CASEMENT WINDOW HARDWARE 
@ STORM SASH HARDWARE © TRANSOM OPERATORS 


~~ e 
Nterl mg 
HARDWARE 


* See our Catalog in Sweet's Architectural 
File 18d/ST and Builders’ File 4e/ST 

* Visit our Display at... 
The Architects Samples Corp., New York City 


WRITE TODAY FOR COMPLETE INFORMATION 


STERLING HARDWARE MANUFACTURING CO. 


2345 W. Nelson Street Chicago 18, Illinois 


2 Edge Guide 
aligns door in 
closed position 
and makes it se- 
cure. 











5 Flush Pulls. 
Large and comfort- 
able for easy opera- 
tion. Two furnished. 
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Signs Sell for You (continued) 





BUY ON CREDIT is a good punch line, especially 
in an industrial area like Burbank, Calif. Here the 
Arkay Lumber Co. caters to the aircraft worker. A — 
heavily-traveled highway goes right by Arkay’s store. & 








TR 


PROMPT DELIVERY if 1T BREAKS OUR BACKS 











“PROMPT DELIVERY If It Breaks Our Backs” 
is the slogan of the Mullin Lumber Co. in North 
Hollywood, Calif. The illustration shows a_ burro 
bowed under a load of lumber. Mullin’s trucks are 
painted an orange color. The sign has an orange 
background with black lettering set off with a white 
outline. 





aasul (aig 


SPECIAL ITEM is’ promoted by 
means of this blackboard sign at 
American Coal & Supply Co., Fort 
Wayne, Ind. Bags of cement are 
stacked on a platform for easier 
handling. 
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lumber. 


MEDCO lumber doesn’t compromise qual- 
ity—or customers. It comes from choice old 
growth timber, harvested on MEDCO’S 
own tree-farm. It’s well-manufactured and 
scientifically kiln dried. It’s reliably graded 
and inspected four to five times—before 
the MEDCO brand goes on it—then care- 
fully loaded to avoid damage in transit. 


MEDCO methods assure superior quality, 
and MEDCO quality assures customer sat- 
istaction. 


It will pay you—in good will and con- 
sistent profits—to get acquainted with 
MEDCO. Let the MEDCO representa- 
tive in your area introduce you to 
MEDCO quality lumber today. 








re 
BUILDING Propucts MERCHANDISER 



























THE QUALITY 
LUMBER THAT FILLS 
EVERY CUSTOMER 
REQUIREMENT 











When customers order lumber from you, you can be cer- 
tain they'll be satisfied if you furnish them MEDCO 








MEDCO IS A FIVE SPECIES SHIPPER 
Here are some sample MEDCO items— 
STRAIGHT OR MIXED CARS: 


OLD GROWTH DOUGLAS FIR: 
Kiln Dried Flooring, Siding, Finish and Mouldings 
Kiln Dried 5/4, 6/4, 8/4, 12/4, 16/4 Industrial Clears 
Unseasoned Boards—S/L & CM 
Unseasoned Dimension—2x3 to 2xl6 
Unseasoned 4x4, 4x6—Small and Large Timbers 
WHITE FIR: 
Kiln Dried Boards—S/L & CM 
Kiln Dried Dimension—2x3 to 2x12 
PONDEROSA PINE: 
Kiln Dried Finish and Mouldings 
Kiln Dried 4/4, 5/4, 6/4, 8/4 Selects 
Kiln Dried Shop and Factory Lumber 
Kiln Dried 4/4, 6/4 Commons 
Kiln Dried Knotty Pine Panelling 
SUGAR PINE: 
Kiln Dried Finish 
Kiln Dried 4/4 to 16/4 Industrial Shop, Selects and 
Pattern Lumber 


INCENSE CEDAR: 
Kiln Dried 4/4 Finish 
Kiln Dried Panelling 
Kiln Dried Boards—S4S-S/L-CM 














RED I Teh yh | Signs Sell for You (continued) 
NATIONAL SAFETY AWARD FM - 


AWARDED 1952 TO 
THE SAWHILL MANUFACTURING COMPANY 
FOR THE RED-1.POST 


THREE-DIMENSIONAL EFFECT gives this paint 
can sign added emphasis in Colton, Calif. The same 
idea can be applied to millwork and other products 




















Receiving the National Home Safety Award has given 
the adjustable “Red-I-Post” the great distinction of having 
outstanding safety features, giving better assurance of 
safer load support. 

Here is your opportunity of realizing increased post 
sales through demand for a product distinguished by its 
acceptance by the National Safety Awards Committee. 


A-10GB, A-l0P 
STANDARD 
A-7, ® CLOTHESLINE 
A-9GB, A-9P POST 


A-69 
LANTERN CLOTHESLINE 








INSIDE 
UTILITY 
5-LINE fe 

DRYER ‘lite ‘ — ‘ 

A-14 CARTOON-TYPE BILLBOARD often catches thie eye 
and is remembered long after a straight mercliandis- 
i ing message is forgotten. This dealer is located i0 
Clothesline Posts, Lantern Posts, Mailbox Posts—all indi- Jacksonville, Tl. 
vidually packaged in cartons for easier, more economical 
handling by you and your customers. 








For prompt information and prices write 


THE SAWHILL MANUFACTURING CO. - SHARON, PA. 


_— — HUNT SALES CO. 


Firm ; . _ nen. Bes YSLETA.TEXAS 





Address -— peated ae Ais? ARTICULOS de FERREJERIA 


AVAILABLE IN CANADA a 
| | | HEULTURA cee 





KEEP FLOORS LEVEL AND SAFE 


FOREIGN-LANGUAGE ADVERTISING brings added 
THE SAWHILL MANUFACTURING COMPANY business in many sections of the country. This sis? 
SHARON, PENNSYLVANIA near the Mexican border is in Spanish. 
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» Zonolite’s biggest fall campaign means a new 
PROFIT LANDSLIDE for you! Here’s your op- 
portunity to get on ZONOLITE’s bandwagon 

with newspaper mats, radio and TV spots, 
ace window and store displays and mailing pieces 

andis “ ° 

ted in Pp to help you increase store traffic, boost 

: volume. These “‘campaign workers’”’ are all 

FREE to you—but you must send now to tie 

in with ZONOLITE’S national advertising. 

Don’t miss this great profit opportunity ... 

mail coupon below for complete information 

about ZONOLITE’s FALL ProFiT LANDSLIDE. 

Do it today! 


ZONOLITE COMPANY, Dept. AL-92 
135 S. La Salle St., Chicago 3, III. 


Please rush complete information about 
ZONOLITE’S FALL PROFIT LANDSLIDE. 
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Light 
BUILDERS 
HARDWARE 


ty GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 
Griffin. 





\ ve g 
ht if] Every 000r 


= 


NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


THE B. S. ALDER COMPANY 
45 Warren Street 


New York 7, N.Y. 

HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS _E. H. FARRAR 
4638 Nichols Parkway 917 St. Charles Avenue 6637 Golf Drive 
Kansas City, Missouri Atlanta, Georgia Dallas 5, Texas 

WILBUR H. DAVIS H. C. GLOVER CHARLES L. LEWIS 
1639 W. Fargo Avenue 2611 Garrison Bivd. 1355 Market Street 
Chicago 26, Illinois Baltimore 16, Maryland San Francisco 3, Calif. 
GEORGE A. GREGG ROY L. ROGERS R. F. BEVERS 
17134-6 Wyoming Avenue 1620 Garfield Street 4524 East 60th Street 
Detroit 21, Michigan Denver 6, Colorado Seattle, Washington 
AUSTIN & EDDY INC. W. C. MEIBAUM & CO. L. G. FULLER, JR. 

115 Broad Street 6954 Oleatha Avenue 644 Wellington Road 

= ‘Boston, Massachusetts St. Louis 9, Missouri Jackson 6, Mississippi 
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Signs Sell for You 





(continued) 







Pressure 
Treated 
WOLMANIZED 
COW PEN 


i 
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SIGNS NEAR THE CASH COUNTER are sure to 
attact attention. This one was seen in the Mulberry 
(Fla.) Lumber Co. 





CHANGEABLE LETTERS which are backlighted for 
visibilitv at night are a feature of Merritt’s sign im 
Pottstown, Pa. 








ADVERTISING SYMBOLS like Lanky Planky help 
identify the dealer in the customer’s mind. This sign 
is seen in the new Corinth (Miss.) Planing Mil! Co. 
yard. 





: 7. 
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SEPARATE LIVING AND DINING SPACE still favored by most people, surveys 


revealed. 


What People Want In A House 


Analysis of 41 housing surveys by Small Homes 
Council, University of Illinois, shows most people want 
a one-story house with basement; three bedrooms; sep- 
arate dining room and, believe it or not, a porch! 


liformation from these sur- 
veys was sifted before experi- 
menial house (‘space use lab- 
oratory”) was erected at the 
University. This experimental 
house with movable interior par- 
titions and outside walls, is test- 
ing under actual living condi- 


tions, how much space is neces- 
sary and desirable for a family 
of jour people. (See AL&BPM, 
December 15, 1951, “Making 


Every Square Inch Count,” for 
a complete story of this experi- 
men’.) This research project is 
spoi:sored by the Housing and 
Hoiie Finance Agency. 





The “most wanted house,” ac- 
cording to the surveys, would 
be a one-story house. It would 
have a basement, a porch, and 
SIx rooms besides the bathroom. 
These rooms would be a kitchen 
with eating space, a living room, 
4 Separate dining room and 
three bedrooms. 


BuiLpinc Propucts MERCHANDISER 


It was found that the pre- 
ferred living room is at least 
12 x 18 feet. It is used daily 
for entertaining, children’s rec- 
reation, child’s study, sewing 
and family recreation. In the 
country, it is the popular place 
to iron. 

In spite of the general trend 
away from homes having sep- 
arate dining rooms, a majority 
of families still want them, al- 
though the demand is slowly 
decreasing. In addition to eat- 
ing, it was found that the din- 
ing room was used for relaxa- 
tion, study, and sewing—main- 
ly in activities which make use 
of the table. In many instances 
the desire for a separate dining 
room seems rooted in tradition, 
and the prestige factor also 
enters the picture. 

It was found that bedrooms 
are perhaps used more exten- 
sively for child’s study and play 
than had previously been rec- 


ognized. Half of the families 
surveyed wanted three _ bed- 
rooms, three-tenths wanted two 
bedrooms. 

The average American family 
seems satisfied with one bath- 
room. This is reflected in the 
present trend away from houses 
with two bathrooms. Families 
with children want an extra 
lavatory. The combined tub and 
shower is most popular. Women 
tend to prefer tubs and men 
like showers. Shower stalls are 
popular among young families. 

About seven-tenths of the 
people want basements. The 
demand is strongly tied to re- 
gional preferences, although 
only an estimated 36% of the 
houses built during the first 
half of 1950 had basements as 
compared with slightly over 
50% in 1940. 

The utility space on the first 
floor is gaining in popularity. 
In urban areas its use, in addi- 
tion to heating and fuel stor- 
age, includes the provision of 
space for a washing machine, 
laundry trays, clothes basket, 
ironing board, canned goods 
and vacuum cleaners. 

The studies also showed that 
considerable occupant attention 
has been given to closets and 
general storage space. There is 
acceptance of the three main 
principles of functional stor- 
age: storage at the first place 
of use; clear visibility of sup- 
plies; and easy access to de- 
sired items. Adjustable shelves 
and rods are wanted for chil- 
dren’s use. Spaces now pro- 
vided seem inadequate. 

At least one porch is wanted 
by practically everyone. De- 
spite this demand, porches are 
little used except by rural fam- 
ilies and city families in the 
south. Therefore, other needed 
features might well replace 
porches in many areas. The 
present trend toward opening 
the house to the outdoors 
through the use of large doors 
and plate glass areas may re- 
sult in diminished demand for 
the porch as the living areas 
become, in effect, porches them- 
selves. 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

Griffin. 
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anufacturing Company 
ERIE » PENNSYLVANIA 


THE B. S$. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y. 

HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS __ E. H. FARRAR 
4638 Nichols Parkway 917 St. Charles Avenue 6637 Golf Drive 
Kansas City, Missouri Atlanta, Georgia Dallas 5, Texas 

WILBUR H. DAVIS H. C. GLOVER CHARLES L. LEWIS 

1639 W. Fargo Avenue 2611 Garrison Bivd. 1355 Market Street 

Chicago 26, Illinois Baltimore 16, Maryland San Francisco 3, Calif. 

GEORGE A. GREGG ROY L. ROGERS R. F. BEVERS 

17134-6 Wyoming Avenue 1620 Garfield Street 4524 East 60th Street 
Detroit 21, Michigan Denver 6, Colorado Seattle, Washington 

: AUSTIN & EDDY INC. W. C. MEIBAUM & CO. L. G. FULLER, JR. 3 

= 115 Broad Street 6954 Oleatha Avenue 644 Wellington Road i 

=__iBoston, Massachusetts St. Louis 9, Missouri Jackson 6, Mississippi = 








RIFFIN- 
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Signs Sell for You (continued) 





SIGNS NEAR THE CASH COUNTER are sure to 
attact attention. This one was seen in the Mulberry 
(Fla.) Lumber Co. 





CHANGEABLE LETTERS which are backlighted for 
visibilitv at night are a feature of Merritt’s sign in 


Pottstown, Pa. 


on™ 






ADVERTISING SYMBOLS like Lanky Planky elp 
identify the dealer in the customer’s mind. This +ig0 
is seen in the new Corinth (Miss.) Planing Mill Co. 
yard. 
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SEPARATE LIVING AND DINING SPACE still favored by most people, surveys 
revealed. 


What People Want In A House 


Analysis of 41 housing surveys by Small Homes 
Council, University of Illinois, shows most people want 
a one-story house with basement; three bedrooms; sep- 
arate dining room and, believe it or not, a porch! 


Information from these sur- 
veys was sifted before experi- 
menial house (“space use lab- 
oratory”) was erected at the 
University. This experimental 
house with movable interior par- 
titions and outside walls, is test- 
mg under actual living condi- 
tions, how much space is neces- 


sary and desirable for a family 
of four people. (See AL&BPM, 
December 15, 1951, “Making 


Every Square Inch Count,” for 
a conplete story of this experi- 
men'.) This research project is 
sporsored by the Housing and 
Hone Finance Agency. 





The “most wanted house,” ac- 
cording to the surveys, would 
be a one-story house. It would 
have a basement, a porch, and 
SIX rooms besides the bathroom. 
These rooms would be a kitchen 
With eating space, a living room, 
@ separate dining room and 


_ three bedrooms. 


Burns ING Propucts MERCHANDISER 


It was found that the pre- 
ferred living room is at least 
12 x 18 feet. It is used daily 
for entertaining, children’s rec- 
reation, child’s study, sewing 
and family recreation. In the 
country, it is the popular place 
to iron. 

In'spite of the general trend 
away from homes having sep- 
arate dining rooms, a majority 
of families still want them, al- 
though the demand is slowly 
decreasing. In addition to eat- 
ing, it was found that the din- 
ing room was used for relaxa- 
tion, study, and sewing—main- 
ly in activities which make use 
of the table. In many instances 
the desire for a separate dining 
room seems rooted in tradition, 
and the prestige factor also 
enters the picture. 

It was found that bedrooms 
are perhaps used more exten- 
sively for child’s study and play 
than had previously been rec- 


ognized. Half of the families 
surveyed wanted three _ bed- 
rooms, three-tenths wanted two 
bedrooms. 

The average American family 
seems satisfied with one bath- 
room. This is reflected in the 
present trend away from houses 
with two bathrooms. Families 
with children want an extra 
lavatory. The combined tub and 
shower is most popular. Women 
tend to prefer tubs and men 
like showers. Shower stalls are 
popular among young families. 

About seven-tenths of the 
people want basements. The 
demand is strongly tied to re- 
gional preferences, although 
only an estimated 36% of the 
houses built during the first 
half of 1950 had basements as 
compared with slightly over 
50% in 1940. 

The utility space on the first 
floor is gaining in popularity. 
In urban areas its use, in addi- 
tion to heating and fuel stor- 
age, includes the provision of 
space for a washing machine, 
laundry trays, clothes basket, 
ironing board, canned goods 
and vacuum cleaners. 

The studies also showed that 
considerable occupant attention 
has been given to closets and 
general storage space. There is 
acceptance of the three main 
principles of functional stor- 
age: storage at the first place 
of use; clear visibility of sup- 
plies; and easy access to de- 
sired items. Adjustable shelves 
and rods are wanted for chil- 
dren’s use. Spaces now pro- 
vided seem inadequate. 

At least one porch is wanted 
by practically everyone. De- 
spite this demand, porches are 
little used except by rural fam- 
ilies and city families in the 
south. Therefore, other needed 
features might well replace 
porches in many areas. The 
present trend toward opening 
the house to the outdoors 
through the use of large doors 
and plate glass areas may re- 
sult in diminished demand for 
the porch as the living areas 
become, in effect, porches them- 
selves. 
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Ceco-Sterling 


Double-Hung Aluminum Window, 


Series 50-B for residences 








/n construction products CECO ENGINEERING makes the Lig difference | é 


x 2 
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‘ow many sales have you LOST. oe 


by not stocking Aluminum windows 7 


One of the easiest ways to lose a sale is not to have what 
the customer wants... Perhaps you can ‘think back” on 
such sales you've lost but what you don’t know is the number 
of sales opportunities that passed you by because you were 
not known as the dealer of a wanted product. 

Ina recent study here at Ceco, we learned what customers 
really want in windows. They said for example, they prefer 
Ceco-Sterling Aluminum Windows because they won't rust, 


require no painting, are easier to clean and maintain... 


won't warp, stick or swell and are truly better looking. 

We believe it’s significant too, that twice as many home- 
owners selected aluminum windows in the planning stage 
of home building as chose a competing product... It was 
quite evident in our study, the swing is to aluminum so that’s 
why we feature Ceco-Sterling Aluminum Windows ... if you 


are a dealer who hasn't added the Ceco line, let us tell you 


more about how you can make more by giving people what 





CECO STEEL PRODUCTS CORPORATION 


General Offices: 5601 W. 26th St., Chicago 50, Illinois © Offices, warehouses and fabricating plants in principal cities 


= 
Bui_pinc Propucts MERCHANDISER 
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TOOLS SPARKLE when installed on perforated panels. 


tagged. 








Note that every tool is individually price 


Solve Display Problems with Perforated Hardboard 


Make display changes in minutes instead of 
hours by using new metal fixtures and per- 
forated hardboard paneling. 


Photographs courtesy B. B. Butler Mfg., Co., Ine. 


—s a 


TRY THIS NEW DISPLAY IDEA for 
garden tools. Customers can easily 


remove the samples or stock for a 
closer inspection. 
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Displaying the hundreds of 
small, odd-sized items in your 
showroom is an easy, simple 
matter if you install perforated 
hardboard panels and use the 
new, special metal fixtures now 
on the market. 

With this method of suspen- 
sion you can hold or display 
anything from a rake to a sledge 
hammer, housewares to shellac. 
A flip of the wrist and the fix- 
tures are inserted or removed 
from any position on the board 
without nails, screws or tools. 
Quicker changes are possible 
without repairs or refinishing. 

A wide range of different 
types of fixtures are now being 
manufactured to hold just about 
anything, and when used with 
the thicker hardboard 200 


pounds or more may be dis- 
played safely. Many of these 
fixtures serve multiple _ pur- 
poses, increasing their versa- 
tility in the showroom. 

While the use of perforated 
hardboard and metal fixtures 
make the dealer’s job easier, the 
most important advantages 1s 
the favorable impact on the cus- 
tomer. The displays look mod- 
ern, professional and_ because 
this method of suspension 
offers such great flexibility the 
product arrangements car be 
changed frequently. Tools. for 
example, often wired cow? 
permanently by many dea ers, 
may now be grouped in scores 


of interesting ways with this | 


newer display technique. (om- 
pletely changed displays every 
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new sales 


lighting for added product appeal. 


month are entirely possible with 
the perforated hardboard, metal 
fixture combination. 

In windows. Perforated pan- 
els are ideal for effective win- 
dow displays of small items. 
They provide eye-level visibility 
for the customer and _ logical 
grouping of related products for 
easy shopping. Tubular legs 
are available for erection or you 
can make your own from wood. 
They are especially satisfactory 
illuminated at night. The prod- 
a ucts sparkle and acquire a 

glamor never possible by the 
ordinary type of display fix- 
ture. 

Because the distance between 
holes in perforated hardboard 

(continued on page 258) 


— SECTION —— 





ODD CORNERS OF A SHOWROOM can be given 
punch with perforated board. 
housewares display shown has overhead recessed 


The displayed in the showroom above. 


monthly to increase customer response. 


Typical corner construction 





Hardboard glued to wood frame, 
rounded edges. 







Waterproof 
U ibe 
4 V/A 
‘A 4 4 
HY OL 
4 f 
4 Wy WMG 







Metal or plastic molding for 


contrast. 


WALL INSTALLATION DETAILS 


— FRAMING DETAILS — 
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— 1/4 1 3/4" FRAMING 
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2x4 STUDS 





HORIZONTAL GROUNDS 
ON 18" CENTERS 





CENTER BRACE MAY BE 
OMITTED IF PANEL SIZE 
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2x4" STUOS 


ew ee eee ee ee 


5 ACTS « 


Love on 1/4" MOUND | 


TOOLS OF EVERY DESCRIPTION and size are 


mastic in 
channels. 





intelligently 


The dealer re-groups his tools 


Typical butt joints 





wood 





Covered with wood battens. 
















CAP MOULD 
(OPTIONAL) 


CENTER IN SPACE 
BETWEEN TWO 
CENTER ROWS OF 
HOLES 


CAP moviD 
(oprionar) 


center oF 


PANEL 


TOP AND BOTTOM OF FRAME 
00 NOT REQUIRE FIXTURE Sic Ts 











= <—QuaRTER ROUND OR GEVEL SICES onty 
{F BASE AND CAP MOULDINGS ARE USEC 
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RED STRIPE* BRUSHES 


look better . .. sell better ... are better! 





NWRAP a Red Stripe brush .. . look at it... heft it .. . flex f 












*kMade by the the bristles . . . you can actually see and feel the quality con- 
manufacturers of struction, the superior working features, the sales appeal of this 
PITTSBURGH'S brush! For painters, Pittsburgh has combined hogs’ bristle with sci- 
famous Gold Stripe entific Neoceta bristle... the bristle designed specifically for painting. a 
BRUSHES For your non-professional customers, there’s the Red Stripe al/- MAb 
Neoceta brush that you can sell without priorities. Together, you —m: 
have a team of brushes that look better... are better... and sa 
mess 
sell better! resul 


FOR THE ADDRESS of the Pittsburgh branch nearest you, write: 
PITTSBURGH PLATE GLASS COMPANY, Brush Div., Dept. D-3, e 
3221 Frederick Ave., Baltimore 29, Md. 


PITTSBURGH 


Rad Sti 


BRUSHES + PAINTS + GLASS + CHEMICALS «+ PLASTICS 
PITTSBURGH PLATE GLASS COMPANY, 
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HERES YOUR PAINT- 
HOW ABOUT A ROLL OF 
‘SCOTCH MASKING TAPE 7 


ey Sotey 
} 2) Hhesting De 


” oem Foune. a 












OF Painting 
on Stating ano ~ Steg 
OTHER Home 
Usts 


' i 356] 
an & Big ECONOm ss 
~ 2G 


— 


IT SAVES HOURS 
OF CLEAN -UP 










"\ ann “SCOTCH “Beano is\ 
THE LARGEST SELLING 
MASKING TAPE 


IT HAS HUNDREDS 


IN AMERICA / 





‘~ —- i. ** iA rn 


MAKES EASY WORK out of painting SEALING GARMENT BAGS against dust NO WONDER “Scotch” Brand Masking 
—masks in a jiffy and strips off clean and moths...holding glued parts... Tape is the one to stock! The “Scotch 

as a whistle! No need to worry about a __ labeling fruit jars... sealing frozen food name is the best-known name in tapes. 
messy job. Painting goes faster and the packages...identifying parts boxes—all It stands for quality—and that means 
results !ook professional! done quickly with this all-purpose tape. satisfied customers, more repeat sales. 







ORDER THIS COLORFUL 
1 fete DISPLAY BOX (NO.IBI) . 
mam FROM YOUR SUPPLIER 










rE) topay / SELL “SCOTCH “ 
— ll MASKING TAPE ALL 
OVER YOUR STORE ! 





§ The term “Scotch” and the plaid design are registered trade marks for the more than 200 pressure-sensitive adhesive tapes made in U.S.A. by Minnesota Mining 
& Mfg. Co., St. Paul 6, Minn.—also makers of “Scotch” Sound Recording Tape, ‘‘Underseal” Rubberized Coating, ‘‘Scotchlite” Reflective Sheeting, “‘Safety- 
i Walk” N »n-slip Surfacing, ‘‘3M”’ Abrasives, ‘‘3M’’ Adhesives. General Export: 270 Park Avenue, New York 17, N. Y. In Canada: London, Ont., Can, 
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LUMBER IS AVAILABLE. Careful conservation of avail- 
able resources and a consistent tree-planting program will 
keep growth ahead of consumption. 






Why Sell Lumber? 


Because - - - 

\ It is useful 

\ It is economical 
It is attractive 

\ It is available 


Lumber’s uses are unlimited. 
Here are some good selling arguments 
you can use to promote your No. | build- 
ing material. 


By ROBERT E. MAHAFFAY 

An alarmist is a man who demands that some- 
one begin building an ark when he feels the 
first drop of rain on his cheek. The pessimist 
predicts that the grand-daddy of all storms is 
brewing. The optimist declares it wasn’t a rain- 
drop at all, but the petal of an apple blossom. 

Somewhere between these classifications 
should lie our attitude toward lumber today. 

It is clear that very powerful competition is 
shaping up between lumber and metal. Steel 
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ROBERT E. MAHAFFAY, Trade Pro- 
motion Director, West Coast Lumber- 
men’s Association, Portland, Ore. 
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LUMBER IS ECONOMICAL. The latest trend in imbe! 
and construction circles is to promote the “right grade 
for the right use,” a good program from the stall |pol 
of both economy and conservation. 
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LUMBER IS ATTRACTIVE. No other building material 
can challenge its charm. The walls are West Coast hem- 
lock and the beams Douglas fir. Paneling is just one 


and aluminum production facilities are being 
tremendously expanded. The need at the mo- 
ment is military. If we become involved in a 
full-scale war, we shall desperately need all 
these facilities. If we don’t, this country is going 
to have steel and aluminum running out of its 
ears. 

It is probable that the metals people don’t 
feel their product is a “substitute” for lumber. 
Perhaps we had better forget that description. 
We aren’t going to sell lumber by crying that 
our competitors are offering a substitute. We 
are going to sell lumber because it is more use- 
ful, or more available, or more economical, or 
more attractive than other materials. It doesn’t 
seem to me that this is an outlook heavy with 
gloom. All construction cannot be done with 
lumber any more than all cars can be Cadillacs 
or al! cloth can be linen. 

We need other materials. We must look at the 


, overall economy of a swiftly expanding nation. 


Lumber alone, even if we wished it to, could not 
Supp'y all of our requirements. There aren’t 
enough trees, if our forests are to be managed 
for continuous production. If our per capita 
consumption of lumber had remained as high 
as It was in 1850, or even in 1900, we would be 
avery precarious position so far as the future 
of lumber is concerned. Our population has 
doubled in 50 years and tripled in 70 years. 
And yet, to reverse the coin, in 1951 we pro- 
uced and sold more lumber than we did in 1900. 
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example of the many attractive construction uses for this 


No. 1 product. Dealers find colored slides of completed 
jobs are valuable sales aids. 


We produced more lumber, indeed, than during 
any previous year with the exception of 1909. 

Somewhere along the line we must give in. 
There are some markets we may gracefully 
surrender. Metals, and plastics too, have an 
essential place in our economy. They are, of 
course, as subject to competition as we are. As 
an example of the rushing, tumbling, ruggedly 
exploring nature of our development, we read 
that a plastic airplane is threatening the su- 
premacy of aluminum in plane building. It is 
said to be cheaper and capable of beng fabri- 
cated more swiftly. 

What could be more logical? Isn’t this the 
history of America’s phenomenal development? 
Less than 200 years ago the United States didn’t 
exist. Today it is the greatest production unit 
on earth. 

Exactly what is lumber’s place in this picture? 
Where are we going and what may we expect? 
The answer is far from discouraging. As a 
matter of fact, the more closety we inquire into 
it, the more encouraging the outlook becomes. 

First of all, we have a premium product which 
has been so universally accepted and used that 
we have not yet completely explored all of its 
properties and potentialities. It is likely we 
never will complete the list, for as we open 
the door on each new use or property, further 
unknowns are visualized. 


No other material has so many qualities as 
wood. It has great strength with light weight, 
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Uniform Color, 
Texture 


and Finish, 


..- NO MATTER WHAT'S 
UNDERNEATH 


With the amazing new Kyanize Clingcote 
Scrubable-Flat, you don’t have to worry 
what your customer is painting over, or 
whether it’s primed or unprimed, porous or 
/ non-porous. For Clingcote Scrubable-Flat ad- 
Rares: heres to anything, and leaves an absolutely 
7 uniform color and sheen, no matter what the 

-e}\' 399 surface. Odorless too, and matching colors 
are available in Celoid Semi-Gloss and 
Tudor Interior Gloss. 


AND THAT’S NOT ALL... it holds out any 
second coat; hides completely in one coat; 
gives easy lapping, perfect smooth touch- 
ups, and is terrific on maintenance, saving 
time on repair work and clean-up. 


ASK YOUR KYANIZE SALESMAN to 
let you brush out a panel of the new oil- 
base Clingcote Scrubable-Flat, and see for 
yourself what a sensational job it does. Re- 
member it’s fully guaranteed! 


NEW 
PLASTER 


-SPACKLING 
: 
, 


For information on territories still open on a 
Franchise basis, write: Boston Varnish 
Company, Everett Station, Boston 49, Mass. 


keyanize 
CLINGCOTE 


SCRUBABLE-FLAT 


Kyanize 


A ACUNGCOTE 


Se SCRUBABLE- 
FLAT 


GREEN 
ICE 


ot oA 


1¥ 
seuesh 





and is resilient. It is rugged yet easily worked, 
is resistant to many acids, and does not corrode, 
It provides both sound and thermal insulation, 
No other paint takes and holds paint so well, 
while its natural pattern is often copied but 
never matched. 

What a list of merits to sell! For years we 
haven’t done more than a half-way job of mer- 
chandising. We have produced lumber because 
people bought it—for more than 5,000 uses, 
most of which the buyers thought up them- 
selves. Wood can stand on its feet against all 
comers. It may just be that for a long time 
those of us in the business haven’t been proud 
enough of wood! 


Impressive as its known merits are, there is 
something else about lumber which is even more 
encouraging. 


The H&HFA has developed a new method of 
wall sheathing which reduces the amount of 
lumber used, as well as the labor required to 
put it in place. 

This is promising. We have known for a long 
time our walls were stronger than they needed 
to be. We have permitted them to remain so 
because lumber was cheap. We have built out 
of habit. We have had little incentive to explore 
means by which the volume of lumber in a struc- 
ture could be reduced. And yet the whole his- 
tory of this country’s industrial development 
has been based on finding cheaper and more 
efficient ways of doing things. 

Automobile manufacturers know that if they 
can reduce the cost of their cars, and still turn 
out satisfactory vehicles, they will sell more 
cars. Whenever the cost of a house can be re- 
duced without sacrificing strength and livability, 
more houses will be built. 

And so we come to what is perhaps the most f 
encouraging consideration in the future of lum- 
ber and the future of the men and the firms who 
deal in it. That is the tremendous reserve of 
usefulness inherent in wood. 

We are today in a unique positon. Consider it 
for a moment. Lumber is being challenged by 
concrete, by steel, by aluminum, by glass, to 
name only a few. This is the American way of 
doing things. The useful survive; those unable 
to withstand competition go down. 

Stagecoaches made by the famous craftsmen 
of Concord were replaced by engine-driven ve- 
hicles. Commercial manufacture of a predeces- 
sor of the piano, the clavichord, has ceased. In 
each case something new, something better, 
something more efficient or satisfactory, took 
over the market. 

Why, then, is lumber different? Steel and 
aluminum are on the rise. Their manufacturers 
are doing what the car makers and the musical 
instrument designers have done before them. 
They are reaching out for every possible neW 
market. They are studying every conceivable 
use, carefully matching the qualities of thel! 
product with the requirements of the use. 

The difference is simply that the stagecoach 
and the clavichord had reached the limit of 
their usefulness. Lumber has not. No one today 
can even hazard a guess as to the limit of wood’ 
usability. 

Although wood has given satisfactory servic 

(Continued on page 117) 
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Wiy Sell Lumber? (continued) 


as a construction material for thousands of 
yes, we learned: something new and important 
about it as recently as a few dacades ago. 

‘Ve learned to use timber connectors at the 
joints in engineered structures for greater effi- 
cicacy. This meant that smaller members could 
be used to build larger buildings. Witness the 
gia nt blimp and dirigible hangars erected dur- 
ing World War Il. Nothing to equal them had 
ever been built of wood in the history of the 
world. And yet the strength was always in the 
pieces. We didn’t know how to fasten the pieces 
together. It was as simple as that. Who is to 
say that even better methods of fastening will 
not be developed? 

There is a wide spread of strength in each 
classification, or grade of lumber. Therefore a 
design in wood is based on the weakest piece 
which may be found in a specified grade. This 
means that much strength is wasted. One day 
we will find a more accurate way of determining 
the strength in lumber—with the result that 
we will use it more efficiently, and economically, 
than we do today. And, again, new markets 
will be open to us. 

The rise of glue-laminated lumber has been 
little short of spectacular. For all practical 
purposes it had its commercial beginnings in 
this country with the use of glued-laminated 
members at the Forest Products Laboratory in 
1935 

Again lumber got an assist—this time from 
the glue manufacturers, who developed water- 
proof glue. This meant that laminated lumber 
could be used where it was exposed to rough 
weather or water—as, for example, in bridges 
and ship keels. 

The laminated arches used in churches and 
other structures are among the most beautiful 
things ever created from wood. A laminated 
beam has greater strength than a solid member 
of the same size. It is all the same lumber with 
which we have been familiar, but a new and 
improved way of using it has been found. 


\here today’s combination of lumber and 
glue will lead us, we don’t know. We can only 
be certain that we have by no means come to 
the end of its possibilities. 

ihe use of preservatively treated lumber has 
trij,'ed since 1900, carrying lumber into markets 
It \ ould not otherwise reach. 

As important as anything else is the growing 
tenency to judge lumber on the basis of the 
fun-tion it can perform rather than on its ap- 
pearance. We are getting satisfactory service 
todxy from lumber which five years ago would 
have gone to the mill burner or would never have 
been taken out of the woods. The lower grades 
of ‘umber, properly used, have become estab- 
lished in the construction industry. 


li still isn’t easy to sell performance instead 
of appearance, but think for a moment how 
much progress has been made. Only five years 
ago just about everyone connected with the dis- 
tribution of lumber said it couldn’t be done. 


&| The retail dealers wouldn’t buy low grade lum- 
service 4 


er and the consumers wouldn’t accept it. 
Well, people still don’t rush into a lumber 
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LUMBER IS USEFUL. This huge framework of lumber 
was employed in the construction of the Minnesota State 


Fair livestock coliseum in 1951. Strong, yet light weight, 
rugged, yet easily worked, are some of the many good 
qualities of lumber. 


yard and insist on taking away the roughest 
looking pieces in stock, but a lot of them have 
been educated into understanding that a rough 
looking piece can do a job of work. By and large 
the government agencies concerned with con- 
struction have supported the low grade effort. 

There is more to be done, of course, but a 
commendable start has been made—a start 
which never could have been made at all with- 
out the united cooperation of commission sales- 
men, wholesalers and retail dealers. 

Before we are through we are all going much 
farther along the road of differentiating between 
the appearance of a piece of lumber and its 
utility. When we do we will be using our prod- 
uct more efficiently. Since appearance costs 
money, we will be asking the buyer to pay for 
no more than he needs. The market for lumber 
will be expanded in direct ratio to the degree 
of our success. 


Not all events are conspiring to take away 
lumber’s markets. We occasionally get help 
from unexpected sources. One of these is the 
extraordinary need for new school buildings, 
coupled with the trend toward one-story schools. 
We had trouble competing for the old two- and 
three-story “monumental” type of school. They 
were naturals for stone and concrete. But the 
one-story school is a natural for wood. So 
forces beyond our control have supplied us with 
another market. All we have to do is promote it. 


Taken all together, a great many good things 
have happened to the lumber industry. We are 
competing in some fields we never competed 
in before. We are giving keener competition 
than we used to in others. We are realizing 
more of our product’s potentials, and are awake 
to the extent of those potentials. It seems to 
me we are at the beginning of a new era in 
lumber’s usefulness. It is a position I like! 

Perhaps everything we need at the moment 
in this matter of competition is promotion. And 
by promotion I mean more than advertisng and 
sales literature and convention displays. I mean 
belief in our product, pride in our product. The 
potential of lumber is an inspiration. We can 
believe in the wonder of wood, and sell the hard, 
practical merits of it. 
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BUSY AS A BANK is this check-cashing window at Moreau’s on a Saturday morning when regular banks are closed. 


Public Relations at Work 


New Hampshire dealer’s postal sub-station 
and check-cashing services bring hundreds of custom- 
ers into his store. 


Have you ever wanted to 
cash a check and found the 
bank closed? 

Or wanted to buy a money 
order only to discover that the 
post office was six blocks away? 

Or wanted to rest your feet, 
but could find no place to sit 


Or wanted to make a phone 
call and couldn’t find a phone? 

As a part of its service to 
the public, J. J. Moreau & Son, 
Inc., provide all of these con- 
sumer services and recently re- 
ceived one of the two awards 
in New Hampshire in the pub- 


lic relations contest sponsored 
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POST OFFICE CUSTOMERS can’t help noticing garden 
seeds while waiting in line for service. 


for the second year by NRLDA. 

These services bring scores of 
customers into Moreau’s daily. 
This is particularly true on 
Saturday when the banks are 
closed. The firm has cashed 
as many as 1,300 checks in one 
day. The postal sub - station 
does a thriving business and 
the convenience of a telephone 
booth which can be entered 
from the street is another ex- 
ample of the firm’s thoughtful- 
ness. 


For the convenience of bus 
riders, Moreau’s has set up 
eight benches in front of their 
store. In addition to these aids, 
homeowners can pay their tele- 
phone and water bills in the 
Moreau’s two stores. 


BUS STOP BENCHES and outdoor telephone are addi § 
tional services appreciated by the public. ¥ 
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* ee SERVICE THAT MAKES THE SALE! 
LIGHTS FLASH ON ... FLASH OFF! a ' SF 7 _~—s Appreciated by the gift buyer... 
Give this display a prominent place : ae . : i. a impressive on the gift getter! 












Christmas green on the outside— 
velour-finish Christmas red on the 
inside. Glistening transparent cover 
carries Christmas greeting. Remov- 
able price cards.. America’s finest 
power tools...with packages to 
match! 


and watch it sell! Comes complete 
with 7-bulb Christmas tree light 
set and flasher unit. Simply set 
up display, fasten lights (clips fur- 
nished), plug in, and you have a 
colorful, compelling, profit-pro- 
ducer. 
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YOU CAN SELL YOUR CUSTOMERS on modernizing their homes not only to im- 
prove their appearance, but to increase their resale value. This basement moderniza- 
tion job was sold by Gee Lumber & Coal Co., Chicago. These pictures were used to 
help sell home improvements to other customers. 


How to Analyze and Develop Your Market 


Selling home-improvement jobs offers a new, profitable market for many 
dealers. Here are some ways to develop and expand this market. 


By ARTHUR A. HOOD 


Editor, American Lumberman & Building 
Products Merchandiser 


This is the third and last in a 
series of articles by Mr. Hood. 


We have said that the new 
home market offers a potential 
of one million dollars in annual 
sales to the average dealer; 
that is—the dealer with 5,000 
people in his trading area or 
1,500 families. The home im- 
provement market is even more 
important; it actually offers 
$1,250,000 in potential. 

There are 46,000,000 occu- 
pied homes in the United States 
and 23,000,000 of them are 30 
years or older. The average 
value of these houses on today’s 
market is $8,400, or a total of 
$326,000,000,000. Figuring 2% 
for repairs per year, the repair 
alone would come to nearly 
$8,000,000,000 annually, and 
when you figure the possibili- 
ties for space utilization, re- 
modeling, improvements, alter- 
ations, additions and equipment 
that the dealer sells, the total 
annual potential would exceed 
$15,000,000,000. 
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A 30-year-old house today, 
worth $12,000, could be com- 
pletely remodeled and modern- 
ized for about $4,000 and then 
would be worth, on today’s 


market, $20,000. Think of the - 


opportunity presented to the 
industry in the remodeling of 
these old houses. 

Two lumber dealers that I 
know of, in different sections 
of the country, are selling $300,- 
000 a year each, in kitchen and 
bathroom remodeling and they 
are not in city markets either. 
In the floor covering, painting, 
decorating, hardware and im- 
pulse merchandise; space utili- 
zation, attics, basements, addi- 
tions, storage space, etc., there 
is a huge dormant demand just 
waiting for the dealer who will 
go after the business. Another 
major market in this field is the 
last five or six million houses 
that have been built in our 
country. Because of the grow- 
ing size of the American family 
these houses are already be- 
coming too small and the dealer 
who can figure out a way to ex- 
pand these homes is going to 
have a gold mine of sales op- 
portunity. 


Realistically, the home-im- 
provement market is even 
greater than the new home mar- 
ket for the dealer, but the sad 
part about it is that today the 
most difficult thing in the world 
to buy is a structural improve- 
ment. If you don’t believe what 
I say, just ask yourself the 
question: “Have I, or any of 
my friends, ever tried to buy a 
bathroom remodeling job?” 
You know what I mean then. 
Six different trades are involved 
and very few contractors are 
interested in bothering about 
such a job. This makes the op- 
portunity all the greater for 
the dealer who will tackle it. 

Fifty-five percent of all struc- 
tural improvements are made 
to the interior of the structure 
and this work can go on the 
year ’round. The wise dealer, 
therefore, will emphasize the 
new home market in his selling 
in the spring and summer, and 
the structural improvement 
market in the fall and winter. 
There is no reason why a ceal- 
er’s sales should not be on an 
even keel the year ’round. In 
order to keep on top of this 
home improvement market 4 


September 8, 1952, AMERICAN LuMBERMAN © 








| Bun 








A TIMELY-TIP 


Profit-Minded 









































STANLEY RD (ROUND CORNERED) BUTT HINGE 
(RD242 shown) eliminates need to square up corners of 
mortises ... saves builder's time, cuts costs. Self-seating, 
Ny non-rising pin; hole in lower tip for easy pin removal. 
_ als Sto a k More and more builders are calling for Stanley RD 
ven (Round Cornered) Butt Hinges RD241 and RD242, 
ar- STA f? / a4 VY Why? Because the 14” corner radii precisely fit 
sad mortises cut by an Electric Hinge Mortiser—no 
be C Ri ound Corner: 2 hand chiseling necessary. And more important, 
& e * because the combination of Round Cornered 
hat P Bu Vi Hinges Hinges, a Hinge Mortiser, and Template allows 
the builders to hang doors at least six times faster! 
Fee The interchangeability of Stanley RD Hinge 
sb?” Leaves makes this speedy combination practical. 
hen. Some builders mortise and apply hinge halves to 
lved doors and jambs separately with complete assurance 
are of perfect fits when doors are hung later. 
pout HINGE MORTISER ; 
. Op- aan tat ay You'll find a ready market and increased sales 
for spent eeey Se Ly by introducing this fast method of hanging doors 
it. HB8A Router suggested). (sia where it isn’t already in use—and by carrying a 
ruc- stock of Stanley Round Cornered Hinges. 
re Write today for details. 
the See us at Booth No.1, National Hardware Show, 
aler, October 6-10, Grand Central Palace, New York 
the 
ling THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 
and DOOR AND 
nent JAMB TEMPLATE 
ater. pas ee 9 So ST A N LEY HARDWARE © TOOLS © ELECTRIC TOOLS 
deal- onsite STEEL STRAPPING © STEEL 
n an (Stanley Electric Tool T3 ~~ 
| In and Jamb Template suggested ). Reg. U.S. Pat. Of. 
this *All Stanley Butt Hinges can be furnished with round corners, 
et a 
w & | Buitpine Propucts MERCHANDISER 
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FLETCHER ANNOUNCES 2 COMPLETE 


LINES OF PUTTY KNIVES AND WALL SCRAPERS 


The FLETCHER Trade Mark, a symbol of guaranteed quality, now 
identifies for your buying protection, an excellent value in putty knives 
and wall scrapers. For a long time we have realized these to be a 
necessary addition to the FLETCHER line. Many of our customers have 
asked us repeatedly to supply their putty knife requirements, but we 
have waited until we could offer you a tool of outstanding quality. 
Be sure to see this new FLETCHER line at the National Hardware Show 


(Booth No. 9) or send for illustrated literature. 











Two distinct lines are offered . . . a rose- 

NOW wood handle with mirror finish blade, and a 

Ags walnut handle with satin finish blade. Both 
YEARS 


will give your customer full value for his money. 
OLD 


The quality of these knives is comparable to 
the quality of the FLETCHER glass cutter which 
has been a favorite for nearly half a century. 
You can buy them, and sell them, with assured 


confidence. Tell your jobber you want to try 














Lt THE the FLETCHER line. 
gud Gold Tip 
an GLASS SEE OUR DISPLAY BOOTH No. 9 
CUTTER NATIONAL HARDWARE SHOW, N.Y.C. 
THE FLETCHER-TERRY COMPANY 
613 SOUTH STREET ° FORESTVILLE, CONNECTICUT 








dealer must have outside sales- 
men and I can unqualifiedly 
state that there is no lumber 
yard in America that serves 500 
families, or more, that cannot 
use one well-trained outside 
salesman at a profit. Of course, 
he will have to do creative sell- 
ing. Creative selling is crystal- 
lizing the latent wants of peo- 
ple; it is giving people an 
appetite to buy when they are 
not hungry. We must have 
more creative selling in the 
building industry if we are 
going to do our part in the 
American economy. 


Here are certain things you 
can do to capitalize on the home 
improvement potential: 


1—Start a training program 
for your manpower, or send 
them to one of the 30-day 
schools. The American Lum- 
berman has two training tools 
that will help you set up your 
own program. The first is a 
book on salesmanship called 
“Creative Selling to Building 
Products Consumers” and the 
second “Our Annual Dealer 
Products File” which is pub- 
lished in April each year. This 
is a perfect products-training 
textbook. 


2—Set up an adequate adver- 
tising appropriation. You 
should spend at least 2% for 
advertising, and when you have 
allocated this percentage of 
your sales, you should divide 
the money by type of market 
and by type of media. In ap- 
propriating your advertising 
money against market, you 
should spend 30% of it against 
the new-home market, 35% 
against the home-improvement 
market, 20% against the farm 
market, and 15% against the 
remaining miscellaneous mar- 
kets. Under type of media that 
you might use, you should spend 
35% on newspapers, 35% on 
direct mail, 10% on radio, 10% 
on job signs and signs of all 
kinds, and 10% for miscellane- 
ous advertising. These fig! ires 
are based on the best experience 
of the dealers of the Unite? 
States. 


Now, let be give you what 
I call the boot- strap formula, 
because you can literally lift 
yourself by your own bo0t- 
straps in advertising, if you 
follow the formula. For «asy 
figuring, let’s say that your 
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annual volume is $100,000 per 
year; the same principle will 
work for any volume. Let’s say 
your overhead, or fixed expenses, 
are 511,000, or 11% of your 
annual volume. Now, let’s say 
that you decide that you are 
going to spend $2,000, or 2% 
for advertising next year. In- 
steac of putting that in the 
expeuse account, let’s put it in 
the suspense account. Now, if 
this $2,000 is intelligently 
spent, it should produce $25,- 
000 additional business as a 
mininum; at the end of the 
year then you have $125,000 
worth of business, but your 
fixed expenses are still only 
$11,000. Now, the point is that 
the $11,000 is 9% of $125,000, 
so you add the 2% that you 
have spent for advertising to 
your expense account, and it 
is still only 11% of your sales. 
This formula is infallible with 
one big IF; that is—you must 
invest your advertising money 
in such a way that it will bring 
in $12.50 of sales for each dol- 
lar of advertising. 


3—Grow consumer traffic 
with your advertising, espe- 
cially housewife traffic. Much 
of your advertising should be 
devoted to the housewife be- 
cause she controls 85% of the 
family expenditures, especially 
for the home. Your advertising 
should be based on the premise 
that any family that wants any 
building of any kind should 
come to your place of business 
first before they go to the con- 
tractor, the architect, or the 
financing agency. You should 
make your advertising cover the 
things that women like to buy, 
like kitchen and bathroom im- 
provements, painting and dec- 
orative items, floor and wall 
treatments, ete. Your advertis- 
Ing siould be designed to gen- 
erate business that will be 
bille’ to consumers on your 
books. I have observed that the 
dealers who are making the 
best profit in the United States 
have a ratio of 70/30 between 
consumer sales and contractor 
sales; in other words 70% of 
their ledger accounts are billed 
to consumers, and only 30% to 


s COntractors. 


You should also devote your 
best attention to building cash 
Sales. Many dealers that I 
know have 30% of their busi- 
ness in cash sales, and this 


| Particular category of their 


* 
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overhead. Incidentally, you 
should make certain that your 
rest rooms and office appoint- 
ments are attractive to the 
woman shopper. 


4—Coach all of your sales 
people on how to sell related 
items. One of the best ways to 
do this is to always ask when- 
ever anybody comes in for any 
type of commodity: “What are 
you going to use it for?” This 
question, properly answered, 
will open up an opportunity to 
build sales higher, wider and 
thicker. Higher through better 
business carries their entire 
quality; wider through more 
items; and thicker through 
larger quantities. 


5—Always quote the monthly 
payment price first, before 
quoting a cash price. It is easy 
enough to come down to the 
cash price from the monthly 
payment price, but it is often 
difficult to build a cash price 
into monthly payments, so get 
your salesman into the habit of 
quoting the monthly-payment 
price first on every sale of $65 
or more. It is my observation 
that the most successful deal- 
ers in the country are doing 
about 7% of their total sales 
now on an installment basis. 
You might be interested in 
knowing that 28% of Sears- 
Roebuck’s building material 

(continued on next page) 
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exact measure. Your profit is assured. 








BUFFALO 5, N.Y. 


a When you sell Spencer Kellogg's Improved Boiled 
Linseed Oil for outside house painting, its PLUS values 
make more money for you because it is the oil that 
proves itself on the job. Packed in refinery-sealed con- 
tainers that practically sell themselves, 5 gal., 1 gal., 1 qt., 
1 pt., it is easy for you to handle. You can control your 
inventory and always get profitable turnover. You pre- 
vent waste and loss by contamination. You get and sell 


Spencer Kellogg's Improved Boiled Linseed Oil is ad- 


vertised by “MR. PLUS”. It is known and preferred both 
by the professional and the “do it yourself” painter. 


SPENCER KELLOGG and SONS, Inc. 


WAPROVED BONED 


LINSEED 












*® Meets all U. S. and 
A. S.T. M. specifications. 


*® Spencer Kellogg's 
Pure RAW Linseed Oil 
is also available in 
refinery-sealed 
packages. 





The First Name in Vegetable Oils 
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PIRES Ne 


DE LUXE TILEBOARD 


SURE OF PROFITS! 


Prestile provides you with a 
complete line. And Prestile is 
priced right, too ... right for 


your customers—right for you! 


SURE OF QUALITY! 


Prestile’s beauty is baked in. 
It's tough, durable, non-chip- 
ping—lasting beauty that cre- 
ates satisfied customers. 


SURE OF SERVICE! 


Complete stocks and prompt 
delivery enable you to fill 
Prestile orders in every size, 
eYohit-Tas Mme lile Mee) (ol a 


From every standpoint, 


it pays to push Prestile! 


Dad Tae 


— sv 
“De Luxe Tileboard of Lasting Beauty” 


pa 


—2—\ 


| 

Prestile Mfg. Co. © 5850 Ogden Ave. © Chicago 50 
| We are interested in: 
| 

1 


C) Prestile De Luxe Tileboard L 
C1) Prestile Aluminum Mouldings 


Please send literature and samples. < 


L MTG: 6c cccstensiescdnsevenewes 
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Clip this handy memo to your 
letterhead and mail today! 
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How to Analyze Your Market (continued) 


volume is done on a monthly 
payment basis. 


6—Make each consumer sale 
lead to four more. When you 
have sold a new roof, paint job, 
side-wall job, or some other 
interesting type of consumer 
sale, canvass the neighborhood 
for prospects for a similar job, 
then get the head of the family 
by the hand and take him over 
to see the job in process that 
you have just sold. Then go 
through your files in other sec- 
tions of the town and see if 
there isn’t some unclosed pros- 
pect that you can bring to see 
the present job, and finally 
make another sale to the pres- 
ent prospect. 


7—Put your local industry to 
work. If you spend money 
creating prospects for contrac- 
tors and become the best cus- 
tomer of the carpenters and 
contractors in your market, you 
should get reciprocal coopera- 
tion from them. They are a 
supplementary sales force to 
your own manpower. Have fre- 
quent meetings with your con- 
tractors to encourage their sales 
work. 


8—Work closely with your 
cooperating manufacturers and 
wholesalers in developing busi- 
ness. Very often these people 
are developing leads which, if 
properly followed up, would 
lead to business. Get a reputa- 
tion with your manufacturing 
suppliers, a careful follow-up 
of every lead that they give 
you, and they will continuously 
create more leads for you. 


9—Develop an incentive com- 
pensation plan for your selling 
manpower. Make it possible for 
them to earn extra money by 
doing sales work evenings, Sat- 


urdays and holidays. Don’t be’ 


afraid to let them make some 
real money. Every dollar that 
they earn will add additional 
dollars to your coffer. 


10—Start a continuous train- 
ing program. Devote at least 
one session per week to train- 
ing your manpower on products 
and salesmanship. 


11—Put in a system of com- 
pensatory markups. The most 


important job around a place 
is the man who prices your 
tickets. It is here that net 
profits are made or broken. If 
it is necessary for you to get 
a 45% markup on the average 
to make a 10% net profit, every 
time you accept less than a 15% 
markup on an individual iten, 
you must sell some other item 
at a markup higher than 45% 
in order to average out 45%, 
One of the principal reasons 
that dealers do not make 10% 
net profit on their sales is be- 
cause they do not practice this 
principle of compensatory 
markup. 


Before closing, I want to tell 
you that I have, for several 
years, studied operations that 
have failed in the retail lun- 
ber business. I have found nine 
principal reasons, and I think 
that you would be interested 
in the list: 


1—The fear to ask a profit- 
able price. 


2—Failure to know the cost 
of doing business and budget 
operations. 


3—Depending on others, es- 
pecially contractors, to create 
sales volume. 


4—Failure to train the organ- 
ization on up-to-date selling 
methods. 


5—Failure to put in an in- 
centive compensation plan 
which will let salesmen make 
some real money. 


6—Trying to buy 
with cut prices. 


volume 


7—Trying to chisel or under- 
cut, or out-trick competition. 


8—Using price instead of 
good merchandising to increase 
volume. 


9—Failure to accept and get 
paid for responsibility to con- 
sumers for labor as we! 4 
materials. 

Sooner or later, the spur o 
necessity will cause you to take 
some of the steps that I have 
outlined. Why not conside! 
putting in some of these col 
trol profit steps before red ink 
makes item imperative. 
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Cot Fess Than 
Many Domestic Woods ! 


The Mengel Company is now able to offer you 
African Mahogany Flush Doors at prices actually 
less than you pay for many domestic woods! 


Operating its own large logging concession and 
mill in the best Mahogany section of Africa, 
Mengel imports this King of Woods in tremen- 
dous volume. The savings of these large scale 
operations are passed on to you. 


What’s more, when you choose Mengel Ma- 
hogany Flush Doors, you’re assured of finest 
construction, guaranteed by the world’s largest 
manufacturer of hardwood products. Mengel 
Mahogany Flush Doors have been tested and 
proved in thousands of installations. Better 
doors cannot be bought! 


BuitpiInc Propucts MERCHANDISER 


Let us tell you about the extra quality, the extra 
luxury, the extra value of Mengel Flush Doors 
in genuine Mahogany! Mail the coupon for 
complete information. 


The Mengel Company . . . America’s largest manufacturers 
of hardwood products @ growers and processors of timber 
@ manufacturers of fine furniture @ veneers @ plywood ®@ 
flush doors @ corrugated containers @ kitchen cabinets 
and wall closets 


THE MENGEL COMPANY 
Plywood Division, Louisville 1, Ky. 


Gentlemen: Please send me full information on Mengel 
Mahogany Flush Doors—both Hollow Core and Stabilized 
Solid Core. 


Name 





Firm 








Street. 





| Eee ererne ees State. 
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that the job can be financed by easy stages. 


HOMEOWNERS ARE READY to make plans for property improvements once they are convinced 





oe ee 


Financing the Home-Improvement Job 


Termination of Regulation W and the high peak of 
people’s savings have set the stage for an intensified property-improve- 


ment loan program. 


BY NORMAN E. SHERIDAN, JR. 


Assisant Vice President, United States Savings and Loan League, 
Chicago, Ill. 


Now is the ideal time, points out Mr. Sheridan, for the 
aggressive building materials dealer to increase the 
profitable scope of his business. How lending agencies will 
help him is outlined in this important article written spe- 
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cifically for American Lumberman’s Fall and Winter Mer- 
chandising Issue. 


One will look far to find a program of greater 
popularity than that of property improvements. 
The financial institution holding a mortgage on 
a home is glad to see property improvements made 
since it increases the security—and the desir«bil- 
ity—of its investment. The building material sup- 
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this new display idea 
BOOMS SALES ot 
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Dealers who have weather-stripped their store doors wit 
Inner-Seal have found that this product-in-action display 
idea sells customers FAST, by showing them how effective 
Iuner-Seal is, and how simple it is to install. 

Numerous tests of this door installation display were con- 
ducted in hardware stores of all types and sizes, in big cities, 
small towns and in rural areas. They proved conclusively that 
with this type of display, Inner-Seal SELLS ITSELF! 

To help you get maximum results from your Inner -Seal 
door installation promotion, we'll supply you with a new 
1952 merchandising kit, especially created to help you do a 
bang-up sales job. 

We asked Jobbers and Dealers everywhere to tell us what 
kind of promotional aids they'd like to have to help them 
sell Inner-Seal. This fine new merchandising kit is the result, 
for it’s based on their ideas. It includes a 
variety of attractive display pieces that are 
loaded with “‘sell,” plus copies of an in- 
formative, interesting booklet —‘* Why & 
How to Weather-Strip—for you to dis- 
tribute to your customers. 


© TOUGH, RESILIENT, DURABLE sponge 
rubber bead 


@ FLEXIBLE spring wire construction 


@ WATERPROOF neoprene coating 





it rane 


Seals Heat IN... Seals Cold OUT 
BRIDGEPORT FABRICS, INC., BRIDGEPORT 1, CONN. 


138 











not exceed 15% of its assets. 

Financing charges cannot be in excess of an 
amount equivalent to $5 annual discount per 
$100 original face amount of a note and is repaid 
in equal monthly installments calculated from the 
date of the note. 

FHA improvement loans can either be ‘“‘dis.- 
count” or “gross charge” loans. In the case of 
“discount” loans, the full interest charge is de- 
ducted at the outset from the amount borrowed. 
In a “gross charge” loan, the full interest charge 
is added to the note. An example of both points 
out the difference: 

_ Discount loan—A borrower wants approxi- 
mately $1,000 repayable in three years. The dis- 
count rate is 5%. The note would be written 
for $1,000 but only $869.72 (5% discounted for 
three years) would be paid to the borrower. Pay- 
ments to amortize the $1,000 in 36 months $27.78 
a month. 

Gross charge loan—A borrower wants approx- 
imately $1,000 repayable in three years. The 
gross charge is 5%. The note would be written 
for $1,149.80 but only $1,000 would be paid to 
the borrower. Payments on a 36 monthly-payment 
note would be $31.94 a month. 

The “gross charge” loans are by far the most 


popular since most borrowers have an exact | 


amount of money in mind to cover the cost of 
repairs and improvements. They want the check 
given to them in this full amount and not some- 
thing less which is the case in a “discount” loan. 
This “gross charge’’ loan is used most in the 
other types of improvement loans as well. 

The major attraction to the lender of the 
Title I program is its insurance feature. This 
insurance is obtained when the lending institution 
pays to the FHA a premium charge of 34% of 
the net proceeds of each improvement loan. The 
institution is then insured against loss on its 
Title I loans up to 10% of the aggregate amount 
that is advanced by the institution in accordance 
with the Title I plan. As can be seen, this in- 
surance is valid for only 10% of the institution’s 
Title I volume and for that reason, it is impera- 


tive that the institution exercise caution in ad- | 


vancing its funds for improvement purposes. 


The Veteran’s Administration also provides un- | 


secured property-improvement loans which are 


insured up to $1,000 if the proceeds of the loan | 
are used to make an alteration, improvement or | 


repair of an existing structure owned by a vet- 
eran. This program is tied in with the maximum 
guaranty allowed the veteran on a G.I. loan and 
cannot exceed the $1,000 limitation for unsecured 
loans. The Housing Act of 1950 increased the 
maximum guaranty available to a veteran from 
$4,000 to $7,500 or 60% of the loan whichever 
is smaller, provided the lender has used no part 
of his guaranty on a previous occasion. 


If a veteran had previously used $3,500 of his 


guaranty when the ceiling was $4,000, then only 
$500 remains to be used for VA guaranteed or 
insured property-improvement loans. This is 4 
3% discount loan, rather than 5% in the case 
of FHA Title I loans. Its insurance provisions 
are basically the same as those of the FHA plan 
except that insurance is provided at no cost t0 


the financial institution and protects up to 15% § 


of the association’s portfolio of VA improvement 
loans. It provides a maximum maturity perl 
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sliding doors 
packed in carton complete with 
all necessary hardware and simple 
instructions. 


ql 1. Steelcraft are 






2. Check casing for plumb, level 
and true, then attach guide chan- 
nel to head. 





iges, 





3. Next attach guide to the floor. 
No drilling is necessary. 








4. Attach door guides to top of 
each door. 


STEELCRAFT 


Le 








STORAGE 





Spacemakert 


STEEL SLIDING CLOSET DOORS 


Steelcraft Spacemaker Sliding Doors 
can be installed in just 15 minutes... 
and the only tool needed is a screw 
driver. It’s a fact . . . you not only save 


time and money on installation, but ~ / 


add more usable space inside and out+7 
side the closet and add space to the 

room ordinarily taken up by old 

fashioned swinging doors ... and 

makes every inch of closet space easily 

accessible. 

Steelcraft Spacemaker steel sliding 
closet ‘doors are packed in individyal 
cartons with all necessary hardware and 
instructions for installing. They can be 
purchased with steel casing if desired. 
The Steelcraft steel casing is shipped as 
a complete one-piece welded assembly. 


‘Steelcraft Spacemaker Steel Sliding 
Closet Doors have these advantages — 
@ TROUBLE-FREE operation assured. 

@ WON'T STICK, warp or sag. 

@ EASY to install. 

@ SILENT—Glide on noise-free rollers. 


@ BONDERIZED, Painted and Baked— 
will not peel or chip—satin-smooth 
surface takes any desired finish 
or color. 














MAIL TH 


Steel Doors. 
Company 


Business Address 


COMPANY 


ROSSMOYNE, OHIO (IN GREATER CINCINNATI) 
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PACE 


| with STEELCRAFT 


r) 8. Finished closet door assembly, 


The Steelcraft Manufacturing Co., Dept. AL-952 
9017 Blue Ash Rd., Rossmoyne, Ohio 


Please send me full information on Steelcraft SPACEMAKER Sliding 
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15 minutes to more 


\ 


\ OKs 






5. Fasten door rollers to bottom 
of each door. | 


6. Set doors in place by inserting 
top in guide channel. Place rollers 
in floor guides. 





_ 7. Make final adjustment on guides 
so they move smoothly and easily. 





ready for painting to match any ~~ / 
color scheme. 
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IS COUPON TODAY! 
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Bathroom Beauty 
by NATCCO™ 


Manufacturers of MIRR-O-NETTE Bathroom Cabinets 











Model 1102FL Illustrated 





lye LIGHTED or 

| UNLIGHTED 
MODELS-CHOICE 
of MANY SIZES 
and DESIGNS 











_ Model 802 ItIlustrated 


@ ONE PIECE DEEP DRAWN 
SEAMLESS BODIES. 

@ COMPLETELY RUST-PROOFED 
BEFORE ENAMELING. 


All lighted models have underwriter’s 
laboratories label. 

All mirrors guaranteed against spoilage 
for five years. 


WE MANUFACTURE THE MOST COMPLETE 


LINE of BATHROOM CABINETS in the WORLD! 


WRITE for complete catalog display units 
and sales aids available 





NATIONAL 
STEEL 


CABINET COMPANY 


2415 NORTH CRAWFORD AVE, 
CHICAGO 39, ILLINOIS 
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of 10 years. The difference in yield of this plan 
as compared to Title I has made it somewhat 
unpopular in the judgment of financial institu. 
tions in view of the increased cost of money in 
today’s inflationary economy and the alternative 
of more attractive investments elsewhere. 

The Veterans Administration also has a prop- 
erty-improvement loan plan in specific cases which 
is secured by a second mortgage. Such loans 
provide an interest rate of only 4%, however, 
and have not been too popular. There are also 
specific provisions for making a supplemental 
loan for property-improvement purposes where 


the veteran has used all of his guaranty in his | 


original financing. The procedure for gaining 
such loans is somewhat cumbersome and coupled 
with its low interest rate of 4%, it has not been 
used very widely. 

Since 1947, federally-chartered savings and 
loan institutions have been permitted to make 
property-improvement loans on an_ uninsured, 
unsecured basis. These conventional loans can 
be made up to a maximum amount of $1,500 and 
must be repaid in monthly amortized payments 
within a period of five years. While the conven- 
tional loan has a smaller maximum amount— 
$1,500 as contrasted to $2,500 under FHA Title 
I, it has a longer maturity period—five years as 
contrasted to three. 

Another popular method of property-improve- 
ment financing is through an additional advance 
on an “open-end” mortgage, which is permitted 
by the mortgage laws of many states. The open- 
end mortgage, as its name signifies, provides 
that at a future time the mortgage may be opened 
up to provide an additional advance of funds 
on the property it secures. 

The open-end mortgage provides additional! ad- 
vances for additions or improvements to the prop- 
erty such as modernization, new rooms, a garage 
or other improvements. Depending on the state 
law, the proceeds of additional advances need 
not always be confined to the improvement of the 
property but may be used for other purposes 
as well. 

Additional advances make it possible for the 
borrower to enhance the value of his property. 
It frequently happens that such added improve- 
ments increase the total value of his property 
substantially more than the amount of the advance 
which is desirable from the institution’s view- 
point in that it increases his desire to maintain 
his monthly payments. 

The primary advantage of additional advances 
through the open-end mortgage is the flexibility 
it affords since a new mortgage need not be drawn 
and it permits a longer period for repayment than 
do the other property-improvement loan plans. 

The interest rate that the borrower pays for 
the additional advance is the same rate as charged 
under the original mortgage agreement. The bor- 
rower pays a lower rate for the funds obtained 
under the additional advance plan than he would 
pay for funds obtained under the other loan p/ans. 
This is possible because the savings association 
knows the borrower’s ability and willingness to 
pay his repayments since he has already estab- 
lished his credit rating with the association while 
repaying a part of the original loan. Because the 
association has the borrower’s records at its 
fingertips, it is usually possible to make these 
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Tie-up NOW with 
MATICO’s KING-SIZE 


NATIONAL ADVERTISING CAMPAIGN 
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Crown your sales efforts with success! Tie-up with MATICO’S powerful 
Fall national advertising that’s out to build sales for you...help you 


earn greater profits. The first full-color MATICO ad in this great pro- 
=| gram runs in the September issue of Good Housekeeping. This striking 


ad will tell millions of able-to-buy prospects about Aristoflex, the mir- 
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' acle vinyl-asbestos tile flooring that resists grease, acids, alkalis and 
fire... is plastic-asbestos throughout ...comes in low-cost stand- 


ard gauge...can be installed on, above or below grade. 


Get your share of this business! Send for big FREE 
Aristoflex tie-in merchandising kit today. The result will be 














tha Sp MItY CO | King Size profits for you! 

's for ™ — i MAIL COUPON NOW! 

arged K/ c es. ~ ‘i — es ek ee se ee 

e bor- a | ; \ D FOR FREE f 

an a \\s nit ARISTOFLEX TIE-IN | MASTIC TILE CORPORATION OF AMERICA 

vans. | _ PROMOTION KIT NOW! 1 peut, 39, P. 0. Box 986, Newburgh, N. Y. | 
jation aT This King-Size kit is jammed full of useful material to 

ag 00 Un \Ges meena help you build sales. Kit includes: Complete ad mat Rush me full information on MATICO ARISTOFLEX and FREE TIE-IN 
ESS Ley, pry service, three window streamers, full-color ad reprints, 

estab- <aoveanso radio commercials and publicity releases—all designed | PROMOTION KIT! 

while @.,.. to help you cash-in BIG on booming Aristoflex sales. } 

Sé the ; LI me: % NAME 
at its — COMPANY | 
these MASTIC TILE CORPORA uae | 
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Each tree which is removed from 
Mansfield’s vast timberlands is 
carefully selected by a Mansfield 
graduate forester. 


The Mansfield lumber in your 
sheds today was cut, kiln-dried, and 
uireliltiieresitia-te Mm igeluMet-l(-Yet-t Mm iluilol-t6 


-before your order was accepted. 


MANSFIELD 


tle lisiines 
MHL eo By oe 


Shreveport, Louisiana Company 












loans in a quick and efficient manner. 

Termination of Reg. W has set the stage for 
an intensified property improvement loan pro- 
gram coupled with the high rate of inflow of 
money into the nation’s savings institutions. Ag- 
gressive building materials suppliers have a golden 
opportunity available to them in the next several 
years to perform a profitable operation for them- 
selves and, at the same time, to improve the qual- 
ity of the nation’s homes by lending encourage- 
ment to the proper maintenance of these struc- 
tures. Dealers interested in participating in 
such a program should visit their loaning agencies 
and make arrangements with them for their 
financing. The following recommendations are 
made for the guidance of interested suppliers: 

1. Choose a specialized financial institution to 
handle your financing, and not one which offers 
real-estate financing primarily as a “side line.” 

2. Choose a local institution in your community 
or close to it. Such an institution undoubtedly 
knows your customers and knows your reputation 
for quality, service and reputation, and can give 
you “on-the-spot” service. 

3. Don’t be afraid to share confidence with the 
institution. Show your financial statement and 
provide a list of references. The institution will 
conduct a credit check on its own— it is required 
by FHA regulations and is just good business 
practice on the part of those institutions making 
loans on different plans. You can be of great 
assistance in this investigation by your frank- 
ness and willingness to cooperate. 

4. Recognize that the financial institution is 
not advancing its own funds but those of its 
savers. Undoubtedy, there will be times when you 
think Jim Jones is a good credit risk but the 
association will turn him down because of some 
knowledge it has which may be unknown to you. 

5. Don’t knock the institution which is financ- 
ing your customers. The institution considers 
you as one of its representatives. It is continually 
putting in a good word for you with your custom- 
ers. If you have a valid complaint, bring it to 
the institution where something can be done about 
it rather than express it to persons who do not 
have the power to correct the situation. 

6. Don’t “oversell” your customers. Every dis- 
satisfied customer you have that the association 
has to deal with is a black mark for you and may 
terminate your financing arrangements. 

7. Familiarize yourself with all the details of 
the property-improvement plan—or plans—which 
the institution is offering and understand the ad- 
vantages and disadvantages of each. 

8. If your customer asks you a technical ques- 
tion that you can’t answer, reach for the phone, 
and find out the proper reply or refer the person 
to the institution. Don’t try to bluff your way 
along. 

9. Recommend the institution’s other services 
to your customers, your friends and business «s- 
sociates. You will have a lifelong friend in your 
financial institution when it learns that you are 
one of its best promoters. 

10. Share your experience on property-im- 
provement loan procedures with the institution. 
Working with it day-in-and-day-out, you may be 
able to suggest changes which will streamline 
the operation and result in better service ot 
only to yourself but to the customer as well. The 
institution is there to serve you. 
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kitchen equipment into user hands at 
TIONAL PRICES! 

Dealers are meeting new customers in 
through these traffic building, excitement 


offerings! Floor sales are zooming! Custom-planned, 


ensemble sales are also zipping along! 


Retail sales people who have been luke-warm on 
kitchensalesare hitting homers and breaking records. 


If you aren’t fast enough to catch the hand-rails on 
THIS “streamliner,” get your TRACY distributor to 
put you in line for the next one. If you want your 





get them to you in a hurry. Don’t wait. 


THE 


VOLUME 
LINE 


RIGHT NOW—these smart retail sales-makers are 
in action, moving TRACY “Sky High Quality” 


distributor’s name and address, write, wire or phone. 


Maier stores 


Scores of big-volume stores have embraced the 
TRACY special plan for fast selling and extra profits. 
They KNOW it works and KEEPS ON WORKING! 


Outlets selling in truck-load and car-load movement 
should ask about THIS TRACY promotion NOW. It 
provides the finest merchandise in the kitchen field, 
PLUS a continuing profit set-up, PLUS advertising 
and promotional support. Ask for details and we’ll 
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PRICES 


KITCHENS 


TRACY MANUFACTURING CO., Division of Edgewater Steel Co., Pittsburgh 33, Pa 



































HELP THE HOMEOWNER . . . STEP UP YOUR PROFITS 








THE KITCHEN DISPLAY at J. H. Jackson Lumber Co., Denville, N. J., is complete. It includes 
steel cabinets, range, refrigerator, exhaust fan and neon ceiling light. 


Go After Kitchen Remodeling With fall just ahead of us 


and winter in the not-too-dis- 

tant future, now is the time to 

. New, profit dollars in sales of cabinets, lino- _ ee ee 

leum, tile, hardware, paint and many other items avail- is past in most areas, more 
bl ‘ve deal building mechanics are avail- 
able to aggressive dealers. able for inside work. The home- 
owner’s attention naturally 





NATURAL WOOD CABINETS add to the beauty of a BUILT-IN RANGES and ovens are getting a lot of national 
kitchen and its sales appeal. This one at Gee Lumber & publicity, a good reason why Bimsco, South Bend, !nd. 
Coal Co., Chicago, features built-in range and oven. has them in its kitchen display. 


146 September 8, 1952, AMERICAN LUMBERMAN & 
















eeccecors Pec eercccasnere tad sees esses ees eeeteeebesssetesebssesess 





POOP OREEEEI EEO EEEEEEEE 






PINE meane- 


HETTER BUSINESS wm BETTER LUMB 


~~ 


NS. 


NY 
SN 


~ 


SS 


NN 
\N 
SS 


AS 





\ 
SS 
SS 































Sell Kinzua Pine! — the lumber that brings customers 

EE back for more — the lumber that means more profits 

, because of repeat business. 

Kinzua Pine comes from a region famous for the soft- H 
ness and uniform texture of its lumber. With the i 
Kinzua tree farm you’re assured a continuous supply 

of this choice timber, for Kinzua is constantly round- 

ing out its timber supply to provide a reserve for 

cyclical harvest. 

y Kinzua manufacturing facilities are unsurpassed. Its 
modern equipment, skilled machine operators, careful 
supervision and inspection, and precise grading chal- 
lenge comparison. 

- & Kinzua kiln dries 100% of its lumber direct-from-the- 
saw, stores and loads it under cover. The result is 
the finest Ponderosa Pine lumber you can sell, the 
Pu finest your builders can use! 
-C11S- ' H : > fi ; ’ 
eto § H eersveccsseccaccrores i : iusdadupoocccee caneeneecnowepeered Poswnpsaeiecanreeen Jecccccccocccsvecoes Serre piencbbeceenienlns cooeye 
ork. : * 
ason ; ; ; ; 
nore . - ‘ 
vail- STRAIGHT OR MIXED CARS 
pme- Quality Finished Lumber Casing Common 
vally Architect Designed Window Base Lath 
‘and Door Frames Ceiling —— 
Trim Bevel Siding Specialties 
Finish Paneling — Glued-Up 
Moulding, Selects Specialties 


Au Kinzua Pine Products are sold quality gudranteed"—assur- 
ing you the utmost in sgtisfaction dn your lumber needs. Specify 
KINZUA PINE on YOUK next order; 


KINZUA PINE MILLS CO. 


— KINZUA, OREGON 





MEMBER NATIONAL WOODWORK MERS. ASSN. INC. MEMBER WESTERN PINE ASSOCIATION 
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A REAL KITCHEN like this one at Miller Building Supply Co., Inc., Washington, 
D. C., is an eye-stopper. It features wood cabinets, built-in oven and refrigerator. 


turns from improving the out- 
side of his home to ways he can 
make his basement, bathroom, 
attic and kitchen more attrac- 
tive and livable. 

Kitchen remodeling is one of 
the most lucrative home im- 
provement projects that any 
dealer can promote because it 
involves so many different ma- 
terials—cabinets, linoleum, tile, 
paint, hardware, appliances. 

Most dealers who are success- 


ful in the kitchen remodeling 
field find that a clean, fully- 
equipped store kitchen display 
is the best way to demonstrate 
what a new kitchen means in 
terms of a more efficient work 
area and living space. 

Such a demonstration kitchen 
can be used before club and 
church groups and has proved 
one of the dealer’s most power- 
ful sales tools. Deep freezers, 
automatic washing machines, 


refrigerators and other appli. 
ances help round out the 
kitchen remodeling sales pic. 
ture. Whether it is advisable 
for the retail building materials 
dealer to enter the appliance 
field will depend upon local 
competitive conditions. 


Consumer magazines with 
their bright-colored ads based 
on new and remodeled kitchens, 
are helping to create a tremen- 
dous market for the dealer who 
can follow through with his 
own sales aids—newspaper ads, 
kitchen remodeling kit for 
home demonstrations, manufac. 
turers’ sales literature and out- 
side salesmen. 


Already more than 30 per. 
cent of the retail lumber dealers 
are engaged in kitchen remodel- 
ing, an AL& BPM survey shows. 
These sales average from $1,000 
to $4,000. 


Kitchen remodeling jobs are 
not only profitable, but one of 
the best year-round home in- 
provement promotions on the 7 
list. Excellent for Christmas — 
and Mother’s Day gifts, the new 
kitchen can also be sold as a 
breakfast nook and as added 
utility space. 





When you buy 


ay 


always look for 


this trademark » 


IT ASSURES YOU 100% NORTHERN HARD MAPLE 


Choose DIAMOND HARD—the fine quality maple flooring produced 

for over 40 years by J. W. Wells, Menominee, Michigan. Whether new 

construction, remodeling, industrial uses—the DIAMOND HARD brand : , 

means that here is flooring that has proved itself by actual tests under Strip, Herringbone or Block Floor- 
every type of condition. This flooring is strong, dense, remarkably close ing. 


peer ne tae, Unit Packaged if desired. 
For quality jobs DIAMOND HARD'S First Grade—in 25/32"x2" or 

2'/," face—knows no peer. And the DIAMOND HARD 5/4"x2" or Ist, 2nd & 3rd Grades. 
2%" is excellent for Heavy Duty jobs. For lower cost housing or All Standard Thicknesses 
economy factory installation, you will save your customers up to 30% and Widths. 


by recommending DIAMOND HARD Second and Third Grades. 


WHATEVER YOUR FLOORING REQUIREMENTS, DIAMOND HARD SATISFIES. 
CONSULT US ON YOUR NEEDS TODAY. 


Longtime MFMA 


member. 
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“1 NOW...a complete Kentile Department 
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tmas & your other departments and sends 
>new § Kentile sales soaring to newhighs: 
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DESIGN Your QUA FLOOR 
KENTILE. 


The Auphalt Vike ot 
rewrteg Beery 


this wide 
\- 15% -¥ 


and costs only 
410° complete 











Now...your prospects can see just how long-lasting, colorful , ae lis 
| Kentile will look in their own homes...and how easy it is to The Kentile Line is 
! design modern flooring yet pay only Kentile’s low, low prices. your Profit Line 


And, people everywhere know about Kentile...look for and 
buy from the progressive dealers who carry America’s fastest- 
selling flooring—the famous Asphalt Tile backed by full-color 
ads in 34 national magazines and business papers—88 Sunday KENTILE. 
Newspaper Supplements! 

Cash-in on the swing to Kentile for Self-Installation...the only The Asphalt Tile of 
Asphalt Tile that features the exclusive Kentile Self-Installation Enduring Beauty 


GUARANTEE, For full information on building big business in 
little space, contact any of the Kentile, Inc. offices listed below. 


KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York © 350 Fifth Avenue, New York 1, N. Y. * 705 Architects Building, 
17th and Sansom Streets, Philadelphia 3, Pennsylvania * 1211 NBC Building, Cleveland 14, Ohio * 900 Peachtree Street N.E., 
Atlanta 5, Georgia * 2020 Walnut Street, Kansas City 8, Missouri ® 4532 South Kolin Avenue, Chicago 32, Illinois * 1113 Vine 
Street, Houston 1, Texas * 4501 Santa Fe Avenue, Los Angeles 58, California ® 452 Statler Building, Boston 16, Massachusetts 
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HELP THE HOMEOWNER .. . STEP UP YOUR PROFITS 


Indiana firm sells 100 
home-improvement jobs 
every month. Here’s 
how: 


¢ Strong advertising 
program 


¢ Easy financing 

¢ Package price—materi- 
» als and labor 

¢ Eight salesmen 


25 Kitchen Jobs 


All home-improvement work 
at Belleville Lumber & Supply 
Company, South Bend, Ind., 
revolves around Russell V. 
Eiler, manager of the firm’s 
home-improvement and adver- 





free 
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TWO KITCHENS built back to back are displayed in the sales room. Kenneth 
Crofoot (above) shows samples of linoleum and plastic custom-built counter 
tops to Miss Elinor Kaskey. Russell V. Biler (right), manager of the home- 


Every Month 


tising departments. 

Since Belleville’s business is 
predominantly a contract re- 
modeling business, and since it 
is Mr. Eiler’s job to see that 
this business not only pays, but 


HILBERT P. PERSING, with the help of his secretary, Miss Beatrice Jones, 
figures the cost of labor and materials for a package kitchen. 


154 


pays well, he is constantly alert 
to any new way of presenting 
his firm’s kitchens to the public. 

Belleville has an average of 
250 home-improvement pros- 
pects per month. Here are some 
statistics on the firm’s pros- 
pects: 

1. 80% are attracted to Belle- 
ville as a result of newspaper 
advertising. 


2.10% are interested in 
kitchens. 
3. 99% make their first con- 


tact with Belleville by tele- 
phone. 


It pays to advertise 


Mr. Ejiler is so sold on news- 
paper advertising that he 
spends the bulk of his $18,000 
advertising budget every year 
on display and classified ads in 
the South Bend Tribune, circu- 
lation 105,000. Ads run daily 
in this newspaper carry the s|0- 
gan. “Choose Belleville’. On 
Sundays, these ads average 
about 75 column inches. Belle- 
ville ads also run in a weekly 
and an Hungarian language 
newspaper, both serving the 
South Bend area. 

Mr. Eiler uses two other media 
—radio and direct mail. He 
takes one minute of radio time 
daily for spot advertising of 
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improvement department, discusses the 
Dorothy Hass. 

garages. He also uses direct 
mail to former customers to 
encourage repeat business. Mr. 
Eiler prepares all ads and radio 
copy. 


Packaged kitchens 

Belleville sells kitchens at a 
package price—including labor 
and materials. Some kitchen 
jobs call for custom-made units, 


TI» ities 








MANY KITCHEN JOBS were sold in one new subdivision. 
This one is in the home of Mr. and Mrs. D. G. Cline. 
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merits of their kitchens with Miss 


others for the sectional cabinet 
units. 


Fall and winter are the best 
seasons for pushing interior 
home improvements while exte- 
rior work such as garages and 
additions should be pushed in 
the spring and summer months. 
Belleville sells an average of 
100 home-improvement jobs a 
month and grosses from $85,000 


MODERN BREAKFAST NOOK like this one in the D. G. 
Cline home, is an example of Belleville’s policy of fur- 





to $95,000 a month in the firm’s 
contract remodeling business. 


“We have found that our Sep- 
tember sales in contract remod- 
eling work equal our March 
sales,” says Paul D. Hass, store 
manager and part owner of the 
company. “However, to make 
sure we always operate at a 
profit, even in the January-Feb- 
ruary off season, we figure a 
good profit on every job.” 


Prospects by telephone 


Since 99% of the prospects 
call in by telephone, Mr. Eiler 
feels it is very important that 
he himself answer the pros- 
pect’s first call because he says, 
“that first call is the prospect’s 
introduction to Belleville. I try 
to soften the prospect and real- 
ly sell him on buying a Belle- 
ville kitchen or whatever im- 
provement he is interested in. 
I usually give him the estimated 
package price for a complete 
kitchen during this call and 
offer to arrange easy financing 
myself.” 


After Mr. Eiler has discussed 
the Belleville kitchen with the 
prospect, he offers to send out 
a salesman at no charge to the 
prospect to look over the pres- 
ent kitchen and show him how 
it can be improved. He tells 
the name of the salesman who 
will call. 


nishing everything but plumbing. 
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designed to bring you new sales ! 


Here, at last, is the top grade, low cost Rubber Tile your 


customers have always wanted. 


It’s B. F. Goodrich Rubber Tile, now being made avail- 
able in a new full 3/32” thickness, designed especially for 
home use. 


This is the same famous quality Rubber Tile . . . only 
the gauge and the price are different. 


Your customers save because of the special new gauge, 
and they get extra savings by installing it themselves with a 
B. F. Goodrich Self-Installation Kit, which contains all nec- 
essary tools and instructions for easy handling. 


For descriptive literature and 
information on how to increase 
your flooring sales, write Dept. 
L9, B. F. Goodrich Co., Floor- 
ing Division, Watertown 72, 
Massachusetts. 





You can depend on B FGoodrich FLOORING PRODUcrs 


RUBBER TILE - ASPHALT TILE - VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES 





Goodrich 








"SETTING READY for WINTER?> 
EVERYTIONG FOR THE HOME 
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348. CAN $1.25 sitesi pe The 

A Faw stabs casi oF ncHGAN PARK IN OPEN SPACE 
JEFFERSON ATL. W. L and CARROLL ST. PHONE 3.9401 


KITCHENS ARE FEATURED in 
newspaper ads run during the fall 
and winter months. 


Upon completion of the call, 
Mr. Eiler makes out two white 
index cards showing the name 
of the salesman, the name and 
address of the prospect, the 
work the prospect is interested 
in, and the estimated cost. One 
of these cards goes into a file 
on his desk and the other goes 
to the salesman assigned to the 
prospect. Each salesman is a 
specialist in one or more types 
of home-improvement work. 


A salesman sells a kitchen 


The salesman arranges an 
appointment. at a mutually 
agreeable time when both hus- 
band and wife are home. The 
reasoning behind this plan, says 
Mr. Eiler, is as follows 

1. The husband doesn’t want 
a stranger in his house when he 
isn’t home. 

2. Realizing the woman of 
the house is a party to every 
sale and that you must piease 
her, it is the man of the house 
who makes the decisions. \\ hen 
you have sold the man, you have 
sold the woman, too. 

At the time of the appoint- 
ment, the salesman discusses 
the project and draws a quick, 
free-hand sketch of what the 
remodeled kitchen will |ook 
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THE QUALITY THAT WN@ 


MEANS REPEAT SALES! 


PLASTI-GLAZE “Qh => 








ca’s Leading Glazing Compound 


wd 


THE BEST WHITE GLAZING COMPOUND — easier to 





paint and clean-looking if unpainted. Plasti- 
Glaze is ready for oil-base paint immediately 
after application. No bleeding — ideal for 
filling nail holes. 


ALWAYS READY TO USE—needs no mixing or thinning. 
Plasti-Glaze stays fresh, smooth working, non- 
crumbling throughout —DOES NOT HARDEN 
OR SETTLE in the can. Superior shelf-life 
saves inventory losses. 







Available in all siz om fast-selling 1 Ib. 


THE ALL-PURPOSE GLAZING COMPOUND — excellent pdapeeeredes, 
for primed or unprimed wood, steel or alu- Os eae ane 
minum sash. Plasti-Glaze STAYS ELASTIC — 

a perfect, permanent bond that resists 
weather, vibration and time. 


display in each car- 
Pfor contractor sales. 


.. in collapsibl@#pbes, spouted or 


. +. andsher money-maker! 


unspouted c@#ridges, quart or 
gallon cans. 


.. eye-stoppingvellow and blue 
labels. 





.. Shipped in G#tractive counter 


the WHITE caulking compound that S display. 


_ YOU LESS than common gray caulkT 
P 
a 


Y i Write today for generous FREE SAM 
| - PLASTIC PRODUCTS COMPANY Gis 












PLASTI-GLAZE ond 
d laboratory: 6461 Georgia Ave., Detroit ll, Mich. ~~ oo 


General office an 
Detroit, Chicago, Jersey i 


era relat 


ity and New Orleans 
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Sod — Rent AMERICAN Machines! American 
, i Sanders for body of floor; American 


1 oF mallmon ana 
ee RENT OUR FLOOR 
— Sane 


You'll make more money in sander 
rentals—and gain customer good- 
will—if it’s an All-American job 
from start to finish! 





Be sure that every customer who 
takes out an American Sander for 
over-night or week-end use also 














Edgers for borders, stairs, closets and 
small halls; American Maintenance Ma- 
chines for disc sanding and polishing. 


Use new improved AMERICAN 

Abrasive Papers! American 

Black Demon and American 

Combination high quality papers 

are scientifically improved to give 
_ longer life and faster cutting. 


Use AMERICAN Floor Finishes! Ameri- 

can Finishes are finest quality—com- 

MACHINES | * plete line for all floors—seals, finishes, 
4 waxes and cleaners. 


rents an American Edger and Ameri- 
can Maintenance Machine, if needed 
... and gets a supply of American 
Abrasive Papers and American 
Finishes! This All-American team 
can’t be beat for top-quality long- 
lasting results on all floors—and 
profits for you! 


MERICAN 


FLOOR MACHINES © PORTABLE TOOLS smu mm wm me mm oe oe oe oe 


EH The American Floor Surfacing Machine Co. 
521 So. St. Clair St., Toledo 3, Ohio. 
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] Send 12-page free booklet showing how to make money 

in the floor sander rental business. 
Send latest catalog on the following, without obligation: 
[]Floor Edgers [Floor Finishes 


4 

d i 

ides 

t} Floor Sanders 

i Floor Maintenance Machine  [] Abrasive Papers 

é 

i 

! 








like. If this convinces the pros. [7 
pect and he gives the order to J 
go ahead, the salesman meas. 
ures the kitchen and finds out 
which kitchen units the pros- 
pect wants. 

Upon returning to the sales 
office, the salesman turns his 
sketch, measurements and list 
of units over to the company | 
architect, Charles Donegan. 
When the architect or his two 
draftsmen finish the working 
drawings and the specifications, 
they are turned over to H. P. 
Persing, who is in charge of 
purchasing and estimating. He 
figures the exact cost of the 
work. Actual construction is 
handled by sub-contractors. 

When the plans are complet- 
ed, the salesman makes another 
appointment with the customer 
to show completed plans and re- 
ceive authorization to go ahead. 
No job is sold without a written 
contract. 

Occasionally, a small gift will } 
swing a sale. The usual gift is 
a national brand electric clock 
wholesaling at $3.75. Whether a 
customer gets a clock is depend- 
ent on how he reacts to the 
salesman’s pitch. The salesman 
pays for this clock out of his 
own commision. 


The sales staff 


With the contract signed, Mr. 
EKiler posts the prospect’s card 
from his file on a score board 
called the “poop-deck”. The 
board which shows at a glance 
how many jobs are under way, 
is wiped fresh each month. 
Belleville’s salesmen get a sal- 
ary plus commission. 

Most of Belleville’s eight 
salesmen have been with the 
company seven to 15 years. A 
new salesman is trained to sell 
small jobs first. Besides sup- 
plying his own staff, Mr. Eiler 
trains men to work in Belle- 
ville’s 11 branch yards, the 
firm’s store selling electrical 
and heating equipment and the 
two manufacturing plants. 

The one factor most respon- 
sible for building Belleville’s 
volume, is sales under FHA, 
Title I. Since most improve 
ment work costs $2,500 or less, 
and FHA Title I covers |oans 
up to $2,500, Belleville’s f nanc- 
ing plan has been a great boon 
to sales. As Mr. Eiler says; 
“Any dealer not using IHA, 
Title I financing is losing 40% f 
- the business that could be 
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“| 4g et SUGAR PINE 
=m fr fram SUPERIOR LUMBER SALES CO 


Quality lumber from the finest mills 
in California, Oregon and Washington. 


SUGAR PINE DOUGLAS FIR 
PONDEROSA PINE WHITE FIR 
MOULDINGS REDWOOD 


@ Kiln Dried or green @ Sugar Pine Pattern Lumber 





@ Industrial Lumber all species © Douglas Fir Studs 


@ Retail and Distribution Yard Lumber 


SUPERIOR LUMBER © 
SALES COMPANY 


920 9th ST. * Phone HUdson 4-8216 



























SACRAMENTO 14, CALIF. 

|| METAL HIDE-A-STAIR 

card Sabi 
oar’ | | New — Lightweight — Compact 3 
lance FOLDING ATTIC STAIR 

oa All-steel, precision built for safety and durability, 
ont. the HAWKINS METAL HIDE-A-STAIR is simple and fast 
1 sal- to operate, weighs less than 25 pounds, takes a mini- 

mum of space. 

eight By making valuable attic 
1 the storage space available, it 

gs, A adds sales value to any home. 
9 sell Can double for use as attic 

sup fan opening. 
Biler § — Comes completely assembled 
2 el le- — Packaged ready for quick and easy installation 

th — Adjustable spring tension 

- e — Meets all F.H.A. requirements 
+ — Pre-tested for poundage pull 

© 
rs ADJUSTABLE 
3pon- | WINDOW GUARDS 
boy | Attractive, simply-designed, 
’ | wrought steel, fit any window. Installed or 

rove- removed quickly with special key. Send for 
less, § folder. 
loans Also —- PREFABRICATED ADJUSTABLE RAILINGS 
nanc- Guaranteed to fit any normal porch or step arrangement. Fill orders from stock 

boon and save customers up to 200%. pm 

says Write for Details 
HA, : 
ioe AWKINS IRON COMPANY, INC. 
id pe 
id 319 NORTH FOURTH STREET BIRMINGHAM 4, ALABAMA 
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HELP THE HOMEOWNER .. . STEP UP YOUR PROFITS 





THIS IS A VIEW of the home after the new room was completed. 


How To Help Your Customers Add a Room 


Building a new room on a house is well within 
the skills of the family handyman. Here are 
the step-by-step details of a typical job. 


Photos courtesy Insulite Division, Minnesota and Ontario Paper Company a 
Sure, I tell homeowners they 


can finish-off their attic but add- 
ing a room is something else 
again. I always suggest a con- 
tractor.” 

Probably this comment of 4 
leading lumber dealer reflects 
general retailer opinion but it 
runs squarely into some _ hard 
facts: 

1. Basement-less houses 
are growing more numer- 
ous.. During the first half 
of 1950, for example, 36% 
of the new homes were built 
without basements. These 
homeowners must add an 
extra room when their 
house becomes too small. 

2. Because of rising cosis 
many homeowners are sim- 
ply not in a position to 
afford a contractor. It’s a 
case of “Do-it-Yourself” or 

put up with family crowd- 
THE NEW ROOM has a convenient space for sewing. ing. 
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A typical example. Emmett 
Morgan, Richfield, Minnesota, 
who added the room described 
in this article, discovered that 
house design and construction is 
not a deep, dark, complicated 
mystery. He liked to work with 
tools but his experience with car- 
pentry was limited to a built-in 
bookcase and a coffee table. 

Yet working evenings and on 
weekends he completed a room 
that blended with the rest of 
the home and added 144 square 
feet of living space plus a 6 x 12 


ft. porch. 


Before beginning the job, a 
complete plan was drawn. For 
anyone contemplating a similar 
project, this is important, for 
it is an invaluable guide in doing 
the work. Local building codes 
were also carefully checked, so 
that the project would be in 
coniormance. A building permit 
was secured. 

"he Buck Lumber Comnany, 


| Richfield, Minnesota, helped Mor- 


gan with his plan and suggested 
the proper building materials 
and their application. 

Morgan did all the work him- 
self with the exception of tying 
in the roof of the new room and 
stringing the rafters. A carpen- 
ter neighbor helped at this point. 
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AMONG ITS OTHER USES, the new room is an added b 


a oom 
edroom. 


First, Morgan dug to a level 
below the frost line to put in 
the footings. Cement b!ock was 
used for the foundation. The 
outside of the blocks was coated 
with waterproofing compound 
and perimeter insulation was in- 
stalled. He ran it all the way to 
the footings and butted the insu- 
lation with insulating sheathing. 


Studs were placed on 16-inch 
centers so that insulation board 
could be applied directly to them 
on the interior. He used 2 x 8 ft. 
insulating sheathing and after 
finishing this job the footings 
were poured for the porch sup- 
ports. 


The carpenter neighbor was 
of valuable assistance in the next 
phase of the job—framing the 
roof. He spotted and cut rafters, 
and showed Morgan how they 
should run so the roof would tie- 
in properly with the roof of the 
house. Asbestos shingles were 
used and a ventilating louver 
was installed in the gable. 


Ready mixed concrete was 


used for the slab and Morgan 


simply troweled out the wet ce- 
ment. The back porch supports 
were installed as soon as the 
roof overhang was extended. 
Hardboard was used as facing 





on the underside of the over- 
hang. 

The cut through from the new 
room was made at this point. 
Next came the wiring and heat- 
ing. Here again professional 
help was used. Three wall out- 
lets, an overhead fixture and a 
porch light were installed. As 
for heating, a new line was run 
from the utility room, providing 
a warm air outlet. A cold air 
return was also installed. 

Full thick blanket type insu- 
lating wool was stapled between 
the studs, and between the ceil- 
ing joists. Insulating building 
board 14 inch thick was nailed 
to the ceiling joists. This served 
as a base for the adhesive appli- 
cation of 16 x 16 inch tileboard 
for the ceiling. 

Insulation board plank was 
next applied directly to the 
studs. The 16-inch width of the 
planks covered the full space be- 
tween the studs. making instal- 
lation easy. The closets and 
storage bins were framed with 
1 x 6 and 1 x 8 inch boards. 
Closet doors were framed with 
1 x 4 inch lumber and faced with 
tempered hardboard. Asphalt 
floor tile was laid over 14 inch 
hardboard with a mastic adhe- 
sive. (continued on page 167) 
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KEEP THE CORNERS CLEAN AND SHARP! 
with BEADEX —the original bonded 
metal corner bead for dry wall 


construction. BEADEX has been tested and 





approved throughout the nation. 





BEADE X SALES: INC 


3511 INTERLAKE AVENUE - SEATTLE 3, WASHINGTON 
















THE NEW 
DOOR AND FRAME 
PACKAGED UNIT 


© 


T-s 
Save lag time loss for 342 days. With AD ’ ; 
READY HUNG DOOR units, 4 days work FE ph need gee B 


is done in '/r day. 














TROWELS 
“s FLOATS, DARBIES 
CEMENT TOOLS, HAWKS 


CARPENTER SQUARES Beer 
AMERICA’S FIRST FOR THE FARMER 
with FOR THE HOUSEHOLDER 


pocthersmen NEM! YOU WILL TOO—TURN TO PAGES 88.39 











NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA U.S.A. 
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Add A Room... 


BEFORE: This is a rear view 
ot the home before work on the 
addition was started. 











1 Waterproofing compound was applied over the concrete block The corner brace is installed. Building 
foundation. Perimeter insulation was positioned next to the mechanic secures the wall plate to the 
coated block. foundation with bolts. 








be > | 


With framing up and ceil- Here the roof is nearly com- Shingles were applied to match 


ing joists in place, the in- pleted and the footings and the rest of the house. A guide 
lating sheathing is applied. porch supports have been poured. board insures an even shadow line. 


The roof louvre is being installed. 











Then came the interior finish insulating board plank. The Storage cabinets were built in 
16-inch width exactly fits the studs. along one entire wall. Here a slid- 
ing wardrobe is being installed. 


dry 
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TRUSCON®’ STEEL COMPAN 


Subsidiary of Republic Steel Corporation 
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“COLOR DYNAMICS is important 
factor in increasing paint sales!” 


--writes large Pittsburgh dealer 
in Phoenix, Arizona 
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JAMES C. O’MALLEY, 
Secretary and sales manager, 
The O’Malley Lumber Company. 





[eatzes everywhere who sell Pittsburgh Paints are protection which makes these benefits last longer. 
enjoying greater sales and profits than ever before , . 

because of the increasing number of home-owners who Why not take advantage of the big swing to COLOR 

have come to learf that they paint right with COLOR DYNAMICS and Pittsburgh Paints? We’ll gladly have 


DYNAMICS and paint best with Pittsburgh Paints. one of our representatives call to discuss the possi- 
No other paint manufacturer can match the benefits to bility of you selling Pittsburgh Paints in your com- 
home-owners which derive from the use of this remark- munity. Write, wire or phone today! Pittsburgh Plate 





able painting system and the exclusive live-paint Glass Company, Paint Division, Pittsburgh 22, Pa. 


PITTSBURGH PAINTS 


PAINTS e GLASS e CHEMICALS e BRUSHES e@ PLASTICS 
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HELP THE HOMEOWNER .. . STEP UP YOUR PROFITS 








HOME-PLANNING CENTER at the Connecticut Lumber Co., 








Waterbury, Conn., 





where customers interested i! 


building can study floor plans and examine building materials in a comfortable atmosphere. 


$1,000,000 Worth of Budget Homes 


That’s how much new-home construction Con- 
necticut Lumber Co., Waterbury, has financed in four 
years. 50% of Connecticut’s customers build their own 


homes because this firm: 


1. Guarantees quality materials at a predetermined 


price 


2. Handles the financing 


3. Arranges for construction labor 


4. Provides on-the-job construction advice 


Two-and-three bedroom qual- 
ity homes for less than $10,000 
are being “package sold” by the 
Connecticut Lumber Co., Water- 
bury, Conn. 

More than a million dollars’ 
worth of financing covering 
these homes has been arranged 
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by the firm which this year is 
celebrating its 25th anniversary. 
Today the company has $200,- 
000 worth of new budget-home 
construction on its books. 
About one third of the firm’s 
million-dollar annual business is 
budget-home business, estimates 


Beant 


RALPH J. TREMAGLIO, president. 


Ralph J. Tremaglio, president. 
who likes this part of the »usl- 
ness for a very good reason: 
it is the really profitable side of 
the operation. 
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_ The firm furnished materials 
for some 300 houses in this 
price class last year, none of 
which were in large-scale devel- 
opments. No more than three 
or four houses were built in one 
location. 

Phe secret of the popularity 
of oa program is not just 
price. Essentially, it is service. 
Ex; perience has convinced the 
Waterbury firm that home pros- 
pects want to find everything 
they need—plans, materials, 
construction service and financ- 
ing-—in just.one place. And, of 
course, they want to know just. 
about what this package is go- 
ing to cost. That is why the 
firm’s budget-home literature 
breaks down construction costs 
for two of the homes. The pros- 
pect can see at a glance what his 
costs will be for lumber and 
hardware; carpentry, painting, 
plumbing, heating, electrical 
and other charges. 

This direct-mail literature 
emphasizes that building a new 
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| STOOP 


THIS RANCH-STYLE MODERN HOME (32x28) can be purchased and erected, 
exclusive of land, for approximately $9,000. The three-bedroom house is 
designed to allow for addition of a breezeway and garage. 
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Two- BEDROOM MODEL selling for approximately $8,400 is designed to permit 
expansion on the second floor. This model is called the “Cape Cod—conven- 
tional,” and is one of five basic plans developed by the Connecticut lumber firm. 
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TWO BUDGET- 
TYPE HOMES 
completed within 
the last year by 
the Connecticut 
Lumber Co. show 
that a well-styled 
house can be 
built for the 
homeowner at a 
reasonable price. 





UNDER CONSTRUCTION is the C-1 model, which will cost about $8,400. In 
the foreground, looking over plans, are Romeo Vitarelli, general contractor, and 
Edwin C. March, sales engineer for the Connecticut Lumber Co. 
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home with the help of the Uon- 
necticut Lumber Co. is 4 
“pleasant and trouble-free ex. 
perience.” It points out that 
financing, planning, materials 
and construction labor can all 
be arranged through the firm’s 
Home-Planning Service. 
Newspaper display advertis- 
ing in the Waterbury papers 
carries on this same theme with 
particular emphasis on brand 
name materials, prompt delivery 
and expert technical assistance. 
Right from the time the con- 
tract is completed through the 
construction of the house, one 
of Connecticut’s home building 
engineers remains in touch with 
the job to help solve any prob- 
lems and guarantee satisfaction. 
Since about 50% of the homes 
are owner-built with the help of 
neighbors or relatives, this con- 
struction service is an important 
feature. Without it, Mr. Tre- 
maglio admits, the whole plan 
would collapse. Three outside 
salesmen, each capable of build- 
ing a house himself, visit these 
jobs in a consultive capacity. 
“Our real service,’ explains 
the Connecticut president, ‘“‘be- 
gins after the materials are de- 
livered. That’s when the cus- 
tomer is really sold.” 
The firm’s Home Planning 
Center occupies an area just off 
the display room, where the 


home prospects can relax in 
comfortable chairs, look 
through books’ of _— standard 


house plans or large-scale draw- 
ings of Connecticut’s own plans 
and several of its model homes 
built to scale. Walter Brothers, 
director of the Home Planning 
Department, handles the pre- 
liminary screening of appli- 
cants. For technical advice and 
assistance, the applicant is 
turned over to one of the home- 
building engineers. A complete 
record card is kept on each ap- 
plicant indicating his place of 
employment and telephone »um- 
ber; whether the inquiry was in 
person or by phone; subjects 
discussed; current status of 
prospect; when to call again, 
etc. 


The Connecticut Lum>er 
Company’s engineered low-cost 
homes are now in their seventh 
year. The basic engineering 
work was done by A. Michael 
Tremaglio, secretary of the firm. 
A third brother, P. J. Tremag- 
lio, is vice-president. 
(continued on page 176) 
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MAZING! 


Grueling Tests Prove the new BOR-N-SET 
the Most Amazing Lockset in the | 
Low Priced Field on the Market Today. 


THIS GREAT new self-aligning cylindrical lockset was installed in a 134” door and subjected to the 


most severe tests that could be devised to determine how long it could last. 


Bor-N-Set proved its 


ability to stand up under extremely long use, and to forgive any sins the installer might commit. 
Read what is said below about this great series of new self-aligning cylindrical latchsets and locksets. 


and when you BUY ... Buy 
ZY 
BOR-N‘SET 
LOOK FOR THE LABEL WITH 4 THIS TRADE MARK 


Read this Amazing Read what one 


Affidavit of the West Coast's 
Large Builders says 
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No. 300 
Bathroom & 
Bedroom Locksets 


Designed for use in the 
economy-type residential 
home, the BOR-N-SET, 
Latchsets and Locksets 
are made only of Brass, 
Steel and Aluminum. 
Installation is quickly 
made by boring just two 
holes. The set automati- 
cally aligns itself in the 
door. There is no greater 
lock than BOR-N-SET in 
the low-priced field! The 
BOR-N-SET series _in- 
cludes a lock for every 
door in the home. 


Already approved and 
selected for use in some 
of America’s largest 

















building projects. 





‘HOLLY MADE HARDWARE MFG. CO. 
| 1865 EXPOSITION BLVD., LOS ANGELES 16, CALIFORNIA ¢ CANADIAN FACTORY: 22 RIPLEY 
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$1,000,000 Worth of Budget Homes [continued] 


ONE OF FLEET 
of Connecticut 
Lumber Co. 
trucks used for 
prompt deliveries. 
T his double-pur- 
pose truck has fa- 
cilities for carry- 
ing extra long 
pieces of lumber 
and molding. 





PLEASE CHECK BELOW AND RETURN THIS CARD 


FOLLOW-UP 
POSTCARDS 
like this one are 
sent to prospects 
whose record in- 
dicates an inter- 


ooowo 


est in a 
home. 


new 


Address 


Yes I plan to start building this summer. 

I plan to build next spring. 

I require additional information about building a new home. 
I have or am now building my home. 

I have given up the idea of building. 


Any zs ei you may = to =e 


rm, L WHITE. 
/22 Low 
city WATERBO R¥ 


HAve- 
Phone & = 





Customer can examine cost breakdown like this one for 


three-bedroom model. 


Home prospects like to know 


what the over-all cost of their new 
home will be. Estimates of these 
costs are provided by the Connecti- 
cut Lumber Co. Below is the esti- 
mated breakdown for the ranch- 
style, three-bedroom house. Addi- 
tional charges, the prospect is told, 
will include the lot, connection of 
water sewerage lines, contractor’s 
5% profit, electrical fixtures, state 
sales tax and incidentals. 
Lumber and hardware......... $3,000 
Includes all framing material, all 
exterior finish such as clapboards or 
wood shingles; cornice and moldings, 
210 lb. Thickbutt asphalt shingles; all 
inside trim, interior and exterior doors, 
hardwood floors and floor of %” thick- 
ness for kitchen and bath (to receive 
linoleum which is furnished by the 
owner), medicine cabinet, ironing 
board and all material for kitchen 
cupboards; finish hardware, flashings 
and nails, all in accordance with ma- 
terial list on file in our office and sub- 
ject to your examiation. 
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Cappemtey THNOF ..icccccsccccs $1,400 
Includes all carpentry to erect said 


house, including kitchen cupboard 
work. 

Excavating (approximately)...$ 100 
I gre crc ae aos cuore uae 1,450 


This includes 12” Redicrete blocks 
flushjointed inside, a %” coat of ce- 
ment parging underground plus a coat 
of Carey Ebontex waterproofing, ce- 
ment stucco above grade, a concrete 
footing 12” x 24” for the walls; 24” 
square x 12” thick for the lally col- 
umns and 30” x 36” x 12” thick for 
the chimney. Chimney of cinder 
chimney block or common brick, 8” x 
8” flue, cleanout door and thimbles, 
front and back stoops of concrete as 
shown on plan, also a 3” concrete 
floor in cellar. 

i 3 gaat eae sel $650 

Includes all plaster materials, Rock- 
lath, cornerites, corner beads; also a 
2-coat plaster job, 1 neat and 1 finish 
and all labor for application of same. 
DT «s6sccssbeanoneedsved $250 

Includes 38 outlets placed at the 
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owner’s instructions, plus connection 
of service of 220 volts and chime 
wiring. Fixtures not included. 
Painting (approximately)....... $400 
Includes a three-coat job in kitchen 
and bath; two-coat job on al! trim 
and doors and two-coat job on ex- 










terior. Charge includes both materials 
and labor. 
ee ee ae ee $850 





Using a Duo-Therm gravity oil- 
fired system, No. 340-7T; the second 
floor has two dead wall stacks for 
future heating of the two rooms. The 
system is equipped with automatic 
humidifier and 275-gallon storage oil 
tank in the cellar; also a 30-gallon oil- 
fired domestic hot water unit. 
NN occas coccinea nein ews $850 

Includes three fixtures in the bath, 
shower head, shower rod and pins. 
Also a combination sink and_ tub 
dropped into the counter in the kit- 
chen, connection with domestic hot 
water. All finish plumbing to five feet 
beyond the cellar wall. 














$8,950 














GUIDANCE 
EVERY STEP 
OF THE Way! 















OF COURSE YOU CAN BUILD NOW! 


Wath cur Package Material Mortgage Financing Plan, .f 1 
owrver can do all ‘the work necessary to complete the horne oF 
provide for the somm, we extend credit to bins for cil the ma 
teriaix ta de the job 
in the meuntime we 
institutions ond help w & detacts in secure 
mortgage for the homw tuiider Thus there cr 
mo waiting periad. Work can begin at once 


BUILD THIS ATTRACTIVE TWO-BEDROOM CAPE COD! 





























HOME PLAN €.1) 
ONLY $2,750 FOR LUMBER AND HARDWARE! 






Connecticut Lumber Co.. Inc. 
Ideas . Plans . Financing . Building Materials 
1290 HIGHLAND AVE WATERBURY Te 3578 


enna 
















REGULAR NEWSPAPER ADVERTIS 
ING in the Waterbury American 
shows the prospect what the inside 
and outside of one model home |ooks 
like; promises the customer “guid 
ance every step of the way.” 
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WHEN 3 SELL BETTER 


INSECT 


(oilland, WIRE 
_ SCREENINGS 


Triple your chances of making 
a sale by stocking all three Cortland 
Brand Insect Wire Screenings. Pre- 
ferred by homeowners because it 
comes in three popular price ranges, 
gives years of service, insures a 
better screening job. Meets U.S. 
Department of Commerce, National 
Bureau of Standards’ specifications. 
In 18 x 14 mesh, 24” to 48” widths, 
100 linear foot rolls. Extra wide 
widths also available. 


Due to material shortages, you may 
not be able to get immediate de- 
livery on all types of Cortland 
Brand Wire Screening. However, 
place your order now — we'll supply 
your jobber as quickly as we can. 


Cortland GRAY-WICK Popular all- 
purpose wire screening. Doubly pro- 
tected against corrosion by electro-zinc 
galvanizing and “glare-proofed” 
enameled finish. 


Cortland BRONZE Rust-resistant. 
Unaffected by weather, salt air, acids, 
gases. Stronger, longer-lasting than 
copper screening. Bright or dark bronze 
“antique” finish. 


Cortland ALUMINUM wWon’t rust or 
stain because it’s made of aluminum 
clad wire. Strong and durable. Weighs 
less than half as much as steel insect 
wire screening. 


FREE MERCHANDISING KIT! 


Contains colorful streamers and folders to 
identify your store as f 
Wire Screening Head- 
quarters. Also Poultry 
Netting, Nail and Brad 
window streamers. Send 
for your kit today! 


‘WB 
WICKWIRE BROTHERS, 
Cortland, N. Y. 


¢ POULTRY NETTING 
© HARDWARE CLOTH 
e NAILS & BRADS 


INC. 





FIVE-PANEL DOOR is being installed in this two-car garage by Charles Theroux 
while Andrew Ciccio, a J. E. Smith employe looks on. 


Bored 
oe a ee 
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FOUR OVERHEAD DOORS were installed this summer at Watertown’s new fire 
department headquarters. The commercial and industrial market is a good one. 


Good Garage-Door Business Here 


Garage door business can be 
big business. J. E. Smith Lum- 
ber Co., Waterbury, Conn., does 
a good job selling both garage 
doors and garages by using 
newspaper advertising and live 
store displays. 

Here are some pictures show- 
ing two installations of wood 
garage doors. 


The door for the private two- 
car garage has five panels and 
is 15 feet wide and seven feet 
high. Commercial buildings of- 
fer a good garage-door market. 
In the second picture four over- 
head doors are being installed 
in Watertown’s (Conn.) new 
fire station. Each of these units 
is 12x12. 


. c 
September 8, 19052, AMERICAN LUMBERMAN & 











enn 


Can you $ell 


is window < 
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O ITgives you an average gross 
protit- ranging up to DOhf, more 
than sther Types of Windows |! 








1eroux 


2) Its installed cost is equal to or 
lower tthan that of sSther WirAdews | 


3 It has plus selling advartages galore! 


Get the facts about the truly exceptional sales 
and profit opportunities offered by the 
RUSCO Fully Pre-Assembled Prime Window 


No, we’re not selling blue sky—just plain, hard facts. Dealers in every part of 
the country have found this to be true, much to their profit. 


YOU MAKE MORE MONEY ON RUSCO PRIME WINDOWS because 
your profit is figured against a complete job. The Rusco Prime Window is 
pre-glazed, pre-painted, completely fitted with hardware and surround. The profit 
for glazing, painting, attaching hardware and the surround goes to you instead 
of somebody else. When you sell conventional windows, you miss out on some 
| or all of these profits. 

u YOU SELL COMPETITIVELY against the cheapest windows on the market 
because on an installed cost basis—which is what the builder is interested in— 
Rusco can more than hold its own. You can prove this to any builder with our 
“show me” cost comparison charts! 











sw fire 
yd one. 




















We'll be glad to have a personal representative give you the full 
g ave a p P give y 
facts. Just mail the coupon . . . now. 
two- 
s and HOT-DIPPED GALVANIZED  aapateapuasuainentennapiuebenpeesesindesiesimeasageaeeat 
. feet THE F. C. RUSSELL COMPANY, Department 7-AL-92 
f. PRIME WINDOW | Cleveland 1, Ohio 
a5 0 j | in Canada: Toronto 13, Ontario 
A} ket. : COMES FACTORY-PAINTED, FULLY ASSEMBLED, READY TO INSTALL Gentlemen: 
over- GLASS « | want to know more about the Rusco Prime Window. 
- ‘led earache pen | Please have your representative call. 
at BUILT- ATHERSTRIPPING MO y/ | 
, 7 Ns 5s Sconce hers are eee oer ae Gata eee 
nts INSULATING SASH (optional) ALL I WE UM 2 | port 
1 S Ae ee RN ar eS SRN SN SURED sR ORES TENS Pee ae Care Tien 
ses ee eonnvehapcens | SE aR ae eR ay eT eS, Ae Zone ...... 
WOOD OR METAL CASING OR STEEL FINS | | re ee Per ere or a eT 


> £ PRP ” 
An O BuiLpinc Propucts MERCHANDISER 183 





HELP THE HOMEOWNER . . . STEP UP YOUR PROFITS 


Insulation Goes 


Just a few years ago the 
homeowner who applied his 
own insulation was a rare bird 
indeed. The professional con- 
tractor installed the insulation 
in his new homes and during 
remodeling and that was that! 

Today the picture is changing 
rapidly and amateur application 
of insulation is accepted by both 
the dealer and manufacturer as 
a significant trend. And they 
point to two fields especially 
where the non-professional is 
applying insulation: 

“Sweat - equity” homes. In- 
stalling insulation in a new home 
was virtually impossible until 
the shell or sweat-equity home 
came along. Now the amateur 
can apply his own insulating 
sheathing on the outside and any 
type of insulation in the walls 
or ceilings. Batt and blanket 


184 


“Do It Yourself” 


HOME OWNERS 
are applying a grow- 
ing percentage of 
the fill insulation. 


Home owners find it easy to install insula- 
tion when remodeling and completing their 


“sweat equity” homes. 


insulation can be installed with 
a stapler in a short time at a 
considerable saving for the 
homeowner. 

Home Improvements. When 
the homeowner finishes-off his 
attic the application of insula- 
tion often proves to be one of 
the easier parts of the job. All 
sizable remodeling jobs expose 
the structure of the building and 
the insulation may be readily 
installed. 

When you sell the homeowner 
directly he usually wants to see 
all the kinds and forms of insu- 
lation now available. The brief 
review that follows may be help- 
ful in checking your stock for 
completeness and training new 
sales personnel. 

Loose Fill Insulation 

Fill insulations are bulk mate- 

rials which are usually sold in 


bags. Various types may be 
packed, poured or blown into 
open framing members. There 
are three main types: mineral 
wool, wood fiber wool, and ver- 
miculite; and they are normally 
used in floored or open attics, 
and wood, stucco, and brick ve- 
neer walls. 
Blanket Type Insulations 

Blanket insulations are flex- 
ible insulations over 49 inches 
in length, manufactured to 4 
controlled thickness. They are 
made from mineral wool, wood 
fiber, cotton, etc. This type 1s 
usually installed where large 
areas require insulation. ‘They 
are used in sidewalls of tiew 
buildings, attics and roofs, and 
in remodeling work where an 
extra room is added to the home. 
Batt Type Insulation 

Batt insulations are similar to 
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blonkets except that they are 
48 inches in length and under. 
2.tts and blankets are inter- 
changeable in all areas, depend- 
ine on customer preferences. 


Insulating Board 


nsulating boards are made in 
sheets and are compressed to 
provide strength and durability, 
in addition to their insulating 
qualities. They are designed to 
sheath a home, cover interior 
walls or as a plaster base. 


Reflective Insulation 


Chis type of insulation usually 
consists of aluminum - coated 
paper foil or polished sheet 
steel, possessing a high degree 
of “reflectivity.” The metallic 
surfaces actually reflect the heat 
radiations and keep a home 
warm in summer, cool in winter. 

Another natural for the do-it- 
yourself market, foil insulation 
is also applied with a stapler, 
and it goes up very fast. Its 
lightness, ease of handling, and 
stretchability (in the case of 
the pleated type) make it a 
favorite with many home own- 
ers. It will span any stud width 
and can be easily cut and ad- 
justed to fit odd openings. Like 
rock wool batts and blankets, 
foil can be used for both ceil- 
ings and sidewalls. 


DEALERS—for a 3-page, step- 
‘y-step story on how easy it 
‘ to install insulation, see the 
“all, 1952, Issue of Home Main- 
tenance and Improvement maga-, 
4ine. You’ll find in it the details 
on how a Wisconsin accountant, 
‘“imer Gollnow, did all the work 
Oo! putting blanket insulation in 
‘us home. If you haven’t seen 
‘is article, you are missing valu- 
able tips and inspiration of the 
ind that brings the consumer 
trade straight to your store. And 
'f you haven’t yet seen a copy 
of this magazine, then write the 
American Lumberman today. 
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BLANKET in- 
sulation is pre- 
ferred for 
large wall 
areas. 














BATT type 
insulation is 
convenient 
for the ceil- 
ings. 







FOIL insula- 
tion is one of 
the newer 
products. 










INSULATING 
sheathing of- 
fers the econ- 
omy of a dou- 
ble-duty ‘prod- 
uct. 


INSULATING 
board is also 
available as a 
plaster base. 
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Insulation Sales Ideas... 


Use Photographs 


Jim Gee, shown on the right, employs 
photographs of actual installations to 
show homeowners how insulation board 
products can be utilized for low-cost attic 
conversions. The Gee Lumber and Coal 
Co., Chicago, Ill., advertises weekly and 
pushes sales by using manufacturer’s 
product literature. They also maintain 
a free “construction service” to assist 
customers in planning their remodeling. 
Free yard sticks are given en all calls to 
the homes of prospects. 






Display up Front 


The Norwich Lumber Co., Norwich, Conn., posi- 
tions their insulation displays near the front of 
the store so they will be seen by the major por- 
tion of customers. They have a continuing adver- 
tising schedule in the local newspaper on insula- 
tion and stress thoroughly trained sales personnel. 








attic joists. 


Install a ''Do-it-Y ourself" window 


The W. C. Buchanan Lumber 
Co., Sioux Falls, S. D., features 
the install-it-yourself angle in 
their windows that show insula- 
tion poured between the 2 by 4 
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© WINDOW SHP 
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Try an Action Display 


Five contracts for rockwool insulation for new 
homes were figuratively pulled out of two gold 
fish bowls by the Ralph V. Edwards Co., Duarte, 
Calif. The two bowls, one protected from the rays 
of a 250 watt heat lamp by a four-inch layer of 
rockwool’ and the other unprotected, were dis- 
played in the firm’s window. 

The water in the left-hand bowl is so hot that 
steam can be seen rising, while the bowl on the 
right, protected by insulation, is filled with live 
goldfish and water plants for the temperature 
remains at a comfortable 70 degrees. 





The same theme is also ‘sed 
in both newspaper and radic ad- 
vertising. Buchanan sponso's 4 
15 minute newscast three ties 
a week between 7:15 and 7:30 
A.M., aimed to reach the iarm 
trade at the breakfast table 
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Che J-XXL Furniture Company, Ine. 


Manufacturers of one of America’s Finest Lines of 
Hardwood Kitchen Cabinets and Bathroom Lavanitys 


ANNOUNCES THE OPENING 


of its 


New Eastern Branch Plant 


and Regional Sales Office 


I-XL Eastern Furniture Co., Ine. 











O serve you better with the latest in modern cabinets for the 

kitchen and bathroom, the I-XL Furniture Company proudly 

- presents for your convenience its new manufacturing and sales 
: facilities in Woodbury, New Jersey. These have been established 
to meet the growing demand for I-XL products and to maintain 

I-XL’s 98-year-old reputation for real service. The new plant is 

located across the river from Philadelphia and its fine transporta- 

tion system. This means that now, more than ever before, you are 

assured of prompt efficient delivery . . . from a source near you! 


In addition to the new plant at Woodbury, the main plant at Goshen, 
Indiana has expanded and improved its manufacturing capacity. 





I-XL Kitchen Cabinets 


Hae Goshen. Indiana Woodbury. N : 
Bee (Main Plant and Executive Offices) ten hae ant tt 
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The I-XL Furniture Company, Inc. 1-XL Eastern Furniture Co., Inc. 


(Eastern Plant and Regional Sales Offices) 
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HELP THE HOMEOWNER .. . STEP UP YOUR PROFITS 








AMERICAN FACTORS LTD., Honolulu, Hawaii, concentrates all their floor coverings in this 
orderly, attractive display. Note the customer chair and easel for viewing samples. 


Sell More Floor Coverings This Fall 


New colors and designs .. . ease of installation and main- 


tenance .. 


“What we are striving to 
achieve is to make hard-surface 
floor coverings of wider use in 
the home. Designs are impor- 
tant, but color is being given the 
weight because we feel that 
there lies the appeal to the cus- 
tomer.” 

The speaker was an executive 
of a leading manufacturer and 
his comment was made at a ma- 
jor market showing as scores of 
mills announced their new fall 
lines. 

The new colors are clean, clear 
decorator shades. Slate gray and 
pearl gray, for example, were 
being featured but there is a 
market trend toward beige with 
green. Also popular at the show- 
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ings were gold and yellow, the 
latter very clean and combined 
with gray black. 

Other style trends. The new- 
est felt base rugs are designs 
that copy hooked and old-fash- 
ioned rag rugs, plus a new devel- 
opment in tone-on-tone style 
with a flower pattern. Floor tile 
in 9 x 9 linoleum is now available 
in an excellent reproduction of 
a natural hardwood floor. 

Coverings for every use. As- 
phalt, rubber, plastic, linoleum 
and cork are the major types of 
floor coverings and each will fill 
the customer’s specific needs. 
Asphalt is still the only floor 
covering that can be laid directly 
on a concrete floor in contact 


. are features of products just announced by 
manufacturers. 


with the ground. Rubber tile is 
recommended where traffic 1s 
severe and extreme durability 1s 
required. 

The newer plastic tiles are also 
highly wear-resistant and they 
require a minimum of waxing. 
Linoleum tile is an old favorite 
of many and is being constantly 
improved in quality. Cork tile 
has both insulation and sound- 
quieting qualities and is o ten 
used in both homes and commer- 
cial interiors. 

Sell Beauty. The apparent 
beauty of today’s floor coverings 
in their smart new colors and de- 
signs can be stressed in all your 
sales presentations. Color slides 
of completed installations are es- 
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LETTING THE CUSTOMER design their-own floors is a 
feature of this asphalt tile display at Rose Bros., Cincin- 
nati, Ohio. Prices are conveniently posted on the display. 


pecially effective and many deal- 
ers have slides that cover every 
type of room. Economy is still 
another feature that should 
never be neglected in these 
times. Tell your customers how 
reasonably priced the floor-cov- 
erings are and suggest self- 
installation if you meet sales 
resistance on price. Many dealers 
comment to their prospects that 
they can save 50% by applying 
their own floor coverings. 

Carry a complete stock. The 
emphasis by manufacturers on 
hewer designs and colors is a 
good tip-off that you should 
Maintain an adequate inventory 
of types, colors and designs. Cus- 
tomers will expect to see the 
newest products in your show- 
room. Remember that national 
advertising by these manufac- 
turers will create pre-sold cus- 
tomers but you must have what 
they want. 

Display the products. Manu- 
facturers will make available to 
you bright, attractive merchan- 
dising tools that will hold sam- 
ples, reprints of national adver- 
tising and illustrations of com- 
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pleted rooms. Floor coverings, 
surprisingly enough, are fre- 
quently “impulse” sales items if 
properly displayed. Many deal- 
ers also build their own more 
elaborate displays for still great- 
er selling punch. Demonstra- 
tions, especially on a Saturday, 
are growing in popularity for the 
“Do-it-Yourself” customers. If 
you plan such a demonstration 
be sure and let the public know 
with local advertising well in 
advance of the special event. 
Advertise, too. The dealer’s 
strongest competitors for floor 
covering business are the large 
mail-order chains that advertise 
regularly in the newspapers of 
your community. They never let 
the prospects forget for a mo- 
ment that they have these prod- 
ucts, frequently at low sales 
prices. You can advertise price, 
too, just as they do on irregular 
stock and discontinued colors 
and patterns. But your best lev- 
erage is the public acceptance of 
the familiar, nationally - adver- 
tised brands that you handle. 
That floor coverings can be 





WOMEN HAVE HAD a tremendous influence on the new 
colors and designs of all floor coverings. They frequently 
have the skill to apply tile with professional results. 


promoted as a profitable de- 
partment is evidenced in the 
case history of Ernest E. Nail- 
or, owner of the Nailor Lum- 
ber Co., Port Angeles, Wash. 

Just four years ago, Nailor 
made his first flooring installa- 
tion. Now this firm has four 
full-time mechanics handling 
linoleum and wall-to-wall car- 
peting jobs. Almost one-third 
of Nailor’s recently completed 
display room is devoted to floor- 
ing goods. 

Special display fixtures are 
available so that the customer 
can make his own selection of 
patterns. The firm advertises 
its flooring department exten- 
sively and operates a truck ex- 
clusively for this department. 

Nailor believes that the deal- 
er is in a perfect position to 
sell floor coverings since his 
sales room is the first stop of 
the customer interested in re- 
modeling or building. 

For a complete story of Nail- 
or’s floor covering department, 
read “Floor Covering Special- 
ist” in a forthcoming issue of 
AL&BPM. 
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THE SMALL HOME BUILDER has been doing a terrific 
housing job over the years, even though operating some- 


times on a small profit margin and under the competitive 


bid system. As 


long as you can give him leads and 
package prices he'll keep coming back. 


These Short Cuts Slice Construction Costs 


By GUS MEISSNER 


VETERAN of over 40 years in the 
light construction industry, technical 
consultant, and author of several 
previous articles in AL&BPM on es- 
timating and construction supervision, 
Gus Meissner is one of the country’s 
leading authorities on dealer and 
builder problems. Though mainly en- 
gaged by various retailers and manu- 
facturers as a consultant, he still 
keeps in close touch with home build- 
ing in his area—Hot Springs, Ark. 
This present series of articles, he 
writes, is the outcome of a desire 
to catch up with newer techniques 
and short cuts now being field-tested. 
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Here are the latest practical time-and-labor 
saving techniques from an industry authority. Since 
the small builder is still your No. 1 customer, any way 
vou can help him will also help yourself. 


The measure of construction 
time is man hours. Today’s 
small home builder is doing 
everything he can to cut down 
on his construction time—with- 
out reducing his quality. More 
than almost anything else he 
loves the short cut, but he won’t 
take just any old short cut—it 
has to be field-tested and proven. 

Some of the things the builder 
is always on the look-out for 
are these: 


quicker scaffolding methods 
new uses for spray equip- 
ment (mothballing) 
pneumatic devices 
frost damage control 
more economical heating 
and air conditioning 

e good mechanics 


From the architect and the 
engineer the builder is getting 
more ideas; others he simply in- 
vents himself. He’s giving the 
“floating slab” a work-out, tim- 
ber connectors and trussed roofs 
a thorough trial, and where old 


framing practices slow him 
down he’s eliminating them. 
He’s lopping seconds off a cut- 
ting operation here, a nailing 
technique there — and _ building 
stronger frames while doing it! 

Yet, despite all his stream- 
lining he’s the same old builder 
in one respect—he still observes 
certain basic principles thai re- 
main unchanged. 

This much I learned quickly— 
and it didn’t reduce my rexpect 
for old timers (like myself, for 
instance) one bit. 


The pre-planner 


If he’s anything at all, he’s 
a pre-planner. He long ago 
learned that to get the right 
materials in the hand of the 
mechanic at the right ‘ime 
means a careful job of synchro- 
nizing. 

It also means less on-the-job 
use of the blueprint—at least as 
far as the carpenter or work- 
man is concerned. The work- 


. : = 
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Marlite Hi-Gloss and Woodpanel 


mean Yd dwusiness this fall! 


| TEAM UP with these two great new Marlite plastic-finished 
| panels and double your markets, double your profits during 
| the coming building and remodeling season. 


RECOMMEND Marlite Woodpanel in authentic reproductions 
of fine, fully-finished wood grains for beautiful, economical 
dens. libraries, living rooms, recreation rooms, offices, wait- 
ing rooms, bars, lounges, etc. 

SHOW your customers new Marlite Hi-Gloss, a high-quality, 


low-cost panel in Plain, Horizontaline, and Tile Patterns, 
for 


ating carefree kitchens, bathrooms, dinettes, utility 
roonis, laboratories, rest rooms, operating rooms, etc. 

LAUNCH a Marlite promotion in your area. Take advantage 
of the pretested radio spots, ad mats, direct mail campaigns, 
displis s, and full-color literature; display Marlite in your sales- 
room, use satisfied customer installations to sell more Marlite. 





Take advantage of 
a ready-made market 
for versatile Marlite! 


= 
BUILDING Propucts MERCHANDISER 


























BATHROOM DESIGN BY EU 


MARLITE 1S NATIONALLY ADVERTISED 


During the next three months a powerful adver- 
tising campaign will presell Marlite to millions of 
potential customers. Inquiry-pulling ads are ap- 
pearing in BETTER HOMES & GARDENS, AMERICAN 
HOME, COUNTRY GENTLEMAN, SMALL HOMES 
GUIDE, POPULAR MECHANICS, HOME MAINTE- 
NANCE & IMPROVEMENT, THE FAMILY HANDY- 
MAN, AMERICAN MOTEL, BETTER THEATERS, 
CHAIN STORE AGE, INSTITUTIONS, PROGRESSIVE 
GROCER, AMERICAN BUILDER, PRACTICAL BUILDER, 
and ARCHITECTURAL RECORD. 

Tie your local advertising to this fall program 

.. and make the most of Marlite. New catalog, 
new Hi-Gloss and Woodpanel full-color folders are 
ready now. See your Marsh Representative or 
write MARSH WALL PRODUCTS, INC., Dept. 941, 
Dover, Ohio. Subsidiary of Masonite Corporation. 


PREFINISHED 


WALL and CEILING PANELS 
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The ONLY 
full line of papers 
for every job! 


Ir is possible, of course, to “get 
by” with one building paper to 
meet a wide range of construction 
problems. No one paper is going 
to be the best for every job you 
have to do nor is it in keeping 
with the best economy. 

Only Richkraft can give you a 
full line of building papers from 
which to choose the right paper 
for every job. Select the Richkraft 
paper suited to your needs and 
use it on the job. You get the 
highest quality and you get it all 
from one source. 









2 


j 
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j 
| 


Ab poe 


a) Sheathing Paper—a breather sheet 


not a vapor barrier. 


@ Richfex Reflective Insulation pro- 


vides a vapor barrier and stops 
over 75% of heat rays striking it. 
Skuf-pruf, Plasticized Medium, Med- 
ium and Duplex papers can also be 
used here as vapor barriers only. 


3 ] Sheathing paper under roofing — 


Richflex Reflective Insulation over 
joists. 
Richkraft Medium—over subfill. 


5 ] Duplexes and Sheathing under 


wood floors. 


6 ) Richkraft Skufpruf for curing con- 






crete floors. 


Inside, use Richbead to give metal 
protection to both interior and 
exterior corners and prevent 
banged up corners. 











Architects—_—- - - the new Richkraft 
= A.1.A. File giving 
Builders— complete details on 
Contractors— Richkraft products all 
in a handy, standard 
Ask for file folder. 
_ tober r 
| THE RICHKRAFT CO. | 
510 N. Dearborn Street 
| Chicago 10, Illinois re eer ] 
Gentlemen: | 
| Please send me complete details on: (AL) 
| Richbead (1) | 
Richflex Reflective Insulation [] | 
| Richkraft Reinforced and Breather Papers [_] 
| Name | 
| Address | 
| Town Zone State | 
a ] 
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These Short Cuts Slice Construction Costs (continued) 











Part | of a series by AL&BPM's technical consultant on today's sma! 
Forthcoming issues will contain a check list of the 
builder's basic tools, short cuts in site preparation, form work, and 
slab pouring, plus a pro-and-con discussion of basements and founde- 
tions. Don't miss the succeeding articles on framing, roofing, and 
finishing, with tips on how to save time at every turn—all part of a 
ee analysis of improved house-building methods. 


home builder. 


over-a 


care of AL&BPM. 


picture of how the small builder (your best — operates, 
this series is a must. And for those readers who would li 

to specific building problems or further information not covered in 
this series, the author invites them to address their letters to him in 






For an 





e answers 











sheet is now his guide, not the 
blueprint, which is more for 
office reference. 

Cutting schedules which list 
every framing piece up to and 
including blocking, and work- 
sheets, which detail every floor 
or ceiling piece, are finding par- 
ticular favor with the volume 
builder. They are just one 
more example of how no detail 
is overlooked in the effort to 
insure more efficient operation. 
Utilities! 

The smart builder gets his 
utility lines in early, almost as 
soon as the contract is drawn 
up. He needs electricity to run 
his power tools, water for his 






concrete, 
pipe lines. 

If the site is beyond city or 
suburban limits, he rents or 
buys a portable generator. He 
calls a well driller for water, 
and he has pump, tank, and 
pressure controls installed as 
soon as the well is ready for 
them, even if it means building 
a shack to keep them protected. 

Where gas lines are unobtain- 
able, he installs a butane or pro- 
pane tank, underground if nec- 
essary. Pipes have to be laid 
before concrete work begins, 
and they have to be checked for 
leaks. 


One of the builder’s first con- 


gas for testing his 






































Small Home Builder's Check List—Ground Tools 
ITEM NO. REQ. SIZE 
[] Wheel barrow 1 std. 
[1] Steel oil drum (for water barrel) 1 30 gal. 
C] Water hose 1 50 ft. 
(] Pick 1 std. 
(J Shovel (short handle) 1 std. 
[] Round shovel 1 std. 
[] Rake 1 std. 
[] Hoe (mortar) 1 std. 
[] Wrecking bar 1 18” 
[] Crow bar 1 A’ 
[] Sledge 1 5 Ib. 
[] Axe (double bit) 1 std. 
[] Hatchet 1 std. 
[] Galv. pail 2 10 qt. 
C) Sledge 1 5 Ib. 
C] Broom 1 std. 
(0 Stakes for layout 24 1”°x2"s20" 
(0 Water keg (drinking) 1 5 gal. 
(C1 Batter board Ibr. 24 pe. 1”x4”x30” 
(0 Batter board stakes 10 pe. 2”x4”x30” 
Mortar box (metal) 1 3’x5’ 
(1 Mortar board 1 80” sq. 
(] Sand screen 1 2’x4’, %” mesh 
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3 AUTO-LOK is the pay-off 
window! Sells on sight! The 
his greatest advance in window 
design in over 30 years! 
Easy to handle. No parts to 
Vv or lose. Quickly available. 
: Priced to sell. 
5 Or 
He § 
ater, § 
and f Guilder... 
1 as 
- for installing the window 
din women want most adds sales 
g appeal to new homes. Easiest 
cted, 4 to install — delivered 
ine \ completely assembled! 
tain AYN P 
- pro- 
nec- 
laid 
eins, perchitect... 
d for most prize winning 
home designs have modern 
, con- awning windows! 
Home Owner... 
_— protects home resale value 
with lifetime windows. 
ms _ Enjoys the perfect window 
for every climate, with all 
these exclusive features... 
Put an Auto- Lok sample 
on your sales floor. 
\ 3-minute demonstration will 
convince you that AUTO-LOK 
SELLS ON SIGHT! 
y Lud — the greatest national 
advertising program in wood 
window history is under way 
to help you sell AUTO-LOK. 
‘sh 
aa 
cAN O :' 
[AN BUILDING Propucts MERCHANDISER 





boy Oi 


FEATURES 


TIGHTEST CLOSING...10 times 
tighter than ordinary windows! 


—“ PATENTED AUTOMATIC SELF- 
eo LOCKING on full weatherstripping 





EXTRA SAFETY-LOK 
\ doubles security 





XN FRESH AIR NITE-VENT 
| ventilation plus protection 











ROTO-TYPE OPERATOR...no 
interference with drapes or blinds 


PERFECT VENTILATION... 
even while it’s raining. 


| NN Opens widest — to almost 90° 














.. PRACTICAL BEAUTY 
== : narrow, graceful lines 








‘ —— CONCEALED HARDWARE...no 
unsafe, unsightly mechanism 


FINGERTIP CONTROL... precision 
built, rustproof, self-adjusting 


TIGHTEST CLOSING WINDOW. 
Ever Wade 


EASIEST TO CLEAN... outside 
from the inside, top sash too! 


SEALS ITSELF SHUT 
‘LIKE A REFRIGERATOR |" __ 


. 


{ 
INSIDE SCREENS AND STORM SASH | 
jvst flip the clips to change | 
{ 
$ 


cqrsogpesengaganatannee nese 





MALL THIS COUPON 





LUDMAN Corporation 

Box 4541, Dept. AL9, Miami, Florida 
Please send me, without obligation, the booklet, ‘‘WHAT IS 
IMPORTANT IN A WINDOW" and complete information on the 
Ludman Products checked here: 

[1 Auto-Lok Wood Windows lama. 
[] Auto-Lok Aluminum Windows 
[] LUDMAN Windo Tite Jalousies 
[] LUDMAN Jalousie Doors 


. » Dealer 
Builder [J 
Architect [] 
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Short Cuts Slice Construction Costs (continued) 


\a., 
¥ 
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: DIBOLL, TEXAS 


COMPANY 


y 4 


* = 


Te, St 
A GREAT MANY BUILDERS never bother with a shed, 
but it does come in handy for tool and materials storage, 
This one is being roofed with 








—_“ 











SOUTHERN DINE LUMBER 





KILN DRIED YELLOW PINE --- END-MATCHED FLOORING --- TIMBERS 


-> GAK FLOORING 


SOUTHERN HARDWOODS 


SALES OFFICE 


DIBOLL ano PINELAND, TEXAS 


MILLS 








as well as pre-assembly. 
15 lb. felt. 


cerns is to get all of his exca- 
vating and trench work done 
at once, which means that he 
needs a supply of ground tools 
for such jobs as the laying of 
sewer pipes, foundation work, 
trenching, and the building of 
forms. These tools should be 
at the site, ready for use. And 
it’s important that they be kept 
in good condition. 

For a list of basic ground 
tools see Fig. 1. 


Millwork 

As soon as the builder knows 
what his millwork requirements 
are going to be, he should item- 
ize them. Then, where items 
are needed, he puts his order in 
early to the dealer, sometimes 
even before ground is broken. 
He requests immediate delivery 
because he doesn’t want any de- 
lays from carpenters or brick- 
layers who can’t go ahead for 
lack of window or door frames. 





Small Home Builder's Check List— Shed Equipment 





ITEM 


NO. SIZE 





Bench vise 
Machine oil, No. 10-20 
Oil can, pressure-type 


Soldering iron 
Solder, paste 
Friction tape 
Extension cords 
Light bulbs 
Fuses 

Elec. plugs 
Stove pipe wire 
Pencils, crayons 
Steel wool, med. 
Turps, thinner 
Alcohol 

Shellac, white 
Paint, white exterior 
Linseed oil 
Brushes, paint 
Brush, paint 
Putty, white 
Rags, waste 
First aid kit 





DOOOOOoOoOoOoOoOoOOOROOOOO0O000 








Carborundum stone (comb.) 


4” 
qt. 

% pt. 
a” 
150 watt 
coil, can 

roll 

25 ft., 50 ft. 
asstd. 

15-30 amp. 
std. 

coil 

asstd. 
carton 


ee ee le ll ee eo el el el el el el 
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A TRUE PORTLAND... 


THE WHITEST WHITE CEMENT 
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““CERTAINLY...we always Keep 





a good supply on hand’”’ 


Your trade knows the good results obtained with Trinity white 
cement. The raw materials are carefully selected—then 
manufactured with painstaking care. More than 200 tests for 
quality are made during each working day. 

Trinity white cement gives a brilliant white. When pigments are 
added it gives purer colors and tints. It is a true portland cement 
that meets all Federal and ASTM specifications. It is continueusly 
advertised to all architects, builders and contractors. 

Keep an adequate stock on hand! 


hin White. 


Meets all Federal and A.S.T.M. specifications 





as snow 


Plain o waterproofed 


A Product of GENERAL PORTLAND CEMENT CO. - Chicago - Dallas + Chattanooga - Tampa -_ Los Angeles 
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Here's Why 
SEAL-FOIL means 
Bigger Insulation Sales! 


* Not an ordinary batt or blanket! Actu- 
ally two great insulations at a price 
comparable to one! 

* Effective against heat loss—plus vapor 
barrier and fire barrier! 

* Lightweight, easy to install—one man 
can install 2,000 sq. ft. in 8 hours. 


In Convenient 16'' and 24'' Widths, 
Flanged for Easy Tacking 











OTHER SEALTITE PRODUCTS 
* ae Supreme white granulated insula- 
ion 
® Sealtite Supreme wnite loose insulation 
© Sealtite Supreme dark granulated insulation 
© Sealtite Supreme industrial insulation 


NOTE! SEAL-FOIL is not just flame-resistant— 
SEAL-FOIL is fire-proof! This great safety fea- 
ture, plus economy and insulating values, 
makes SEAL-FOIL a demand item with Builders, 
Home-Owners, Farmers and Industry every- 
where! 


Mail This Coupon Today 


i 
SEALTITE INSULATION MFG. CORP. { 
Dept. L-9, Waukesha, Wisconsin 


Please send me complete SEAL-FOIL story and ! 


prices. Also, details of your ‘‘Get Acquainted | 
Offer’’. 


eee eee eee eee eee eee eee ee ee ee eee ey 


sachs conuynervemedenesevedaeseceuareen , 

Gs nsatsineiicsiesissice cs ccvdiesesecees i 
—_—_ we ew ewe es ee ee ee ee ee ee ee ae a ae ae aw 4 
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These 


Short Cuts Slice Construction 


Costs (continued) 





THOUGH NOT NEW, the double-headed or duplex nail 
speeds up temporary construction such as form work and 


seaffolding (above). 


In general, 


though, builders are 


not using as many special purpose nails as they should. 
Helically-grooved nails, for example, are said to make an 
unsheathed house frame 4-6 times stronger than one with 


ordinary nails. 


Along with millwork items he 
should include hardware—lock 
sets, butts, louvres, screens, 
screen hardware, etc., plus 
kitchen cabinet sets and sliding 
door sets. He also includes 
garage doors and their hard- 
ware. 

It’s a wise builder who checks 
his inventory for these items 
and re-orders his needs imme- 
diately. 


The shed 


It doesn’t take much figuring 
to see that the builder needs 
some place to put all his tools 
and equipment, his hardware 
and other items. More than 
likely it’s a shed—site-built 
from lumber used over and over 
again. 

A portable shed is not usually 
satisfactory because of its size. 

Shed size is important; it 
should be at least 12 x 24 feet. 
This is usually ample for stor- 
age, with enough room for some 
pre-cutting and pre-assembly as 
well. 

It’s built with regular stud 
walls, rough wood siding, and 
a 15 lb. felt roof. It has a 
— batten door and a pad- 
ock. 


Nails 


One of the best ways to save 
time is to use double-headed 
nails. These have the same 
holding power as the ordinary 
nail, yet allow the workman to 
withdraw them with ease be- 
cause of the extra head. For 
all temporary framing, scaffold- 
ing, form work and the like they 
are the answer. They also mean 
considerable salvaging of lum- 
ber that would otherwise be lost 
through splitting. 


Shed equipment 


Primarily a storage place and 
shelter, the shed is also a work- 
shop. It has a bench of some 
kind, saw horses, power line 
connections, and plenty of shelv- 
ing along the walls. Some build- 
ers use regular stock cabinets 
instead of open shelving. ‘hese 
can be locked if necessary. and 
easily detached from the walls 
upon completion of a job. 

For a list of what these cab- 
inets or shelves contain (aside 
from a bench vice), see Fig. 2. 


Power tools 


Key to the builder’s speedy 
construction methods is his use 
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LOOK TO 
| LOCKWOOD 


For all your 
builder's hardware needs 


Key ‘n knob lock sets of all types, 
for bungalow... or skyscraper. 








Lockwood offers you quality in materials Ball Bearing Door closers with a 2 year 
unconditional guarantee. 


and finish that makes customers come back 





for more. Reports from all sections of the 





country show how customer enthusiasm 


: { Screen and storm door closers. 
over Lockwood hardware has brought in 2 grades, standard and deluxe. 
additional and repeat sales. 
save 
aded ; 
same § Lockwood is a dependable source of 
inary § 
ns : supply. It’s a complete line that covers all 
2 be- | 
ae : your needs from residential building to the 
r¢) - 
. they 
mean 
lum- 
e lost 








largest commercial and institutional 


buildings. 





Write for complete details concerning 















e and 
work- 
some 
> jine 
shelv- 
tuild- 
binets 
These 


Modern line of Night Latches and 
Jimmy-proof locks. 


Lockwood leadership. 





valls 


e cab- 
(aside 
Rig. 2 






ww see our 
HARDWARE MANUFACTURING COMPANY CATALOG 
in 
SWEET'S FILE 
ARCHITECTURAL 


ay Fitchburg, Massachusetts. _ | 
spee 
lis use 
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SELL WINDOWS 
weg lN ROLLS 


Now, a complotdy 
s new 5-roll mere 
ee chandising display 
°S Phamcmgs : “ that moves Sol-O- 
wee 2 BR pas zis" Lite Window Ma- 
‘ i } terials off the floor 
into customers’ 

hands in a hurry. 

co Colorful, compact 

‘| and designed to 

= attract prospective 

customers. Fits 

Hl f ‘O-\Tf right into your 

} plans forother prod- 
uct displays. Prom- 

j inently shows 

' names of products 


| and their rnin | 

titan. 2 uses. A specia 
RUM So cc: Sian brings 
you this handsome 


merchandising 
equipment. 


hal tid 
a reals te 


New color- 
fully pack- 
aged storm- 
windows in- 
crease your 
individual 
sales tre- 
mendously. 
Highly com- 
petitive. $1 
price. 


SEE YOUR JOBBER OR WRITE DIRECT 
FOR FREE DEALER PROFIT PLAN 


SOL-O-LITE 


MANUFACTURING COMPANY 
4301 W. North Ave., Chicago 39, Illinois 





The Only Guaraniéed - 
Mationally Advertited 


RED CEDAR CLOSET LINING 


| BROWN’'S 


SUFERCERAS 


SEAL- PACKAGED 
ALL WIDTHS 40’ 
TO PKG. 


S 

& Our national 

a’ advertising is 

ma currently pro- 

famme thousands 

of customer inquir- 

2 ies which are turned 

© over to our dealers for 

s* follow-up. This interest in 

.) cedar closet lining repre- 

sents a growing and active 

market. Brown's Super-Cedar 

is a fast-moving, profitable item 

as produced by the largest and old- 

Ra est experts in the business. Sold only 

through leading jobbers and millwork 
distributors. 


Write for Builders Folder and Consumer Booklet 








PRODUCT OF 
GEO. C. BROWN & CO., Inc. 
GREENSBORO, N. C. Established 1896 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 





These Short Cuts Slice Construction Costs (continued) 


PRE-ASSEMBLY of headers is 
just one other short cut em- 
ployed by builders. Use of a 
spacer lath between units (ar- 
row) brings header to exact 
thickness. 


of power tools. Standard with 
most builders is the 8-inch elec- 
tric handsaw, which is used for 
nearly all cutting and trimming. 
Other tools which he may elect 
to use are these: portable elec- 
tric drill, bench grinder (with 
disc sander attachment), table 
saw (with dado and shaper cut- 
ter attachments), portable hand 
sander (belt type), and perhaps 
a 6-inch jointer. This last may 
become the builder’s most use- 
ful tool, especially if he turns 
out his own moldings, casings, 
and trim. 


Precutting 


With power tools and a shed, 
whether on the job or off, the 
builder uses pre-cutting and 
pre-assembly. Wall, door, and 
window studs are cut to size 
from schedules and worksheets, 
as are headers, sills, and crip- 
ples. Each is’ immediately 
marked with crayon as to its 
identity. 

Care is taken to see that long 
lengths (studs) are cut first, so 
that the shorts can be used for 
cripples and headers. 


The lowly lath 


Many a small-home builder 
has discovered a new use for an 
old material—the common wood 
lath. It’s connected with his 
pre-assembly of door and win- 
dow framing. When nailing 
headers he inevitably finds a 3” 
space between each member, 
which means that either he has 
to cut special spacer pieces, or 
else he uses lath. Obviously the 
latter method is easier, since the 
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lath is exactly the right thick. 
ness to bring the members flush 
with the studs. 


Up-grading lumber 

Upon receipt of a truck load 
of lumber from the dealer, a 
number of builders find it pays 
to do a sorting job. They don’t 
hesitate to up-grade pieces, 
knowing that this is one of the 
advantages the volume buyer 
enjoys. 

If the builder is set up to do 
part or all of his own millwork, 
he lays aside pieces out of which 
shelving, casings, base shoes, 
coves, hook strips, and stops can 
be cut, either on a jointer or 
shaper-cutter. 

He first determines what his 
rough framing needs are, then 


his finish stock, being careful 


to allow 10% for waste. 

Afterwards these finish pieces 
can be primed or stained and 
stored on racks until such time 
as they are needed. 


Stud spacing 


Although careful of stud 
spacing, he’s learned that too 
much time spent in layout can 
be as wasteful as it is helpful. 
This applies especially to the 
volume builder of drywall con- 
struction, who can reduce the 
number of studs by spacing 
them as near the 16-inch mark 
as necessary, depending on the 
location of partitions. Spacing 
them out an extra inch doesn’t 
reduce wall strength to any de- 
gree, while it does mean the 
elimination of a stud or two. 

By referring to a worksheet, 
the layout man can do his job 
considerably faster than if he 
uses blueprints. He takes off 
his dimensions in terms of rul- 
ning figures, marking the plate 
with lines that indicate stud 
edges, not stud centers. 

Where once he used « steel 
square or folding rule for lay- 
out, he now uses a tape measure, 
since all dimensions are in rul- 
ning figures. 

Even if the small builder pre 
fers the old way, he can stil 
save time by other means He 
can, for example, clamp top and 
bottom plates together and 
mark them _ simultaneously— 
that is, if they’re identical. (The 
lower plate, of course, has door 
and window openings that have 
to be cut.) 
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: THE PRE-FINISHED SURFACING MATERIAL 
: For every type of building or remodeling, NEVAMAR is the perfect 
, surfacing material to create interiors of lasting beauty. Its superior 
qualities have been demonstrated in years of actual service. It is the 
- laminate you can recommend with confidence to your customers. 
* 
E 
& 
& 
“ . . Pre-sold to Your Customers 
2 A continuous campaign of advertising in leading architectural, 
F building and decorator magazines is pre-selling NEVAMAR to your 
= customers. Keep NEVAMAR samples where customers can see them 
Wise: : see po in all their rich patterns and decorator colors. Make this advertising 
a os a ee pay off for you! 
. = . « Tops for Any Surface 

“See 
ise NEVAMAR is ideal for any type of horizontal or vertical surface. Long 
bess established as a perfect topping for tables and counters, its uses ex- 
Bae tend to wall panels, doors, built-in fixtures . .. a natural for kitchens, 


bathrooms, clubrooms, store interiors. 


= == == NEVAMAR . « Designed for a Lifetime 


NEVAMAR is a hard, non-porous, high-pressure laminate that has 
amazing resistance to wear. It will not stain—admits no dirt or grease. 
It is not affected by alcohol or boiling water .. . resists cigarette 
burns. It stays beautiful always! 


oe t3 


@ high-pressure laminate surface, de. =e ir VAMAR 
signed for long life and lasting beauty 


ee ee hk . « A Source of Bigger Volume 


hol, fruit acids, ammonia, bleach, ink or -_ é: 

similar substances. It will not craze, crack = 

cpa Neon son aaa Ricks Get all the facts about NEVAMAR now! Learn how you can make it 
rns o withsionds Hing woter leva 


ir inaidedinnad oti eatpendscaie pu z a source of increased sales and greater profits. You'll satisfy more 
iP Wa ice lnibiae lth — customers, too, because once they’ve used NEVAMAR, they'll come 


worl lager peer ome ere back for more. Write for all the facts today. 
hot vessels, electric toasters and similar cm 
wT 08 Ti, appliances. Don't use your . 


Tei Nevone: surtoce os 0 cu Sole For information concerning local distributorships, write to 
. I ting or chopping beard me, 1 " ini ss 
op vores The Nevamar Company, 1224 Wicomico St., Baltimore-30, Md. 
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DISTRIBUTOR: THE NEVAMAR COMPANY, BALTIMORE-30, MARYLAND 


WZ NATIONAL Beit Zacact Corgan 


Manufacturers ot Nevamar Decorative and Industrial Laminates © SARAN FILAMENTS © Wynene Molded Products 
ODENTON, MARYLAND + NEW YORK. EMPIRE STATE BUILDING . LOS ANGELES. 2252 EAST 37th STREET 
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There is no need to dig 
through a mass of papers in 
search of an old invoice at the 
J. C. Becker Lumber Co., Adri- 
an, Minn. 

Ed Becker has installed a vis. 
ible accounting file. When a 
new shipment arrives, the in- 
voice information is entered in 
the file, classified by the type 
of material. 

At a glance Becker can find 
out just where he has bought 
cedar posts, for example, also 
the quantity, freight charges, 
unit cost, selling price and other 
information. There is space to 
enter price changes, the date 
and the new selling price. 

About 7,500 items can be 

ED BECKER SAYS THIS FILE of inventory information is a real time listed in a full file, with space 
saver. It has space to list 7,500 items. for about 18 entries for each 
item. Becker sometimes enters 

the quantity on hand, but finds 

that there is little need for a 

Inventory Facts ata Glance complete perpetual inventory in 
a small-town yard where most 

of the stock can be seen just by 

’ stepping into the alleyway. 

Minnesota dealer’s card file tells everything The neatly-kept file does save 


: lenty of time wh Becker 
he wants to know about every item. oe € when Be 


SLIDING DOOR 
GRANT “qarpware 


ous shipments. 
THE HARDWARE WITH 
THE VERSATILE CARRIER 


i ts! Vertical, 
‘ore allow three adjustmen 
paeoadinr pe Automatic Alignment made possib 


: caning’ feature. Grant 
‘e patented ‘Self-Aligning ' 
liye is every sliding door installation. 
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complete information 
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Nobody gets in a JaM witn tHis poor 


But nobody. Not the man who buys the 3. It’s adaptable to custom-made lights and 
Weldwood® Staved Lumber Core door for louvres and can be hung from either side. 
his own use. And certainly not the smart 4. Hardware goes on like a song — quickly, 
building supply dealer who stocks it to turn easily, permanently. 

a profit. 5. The bonding is 100 percent waterproof 


Mr. Dealer, of course, turns more than a phenolic glue. So the Weldwood Staved 


: Lumber Core Door serves efficiently in ex- 
tei turns buyers into SATISFIED terior as well as interior use. 
usto . 


6. A full line of sizes. 
And why not? Look what this famous Weld- 


wood door offers his trade: You can easily see why this beautiful and 


practical flush door is chosen for stores, 
1. The Weldwood Staved Lumber Core Door banks, office buildings, hospitals and fine 
is made with the finest hardwood face homes. 


veneers available in any stock flush door. You certainly make the most of every sales 
You can choose from many popular woods. 


opportunity when you carry a complete 
2. It is moderately priced and extremely dur- stock of Weldwood Staved Lumber Core 
able, virtually warp-free. Doors. 














United States Plywood Corporation carries the most ® , 

— line of flush doors on the market, including WELDWOOD £ LUS ha DOORS 
the famous Weldwood Fire Doors, Weldwood Stay- ae 

Strate Doors, Weldwood Staved Lumber Core Flush Manufactured and distributed by 


Doors and Mengel Solid Core and Hollow Core Flush UNITED STATES PLYWOOD CORPORATION 


Doors, 1% and 134” with a variety of both foreign World’s Largest Plywood Organization 


dd tic f 1 
an 55 West 44th Street, New York 36, N. Y. | 
Branches in Principal Cities * Distributing Units in Chief Trading Areas 
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ROSENTHAL LUMBER AND FUEL CO., Crystal Lake, 


fn 


builders’ hardware section (shown above) has accounted 


Ill., was so sure of a profitable hardware business that for 54% of the store’s total sales. 


it built a whole new store to prove it. 


Since then the 


New Ways to Sell Hardware 


How to display this high profit item 
Where hardware is best used 
Why it is good for year-round promotion 


Analyze these sales tips for higher hardware sales in your store. 


Butts, hinges, lock sets, night 
latches, door knockers, chimes, 
alarms, closers, stops, drawer 
pulls, letter-box plates, sash fix- 
tures (double-hung, casement, 
awning, etc.)—these are just a 
few of the hardware items that 
are bringing profits to dealers 
everywhere. The list is long, 
and the take is high, providing, 
of course, the dealer makes a 
good attempt at merchandising. 

For both builder’s and finish 
hardware, the market is in (1) 
new construction, and (2) re- 
modeling or home improvement. 
Don’t discount the latter, as 
many homeowners are discover- 
ing that they can do whole rooms 
over with just two materials 
(paint or wallpaper) and hard- 
ware. Even the kitchen, with 
outmoded panel-type cabinet 
doors, can take on a new look 
with the latest door pulls. 
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BOTSFORD LUMBER CO., Hartley, 
lowa, has a curved corner panel which 


it uses to display a complete line of 


door, window, and cabinet hardware, 
with emphasis on items in the colonial 
style. Lock sets occupy shelf section 
to the right. 


September 8, 


SLIDING DOOR HARDWARE is 2 
recent origin, promises to be « 800 
seller for some time to come. Al 
least one manufacturer offers 4 pack: 
aged sliding-door set consistin: of six 
different items. Photo at Waukesha 
(Wis.) Lumber Co. 


- e, 
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he increased popularity of 
sliding doors for closets and 
other storage spaces offers the 
denier another hardware oppor- 
tunity, both in old and new 
houses. 

(he flush door already threat- 
ens to displace the panel door 
entirely, and with it all the 
carved, fluted brass and iron- 
work that went with it. 

instead of fanciness, the trend 
now is toward simplicity; the 
less hardware showing the bet- 
ter (compare also the trend 
toward recessed lighting fix- 
tures). 

And with the unfinished fur- 
niture market there are hun- 
dreds of sales to be made from 
drawer pulls alone. It’s surpris- 
ing what a little hardware will 
do to pep up these pieces. 

For the new house builder, 
selecting hardware is one of the 
choice duties that befall him. 
Everything should contribute 
toward making it pleasurable. 
Very often distinctive hardware 
is the one thing that sets his 
house off from others in the 
block. And that is why the deal- 
er should stock a supply of high 
quality, brand-name items. 


Hardware Displays 

Discovery that finish hard- 
ware is a natural for display is 
something that each dealer usu- 
ually makes himself, though he 
may get some urging from the 
lock set salesmen. In any event, 
the fact remains that a great 
many window, wall, and island 
displays are actually saved from 
becoming non-entities by the ap- 
pearance of these sets. 

ake the tubular or cylindrical 


YESTERDAY’S 
SASH WEIGHT 
(top photo) is 
now virtually ex- 
tinet, but the 
spring-type screen 
door hinge (be- 
low) is going as 
strong as ever 
minus the decora- 
tion, of course. 








—_— mal 
BuiLpInc Propucts MERCHANDISER 





























































PLANNING ROOM is one place where hardware can be shown to advantage. 
Here it is on display to the exclusion of other products (roofing, siding, etc.) 
that are the usual trademark of so many rooms of this type. 





NO BETTER TIME to set out locks and other hardware pieces than at Christ- 
mas. The entire family can enjoy this type of gift. 








| 


GIBSON LUMBER CO., Appleton, Minn., has unusually complete stock of 
builders’ hardware. Lower sections have glass separators, contain everything 
from nuts and bolts to door closers and gate hinges. 
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GLEAMING BRASS door latches and lock sets are given 
display space consisting of one entire island in Kenosha 
Manufacturers could mount all sets 
on one huge display panel, but this would destroy flexi- 
bility of units and make sales demonstrations more diffi- 
cult. Except for empty shelf section (arrow) this display 


(Wis.) Lumber Co. 


meets all the requirements of good merchandising. 


lock, for example. Its virtue is 
its extreme simplicity, which its 
designers have achieved by mold- 
ing lock and handle into one 
beautifully integrated unit. 
Exhibit a number of these 
around your store, or in your 
planning center, and you have 
the makings of a display second 
to none. One word of caution: 


lock sets by themselves are noth- 
ing. To be really effective they 
should be organized, grouped in 
some kind of pattern, or used 
as flanking pieces for some re- 
lated (but much larger) item. 
Christmas is a_ particularly 
good time for hardware sets. 
Actually, every season of the 
year is a good promotion time 


STRONG MANUFACTURER’S 
this display, which brings out the prized qualities of 
permanence, durability and security that are identified 
with hardware—plus, of course, the beauty. Every sales- 
man should be acquainted with the numerous designs that 
have been created to match various architectural styles. 


IDENTITY characterizes 


for hardware, for they are as 
nearly non-seasonal in character 
as anything the dealer has. 

The truth is that hardware is 
always basic to the home build- 
ing and remodeling industry, 
and every dealer’s showroom or 
home-planning center ought to 
— the customer aware of the 
act. 





Firpine also manufactures 
Ponderosa Pine lumber and 
wholesales other species of 
Western woods—lumber, mill- 
work, mouldings, cut stock and 
specialty items. 





IT Packaged Window and Door Trim 


SAVES... TIME 


MONEY 
WASTE 


It eliminates waste because there is no cutting waste 
and no loss of material. Trim-Kit is architecturally 
correct in design. Accurately and smoothly machined. 
It cuts handling costs plus lower overall cost. Made 
of clear, soft-textured Ponderosa Pine. It saves distri- 
bution time because Trim-Kit is easy to stock and to 
inventory. Horizontal members in one package and 
vertical members in another package. 


Contact your jobber. Trim-Kit is sold through recog- 


nized jobbers only. 


OUR MOTTO: “If it's made of wood, We sell it.” 


Propucts COMPANY 
P. O. BOX 188 — OSWEGO, OREGON 
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Are you ta ing advantage of 


PECIALIZED DESI 


to meet your. changed 
transportation problems 2° 









« HOOKER bat 
pene nee Ee — TAILORED to your exact work, the White 3000 
ale makes savings in manpower and time never 
before possible in your delivery operations. 
Delivering lumber or building materials ’cross 
town or throughout suburban areas is easy for 
the White 3000... tailored to exact needs of 
your business. Here are three companies that 
save on deliveries with efficient White 3000’s. 
Find out from your White Representative 
how you can have these same savings in 
your business. 





CHICAGO—Hooker Glass & Paint Mfg. Co. 


saves time delivering Glass 








# we 


we i ah nd 





Seas ccc eis 


KINGSTON, PA. —egins Lumber Co. . GLOUCESTER, N. J.—J. R. Quigley Co. has closed 
likes White maneuverability body for millwork deliveries 


THE WHITE MOTOR COMPANY «© Cleveland 1, Ohio 





GET THE FACTS about the time and cost 
saving TRUCK EVALUATION which your White 
Representative will make for you. It will point 


the way to SAVINGS in your delivery costs. SUPER POWER 


3000 





Tips it’s cab to service 


FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 
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SALES FLOOR DISPLAY of steel windows is featured at the Sturdevant- 





Wiesner Lumber Co., Flint, Mich. This company sells thousands of dollars 


worth of windows every year. 


Booming Market in 


Steel Windows 


Dealers can now promote “package window” units. 
New developments in this field offer profitable sales. 


The expanding steel-window 
market offers an excellent sales 
market to the retail lumber 





—_— 


BASEMENT WINDOWS in steel offer 
a decided weather advantage factor— 
the sash, when open, sheds the rain 
outside. 
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dealer who is merchandising- 
minded. 


Among the great variety of 


PICTURE WINDOWS over the dining- 
living area are just one of many uses 
for steel windows now being used in 
even the lower-priced homes. 





windows for new-home buyers 
are: residence steel casement 
windows, steel basement and 
packaged utility windows and 
numerous others of wide type 
and assortment. All represent 
high sales and profit volume to 
the retailer. Let’s look at some 
of their advantages to see why 
steel windows represent such a 
strong sales appeal. 

The residence steel-casement 
windows are mostly available to 
dealers as complete, = :ady- 
trimmed units. They provide 
ready-made sales points, such 
as easy operation; steel, of 
course, does not warp, swell or 
stick, and the vents swing in- 
stead of slide. (This outswing 
deflects breezes into the room, 
giving a possible 100% ventila- 
tion.) Additional advantages in- 
clude weather - tightness, safe 
cleaning, fire protection, low in- 
stallation and maintenance cost, 
beauty, etc. 

How can these windows be 
used? ‘Take a look at the popu- 
lar use of bays in new housing. 
Here the steel casement is par- 
ticularly adaptable. Whatever 
the type of bay — square, 
splayed, circular, triangular— 
there are stock and standard 
casements of the right shapes, 
sizes and proportions to fit. 
From a functional standpoint 
as well as from appearance, 
steel casements are ideal for 
bays, whose primary purpose, 
of course, is to provide maxi- 
mum daylight and fresh air. 
The epen-out swing leaves de- 
flect inside every breeze that 
stirs! 

For use in the bedroom, vari- 
ous attractive and useful com- 
binations are offered the dealer; 
from a spacious picture window 
and bays, to dormer and cor- 
ner windows. 

Steel windows also have ad- 
vantageous usage in the one 
room where the “better half of 
the family” spends most o! her 
working life — the kitchen. 
Through the use of smart al- 
rangement over the _ kitchen- 
work area, two large window 
units provide maximum \!eW, 
ventilation and fenestration. 
Picture windows, perhaps, over 
the dining area, are also a defi- 
nite asset for light and be:uty. 
The use of corner or composite 
windows for the utility room, 
if connected, is another popular 
possibility. 

A comparatively new iniova- 
tion in many retail dealers 


. & 
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in many dealer’s inventory. 
for installation. 


stock is the residential “pack- 
age window” which is precision- 
fit. fitted, hinged, hung and assem- 
bled complete. One manufac- 
turing leader in the field offers 
for {it with a special casing of gen- 
line California redwood _ se- 
axi- curely attached in mastic. It is 
air. the quickest and simplest in- 
de- stalla‘ion unit ever devised for 
high sales volume in low-cost 
homes. With a low-price tag, it 
is actually competitive with 
windows fabricated from other 





























privacy, 
Will build your sales in this market. 
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Photos courtesy Detroit Steel Products Co. 


RESIDENTIAL “PACKAGE WINDOW” is a comparatively new innovation 
It is precision-fitted, hinged and hung ready 





materials. And especially ap- 
pealing to the dealer is the fact 
that he is able to reap a second 
profit on the casing, if he does 
his own glazing. 
Forward-looking lumber deal- 
ers know that this new window 
development brings the advan- 
tages of steel-casement win- 
dows within the reach of even 
the lowest-priced homeowners. 
Hence much quicker sales. To 
see this type window actually 
being installed, see the adjoin- 


ee DRAFT PROTECTION is important as in dairy barns, the utility 
ndow is ideal. Other good uses are in rooms where ventilation is needed with 
exposed basement walls and garages. A store display of-these windows 








ing photos on this page. 
Basement windows are enjoy- 
ing much wider usage with 
weather tightness assured in 
most makes and double contact 
closing all around. Homeown- 
ers should be told that these 
sash, when open, shed the rain 
outside, and guard against 
drafts by deflecting air upward. 
Those makes with a hot-dipped 
galvanized - bonderized surface 
are also real money savers— 
once they are installed the 
owner can say goodbye to main- 
tenance worries forever! 


Utility windows for small 
commercial buildings offer some 
of the widest usage of them all. 
A four-pane unit with an upper 
open-in vent, this window is 
ideal for use in diverse struc- 
tures. Here are a few: 

Along drives, alleys, and street 
fronts where the open-in sash 
do not protrude over the lot 
lines; rooms where ventilation 
is needed with privacy; dairy 
barns for draft protection; and 
for exposed basement walls and 
garages. 


How can the lumber dealer 
successfully merchandise these 
steel windows? Effective dis- 
play of popular-window makes 
and types is a key factor in in- 
creasing sales. As Nelson Stur- 
devant, president of the Stur- 
devant- Wiesner Lumber Co., 
Flint, Mich., says: 

“The average window buyer 
can only understand the advan- 
tages of (steel) casements over 
other makes and types if the 
display is realistic, showing the 
ease and trouble-free use by the 
homeowner as well as the per- 
manency. 


“Some 20 years ago, we real- 
ized that as lumber dealers, the 
steel window would be a big 
factor in our success, and we 
acted. accordingly. The many 
thousand dollars per year of 
this: business has proven to be 
an important factor in making 
a profit. It has been a business 
builder, too.” 


Advertising (in local news- 
papers, radio and direct mail), 
and promotional fliers fur- 
nished by the maker of the win- 
dows, with space for the deal- 
er’s name, are also of vital aid 
for volume business. These sales 
aids are usually made available 
by the window manufacturers 
themselves to help educate the 
prospect in their uses and ad- 
vantages. 
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Will new construction continue to decline? 


Why has the modernization and repair market become a necessity P 


When will the next building boom begin? 


You will find the answers in this . . . 


Ten-Year Prediction For The Building Industry 


By WALTER E. HOADLEY, JR. 


Economist, Armstrong Cork Co. 


While the years immediately 
ahead are going to be years of 
smaller over-all volume for the 
building industry, it will still 
be possible for dealers to main- 
tain their operations at a rea- 
sonable level, provided they 
understand the nature of the 
market we’re going to have and 
they adapt their business to ac- 
commodate it. 

The market now before us 
will involve remodeling — the 
repair and modernization of 
existing homes—to a greater 
extent than ever before. While 
I don’t profess to know all the 
details of your business opera- 
tions, I would presume that 
recognition of this fact calls 
for an entirely different ap- 
proach. It calls for increased 
emphasis on certain products 
that may have been more or less 
neglected in the past. In addi- 
tion, competition will force 
more intensive effort on the 
products suited for new con- 
struction. But if you can make 
this transition—if you can get 
over the hurdle of the next few 
years—the reward for the long- 
range future is very bright. 
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Noted economist offers specific suggestions for 
the future based on population trends; the new 
buying habits of Americans. 


Bigger boom ahead. While I 
may sound somewhat pessimis- 
tic about. the short-range fu- 
ture, I am exceedingly opti- 
mistic about the long-range 
future. Beyond this uncertain 
interval is the promise of an- 
other tremendous building 
boom—a boom that can be even 
bigger than the one we’ve just 
been through. 

That’s right, another build- 
ing boom ahead—during the 
closing years of the 1950’s and 
in the 1960’s, if all-out war is 





WALTER E. HOADLEY, JR. 


Th he OE” ee RE 


avoided. How can we be sure 
of anything so far ahead? In 
this case we can be pretty con- 
fident because the people are 
now alive who will be respon- 
sible for that boom. To a large 
extent, many of them need only 
time to grow to the point where 
they will be starting to form 
families and households of 
their own. 

Because our business is 
marked by sharp swings up 
and down in demand, it’s easy 
to forget that construction 1s 
a growth industry. Over the 
years building has moved ahead 
nearly twice as fast as popula- 
tion has expanded. The increas- 
ing number of people, and 
more particularly the growth 
in families, provides the under- 
lying base for expansion I 
light construction, but rising 
incomes and living standards 
can be equally important I 
stimulating building. Let’s take 
a closer look at these pros 
pects. 

Larger, younger poputation. 
First, we must consider popv- 
lation trends. At the present 
tinte there are about 156 mil- 
lion people in the United States. 
They comprise roughly 45 mil- 
lion families. For home build- 
ing, it is significant not only 
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AFTER Modern building materials applied with 
simple tools created this beautiful new attic 
Both the insulating plank and tile- 
board are easily installed by the homeowner 
himself. The market potential for improvements 
of this type is so tremendous that few accurate 
Best guess: nearly 10 


bedroom. 


estimates are available. 
million homes. 


Photos Courtesy Armstrong Cork Co. 


that we have many more people 
to be housed than before World 
War II, but also that the popu- 
lation is more concentrated in 
the under 14 and over 65 year 
age groups. 

Following the outbreak of 
war in Europe and continuing 
until the present time, the 
birth rate in this country has 
moved up sharply from the 
abnormally low levels during 
the depression years of the 
1930's. Just as the number of 
new tamilies being formed now 
Is shrinking temporarily be- 
cause of the low birth rate 20 
years ago, a record rate of new 
family formations by the close 
of this decade and in the 1960’s 
Is assured by the rising birth 
rate since 1940. In recent years 
60 percent more families have 

ad a second child than in pre- 

war years; 50 percent more a 
third child, and 30 percent more 
a fourth child. With the prog- 
ress being made in improving 
health and prolonging life, here 
Is rather convincing evidence 
that housing needs will sky- 
rocket as these children reach 
Marriageable ages and set up 
households for themselves. 


BuILDING Propucts MERCHANDISER 








More older people. But, this 
is only part of the population 
and housing story a few years 
ahead. Another major trend is 
the increase in numbers of per- 
sons over 65 years of age. Over 
12 million people are now in 
this aging group; by 1960 
about 15 million men and 
women, or 9 percent of our 
population, will be 65 years of 
age and older. Before the war, 
most older persons upon re- 
tirement doubled up with their 
children or moved to very mod- 
est quarters. But more recent- 
ly, because the homes in which 
their children live are too small 
to accommodate the older folks, 
and also because pensions have 
markedly improved their finan- 
cial status, people 65 years and 
over have shown a strong ten- 
dency to live apart from their 
families. In fact, four out of 
five older couples now maintain 
their own households. Contin- 
uation of this trend means a 
persistent increase in demand 
for smaller homes for these 
individuals in later years of 
life. The numbers of couples 
of retirement age is now rising 
at a rate of nearly 100,000 per 





year, so it is not difficult to 
grasp the importance of this 
trend by 1960 and beyond: 
Higher living standards. Pop- 
ulation trends, it can be seen, 
lend strong support to my con- 
tention that there is another 


substantial building boom 
ahead. But, when advancing 
living standards are also 
brought into consideration, ,the 
evidence is still more convinc- 
ing. 
One of the greatest powers 
of our economic system is its 
ability to meet changing condi- 
tions and still improve the liv- 
ing standards of the people. 
The home ‘once again: has be- 
come an increasingly impor- 
tant center of family life. The 
added leisure of shorter work- 
ing days and -weeks—plus “the 
revolution caused by larger 
families and _ television — re- 
emphasize the need of the av¥er- 
age family for adequate living 
space. Improvement in the 
homes of America promises to 
continue to be one of the great- 
est measures of our advancing 
plane of living. 

Modern housing, which was 
considered a luxury only_a few. 
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How-ELL-DOR Sectional Upsweep 


Garage Doors are distributed 
exclusively through dealers, and are 
available in 38 stock sizes for 
residential, commercial and service 
station installation. Custom-built 
doors of unusual design or size 

are a specialty. 


Styled, constructed and priced 

to SELL, the HOW-ELL-DOR offers 

vast opportunities in today’s expanding 
garage market. As an added feature, 
HOW-ELL-DOR hardware is now avail- 








ntial Door 
The ''Picture Resident! the modern 
five sections 


‘New sturdy qu wide, 
able to meet 914”, 7”, 6” and 3” low design; tw Pat section open for glass, 
. . i ec ; n 
headroom requirements. high with seopmwide x 7” high ® 


-_ Py righ I 3,” thick. 
Write for 
FREE 


Catalogs 














ALL ROSBORO LUMBER 
IS KILN DRIED 


One of the important points of merit which 
you get when you buy Rosboro Lumber is 
scientific kiln drying. 














The control panel illustrated at the right is the 
“eyes-and-ears” of the dry kiln—looking after 
your interests, to see that the kiln drying is as 
nearly perfect as good equipment and skilled 
personnel can provide. 


When you buy lumber, you try to minimize 
the risk you take, the factors of uncertainty 
as to quality and value. 


One way to make sure of quality and value is 
to order Rosboro kiln dried lumber. 


Remember, all Rosboro lumber comes from old 
growth Yellow McKenzie River Douglas Fir 
which is particularly noted for its strength and 
close grain. 


ROSBORO LUMBER CO. 


Springfield, Oregon 
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Repair and Modernization Bridges the Gap Between Booms ... . 


THE CHART ABOVE, used by Mr. Hoadley in a recent sales meeting for Arm- 
strong wholesalers, illustrates the importance of the repair and modernization 
market in holding sales volume. It will be a key market for many years because 
the increased birth rate that began in 1940 won’t be reflected in marriages and 
the demand for new homes until the closing years of the 1950’s. 


years ago, is rapidly becoming 
a necessity, and seems likely to 
reach this status by the end of 
the present decade. No longer 
are married couples prepared 
to wait 10, 20 or 30 years for 
a home of their own. A mort- 
gage already is becoming more 
and more an attachment to the 
marriage license. There is little 
reason to expect any change in 
this trend. 

Population growth and living 
standard improvements obvi- 
ously affect all types of light 
construction activity and not 
home building alone. High in- 
comes contribute to mobility 
anc the development of new 
industrial areas, cities, sub- 
urb:, and shopping and recrea- 
tional centers. Expanded use 
of sutomobiles and airplanes 
poiits to major changes in 
transportation routes and facil- 
ities. New highways and relo- 
cations of older ones will re- 
quire many new buildings of 
all types in the decade ahead. 

Demand, ability to pay. All 
of us have heard optimistic ap- 
praisals of future building ac- 
tivity based primarily upon 
heed, usually as measured by 
some set of standards drawn 
up by public housing special- 
ists. The case which I am pre- 
senting for the building boom 
of the late 1950’s, however, is 
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not based only upon mere need, 
but also upon demand—which 
to me means need plus ability 
to pay. 

The number of families in 
the lowest income brackets 
(i.e, under $2,000 annually) 
has declined roughly two-thirds 
in the course of the past dec- 
ade. While only a third of the 
nation’s families could afford 
satisfactory housing of their 
own before the war, probably 
two-thirds of the families now 
fall into this category. Mere 
numbers of people, growing as 
they are, do not reflect this 
vast broadening in the nation’s 
income-spending base. The de- 
mand for housing in the years 
ahead will be lifted not alone 
by more people, but also by 
the sharply increased buying 
power of the population at 
large. 

Credit important. Home 
building, we all recognize, is 
highly dependent upon the 
availability of construction and 
mortgage credit. The impor- 
tance of government action in 
turning off and on the flow of 
credit into the home building 
field can never be minimized. 
Our experience in recent years, 
as well as currently, is ample 
proof that construction activ- 
ity is almost inseparable from 

(continued on page 256) 

















DOOR-KNOB AND Uf 
THAT FITSANY’ DOOR’), 
WITH A KNOB ON IT! (7), 































a lock along 
customer c 
convert any latch or | a secure cylinder 
lock! Only Security — a name synonymous 
with quality and value — 

offers so potent a selling combination. 


The market is wide open for Security 
KNOB-LOK — homes, offices, factories, hotels, 
institutions, etc. Nation-wide publicity, 
newspaper and magazine advertising is 
pre-selling KNOB-LOK for you! 


KNOB-LOK IS A NATURAL — YOUR NO. 1 SELLER! 
Note: KNOB-LOK is available keyed alike ’ 
or masterkeyed. 


INSTALLED me SPINS FREELY 
IN A JIFFY! gy WHEN LOCKED! 


All you need is a screw- Tamper-proof, fool- t 
driver! Remove door knobs 9 mechanism makes ‘Knob 
— insert KNOB-LOK — __. spin freely once key is turn- 


attach inside door knob — 9 ed. CAN'T BE SPRUNG! 


ce) 


that’s all! 








SECURITY HARDWARE MFG. CO., INC. 





GER 103 Avenue C, (P. 0. Box 23) 
SER Brooklyn 18, N.Y. 
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ROOF COATING of pigmented aluminum is brushed over 
old built-up roofing by hotel employe. Material is easy to 
handle, requires no mops, hot kettles, was supplied by 
Frey Brothers Lumber Co., Michigan City, Ind. 












. BACK EDGE OF 
en ae a EACH STRIP 
2 So NAILED AT 
= ITERVALS WITH 


LARGE HEAD 
GALV. NAILS 


LIQUID 


LARGE HEAD GALV. 
NAILS ON 2° CENTERS 


QUICK SETTING PLASTIC 
OVER NAILED STRIP 


STRIPS OF SMOOTH roll surface roofing are cemented 
together with new cold-setting adhesive, as shown in the 
above sketch. Starter strip A is laid first, then edging B, 
over which strip C is nailed and cemented. 


SCOTT LUMBER CO. of Amarillo, Tex., uses a similar 
system to Bader’s at right. It puts roll roofing and siding 
in banked island type of display. 





Hot Roofing Tip-- 
Cold Process 


As the construction season rounds 
the final corner of the year, get 
ready for winter with low-cost, cold 
process roofing. It’s a natural for 
the do-it-yourself market. 


The strip shingle is still king—let there be 
no mistake about that. There will always be 
a market for the strip shingle—as long as there’s 
a style called Colonial or Cape Cod. In fact 
the mass market today is in matched shingles 
and siding, with colors predominantly pastel. 

But in certain areas where residential archi- 
tecture takes its clue from the climate and not 
from tradition, another type of roof is making 
its move. It’s the built-up roof—long a trade- 
mark of industrial buildings everywhere, but 
now a definite contender in the housing field. 
But more than that, it’s clearly within the means 
and aptitude of the average homeowner, which 
is to say that it no longer carries with it the 
hot-mop-and-kettle stigma. 

This new cold-process roofing, as it is called, 
can be laid by practically anybody. You don’t 
need bulky equipment; all you need is a gallon 
of liquid per every 100 square feet of area, two 
rolls of any smooth surface roll roofing, nails and 
a squeegee. This liquid (a synthetic asphalt- 
resin compound) can also be used for damp- 
proofing, coating the inside of gutters, flashing, 
and other purposes. 


LIKE CARPETING, roofing felts and roll roofing 
can be displayed effectively on a wall. Closet poles 
run through center of rolls are supported at ends 
by wood-and-metal brackets. Ends of roll are tacked 
down with screen molding. Rolls on display at John 
Bader Lumber Co., Chicago. 
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PUTTING SHINGLES up on roof where they belong is 
novel idea of Manchester, N. H., store. Display is certain 


You don’t need to worry about its bubbling 
or cracking under the hot sun; it cures slowly, 
expands and contracts without breaking. 

It has complete acceptance by the FHA. 


The farmer takes a roof 


Take cold-process roofing’s potentialities in 
the farm market alone. The average farm has at 
least 10 buildings, many of which are sheds with 
low pitched roofs for sheltering animals, pro- 
duce, or tractors. Out of 2,439 service buildings 
surveyed in a midwestern farm area, 13% of 
these had roofs of the asphalt roll variety ; 40% 
had wood roofs (mostly shingles). Over one- 
fourth of these roofs were 20 years old or more. 
_In the past three years 19% of the farmers 
in this same survey reported having actually 
applied roll roofing themselves, though 57% 
purchased roofing of one kind—presumably with 
the intent of applying it themselves as soon as 
they could get around to it. 


Low cost, reflective 


It may be hard to convince him that he can 
afford a new sheet aluminum roof, but if you 
point out that he can have a similar roof at less 
cost, he may open his ears. Tell him about how 
easy it is to spray-coat a roof with the new pig- 
mented aluminum-roof coatings. Consisting of 
various compounds of asbestos, asphalt, resins— 
and aluminum powder—these coatings give a 
thick, highly reflectant surface to an old built-up 
rooi, whether wood, sheet metal, or asphalt 
paper. This means years of extra service and 
reduced temperatures within silos, grain bins, 
cold storage lockers, cattle sheds, etc. 

‘he most obvious (and the most lucrative) 
market for cold-process roofing is in densely- 
populated industrial areas, where a vast num- 

er of built-up roofs already exist. Factories, 
warehouses, schools, hospitals, office buildings, 
stores—many of these have areas of 175,000 
Square feet in various stages of disrepair. A 
Sprayed or squeegeed coating of cold roof cement 


is all they need to give them years of added pro- 
tection. 
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to attract attention, besides giving the prospective cus- 
tomer a first-hand glimpse of how each shingle weathers. 
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WINDOW DISPLAY of Stebbins-Anderson Co., Inc., Tow- 
son, Md. Brick background of corrugated cardboard em- 
phasizes the fact that the strip shingle still offers the 
finest of protection. 


BRIDGEPORT, 
CONN., store ad- 
vertises its shin- . . 
gle display with > g 
large sign at ‘the . “ RODE LEAKS 
entrance of one 
of the city’s main 
underpasses (see 


inset). Display | 
panels are mov- 
able, can be BURRITTS 


compared with 
various siding ex- 
amples below. 
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BIG DEMAND FOR 
NEW 







































NEW 
ALUMINUM 
FRAMELESS 
TENSION 
SCREENS What's YOUR Answer? 
Test your product knowledge as 
ee well as your knowledge of what other 
—_ > dealers are doing by taking this quiz. 
— Rate yourself 12 points for each 
Sealed Tight... correct answer. 100-90%—excellent; 







Held by tension. 
Exclusive sill bar adjusts 
to off-level sills. 











PROFITS FOR YOU! 





’ ge 3 
Ne, _ 


ee 


It’s the smart way to cut screening costs, reduce maintenance and 
add convenience to homes and apartments! Sell these new-type 
Keystone Aluminum Tension Screens for all double-hung windows! 
Cash in now—thousands of prospects! 

Saves 25 minutes per window in installation time. Easily in. 
stalled—no heavy frames to cut or fit. No painting—no rust. Adjust- 
able sill bar assures tight fit on uneven windows. Easily replaced 
screening. Low first cost, low upkeep, neat appearance. Investigate! 


FY 





KEYSTONE GROWING FAST IN POPULARITY! 


North Carolina Distributor says: “Our volume has 
increased considerably. Builders and consumers 
find it more economical to install Keystone Ten- 
sion Screens. Customer satisfaction proven with- 
out a doubt.” 

Tennessee Distributor says: “Keystone Frameless 
Tension Screens installed in many housing projects 
in this vicinity. These screens far superior both 
in quality, appearance and durability to any other 
type of screen window. Also, most economical.” 
Georgia Jobber says: “Keystone Tension Screens 
are most satisfactory. They have certainly gained 
in popularity. Used on several large housing 
projects in this territory, and countless thousands 
of individual homes.” 


80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—What manufacturer ad- 
vertises its product by using 
the knight-in-shining armor 
theme to emphasize its protec- 
tive feature? 

2—What general type of ma- 
terial is both insulating, deco- 
rative, and easy to use in finish- 
ing off new or remodeled 
rooms? 

3—Was it Henry Ford or 
somebody else who said, “If we 
are doing things the same way 
we did 20 years ago...”? 

4—-Sheffield Bronze, long fa- 
mous in the paint field, is now 
advertising what new type of 
push-button paint product? 

5—Contemporary house de- 
sign, according to the NAHB, 
composes about what per cent 
of the total 1952 output? 

6—What name do you ordl- 
narily associate with cold proc- 
ess, built-up roofing? 

7—A DP is a displaced per- 
son, but what caulking-com- 
pound advertiser happens t0 
to have an identical set of inl- 
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U HIG ‘ SEND couse’: ae you think home con- 
as trols are slow in relaxing what 
cone Wig, er PE agtete A about the poor builder + 
Keyser 4 gend ME NEW, Pens been trying to get materi! 10 

1» _ pout obligs jogcounts Tension 9 bowling alleys, etc.? 
he ar Ne, PICT pone BFE sweeeeeee . 9—Russell Eiler is one dealer 
a \f ‘aking BO ee Th en ; who believes in putting $18,000 
ieee Firmen, ee “ (every penny of it) into what? 
Zz a ooee? 10—One of the handies! gad- 
ie grates ** gets to help the home owner 
ROT aaa do his hand sawing is one ad- 

yk » Pa moO vertised by what company? 





Answers on page 2:6 
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& Quality Line = Competitively Priced! 
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SUGAR PINE 





STENMAN 


BUILDERS’ HARDWARE 















































































You sell top quality 
when you stock the 
Gensco Stenman 
line of shelf and 
builders’ hardware. 
or? They’re made 
+ ie from the finest ma- 
ther terials by one of the 
quiz. oldest and most ex- 
each perienced manufac- 
“— turers in the world. Barrel Bolts 
"i Stock this com- 
petitively priced 
ad- hardware line— 
sing have the items cus- Cellar Window Bolts 
mor tomers want at the 
tec- right price —and ioe ee 
watch your volume AL 
ma- soar. Hasp 
eco- Complete line of 
ish- hall and plain bear- se : 
sed ing, loose pin, ball A true white pine, light in color, soft, uni- 
; or button tip butts form texture, easily worked by hand or 
or in all popular sizes machine. Ideal for interior and exterior trim, 
we and finishes. paneling, sash, doors, siding, pattern and cabinet- 
way work. Takes and holds paint, enamels, other 
Sutt Hinges finishes beautifully, and has a fine satiny sheen 
fa- when left natural and waxed, or lightly stained. 
Ow 
; of Shelf Bracket This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
de- Qe manufactured, seasoned and graded to exacting 
HB, Handle Association standards. Lumber dealers, builders, 
ent architects and wood users have found them 
di dependable and best for many construction uses. 
rdl- 
roc- 
THESE ARE THE WESTERN PINES 
per- IDAHO WHITE PINE 
om- CENSCO CROWN BRAND PONDEROSA PINE * SUGAR PINE 
0 
hs | WOOD SCREWS THESE ARE THE ASSOCIATED WOODS 
omplete range of LARCH * DOUGLAS FIR 
a Fe cizes in flat, round WHITE FIR * ENGELMANN SPRUCE 
‘hat and oval head— INCENSE CEDAR * RED CEDAR 
ho’s orass, bright steel LODGEPOLE PINE 
for or blued finish. 
aler 
,000 Write for free illustrated 
vat? book about Sugar Pine. 
zad- Address: 
met : : Western Pine Association, 
ad- GENSCO TOOL DIVISION *) Yeon Building, 
_ GENERAL STEEL WAREHOUSE CO., INC. aia 
1812 North Kostner Avenue e Chicago 39, Illinois 
no 
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Grab those customers 


To most people, the problem of where to buy build- 
ing materials is as difficult as picking a good doctor. 
Like the patient who has no idea whether to start 
with a general physician, gastro specialist or surgeon, 
the average customer has no idea whether to con- 
sult a contractor, sub-contractor, chain store, depart- 
ment store, lumber dealer or the little decorating 
shop down the street. Nor does he know which con- 
tractor, chain store or lumber yard to buy from. 

Because of this customer confusion and increas- 
ing competition from all sides, no dealer can afford to 
keep hiding his light under a bushel. This is a time 
when the utmost care must be taken with your ad- 
vertising and publicity. 

What the public needs most is a real guide to 
buying—some means by which great numbers of in- 
experienced customers can choose the finest kind of 
supplier quickly, easily and with confidence. And 
what every dealer needs most is some strong means 
of selling larger numbers of the public on turning 
first to his yard for help with every building and 
modernization problem. So let’s see what kind of 
advertising and publicity will help both customers 
and dealers the most. 


. . « Radically changing needs 


Many dealers make the mistake of considering ad- 
vertising and publicity purely in terms of their own 
needs. But have you ever stopped to realize that your 
customers have very definite advertising and publicity 
needs? And very specific preferences which vary as 
times and conditions change? In order to convince 
more and more customers to turn to you first, it is 
essential to understand what these needs and prefer- 
ences are. 

When prices were much lower, competitive outlets 
fewer and specialized services like planning and 
F.H.A. financing unavailable, dealers could get away 
with straight product advertising and little or no 
publicity. But even in the last five years, your pub- 
lic’s advertising needs and preferences have changed 
radically. 

The higher living costs and taxes soar, the more 
people want to know whom they are dealing with. 
Whether they will be protected from costly blunders 
or risk “getting stuck”—how experienced and clever 
a company is at saving them money, time, needless 
trouble—how easily financing and other specialized 
services can be arranged. 

The longer prices remain on their present high 
level or continue to soar, the more essential it is to 
keep advertising who you are, how you can protect 
your customers and why you can help them best. 
To the confused public which has no idea what kind 
of supplier to go to, and which one to buy from, 
straight product advertising is of little help as a 
guide to buying. The smartest way to sell people 
on turning to you first is to keep advertising your 
organization as a whole! 


by Norm Advertising, Inc., New York, N. Y. 
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Your Profit-Making Forum 


. . » Highlight these facts 


Even though you may be a very old company, it’s 
just not smart to take it for granted everybody knows 
you—even in a small community. Thousands of peo- 
ple may know your name and location without know- 
ing one fact about your services, your increasing 
advantages to the people in your area. 

Also thousands of changes in customer status keep 
taking place—new marriages, finer jobs, raises, pro- 
motions, inheritances, new families moving in. Yet 
how many of these newly eligible prospects know 
who you are—what you are like to do business with 
—and specifically how you can help them? Make 
it easier for the public to know you, buy from you, 
recommend you—by advertising more often and by 
backing your ads with constant, confidence-building 
news about your yard! 

For example, were you the first dealer to offer 
F.H.A. financing—or the first to introduce packaged 
improvements? Have some of the top executives in 
your yard fought for better residential zoning? 
Helped win better housing for veterans? Have you 
fought long and hard to lower taxes—or cut red 
tape and expense to new home builders? Have you 
brought new shopping convenience and _ prosperity 
to your community by selling local merchants on 
building an attractive shopping center? 


. . » Friend-making campaign 


When it comes to major investments, people pre- 
fer buying where they have friends, feel most at 
home. Here’s an easy way you can make new pros- 
pects feel at home before they even set foot in your 
showroom. 

Every week for a period of 10 or 12 weeks, send 
out a friend-making postcard to your best prospects, 
introducing them to a different member of your staff. 
This gives you an excellent chance to break a lot 
of ice and cover your many services. Even more 
important, it gives you a chance to prove how well- 
qualified and experienced your whole staff is—is an 
unusual device which will make your yard stand 
out in the minds of new prospects. 

Each friendly message should start with the cus- 
tomer’s problems—then introduce someone on your 
staff who can best answer those needs. For instance 
one get-acquainted postal might read, “It’s easier 
to make your home look like the smart magazine pic- 
tures than you think. Our Mr. Cameron can show 
you all kinds of clever ways to redecorate for 4 
little as $5.00 a month.” Then add a few brief lines 
on Mr. Cameron’s title, year’ of experience and 
why he is particularly qualified as an expert. 

Note especially how this copy promises the reader 
something he wants right in the first line—in addi- 
tion to introducing an important staff member. Al 
other friendly introduction might read, “Here's oné 
way you can save your wife and children permanent 
injury. Don’t wait for accidents to happen. Call ou! 
Mr. Mallory for a Free Home-Safety Checi now. 
Besides preventing dangerous injuries, he can often 
suggest safeguards costing as little as $5.00 which 
may save you $1700 worth of medical and hospital 
bills.” 
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7 VNTo — 
THER NEW AMWELD PRODUC 


AMWELD' INTER- LOK 


KNOCK-DOWN STEEL DOOR FRAME 


with these Yow Desigu Features... 


PATENT 
Pld 914°) 
FOR 























MITRED CORNERS. No unusual vertical or hori- . SPECIFY 
zontal joints .. . does not require open corners to ¢ 
fasten assembly together . . . no screws or pins Bang A 
on fastenings. FRAME. Material—18 U.S. gauge steel. Snap-on steel voun aaa 
REINFORCED HEADER. No twisting ... Strong. spreaders. Frames primed at factory. fromes equipped Supplied for 4%", 
with two 34%2'' x 32" 3-knuckle leaves hinge welded 5%'', 6%'" Jamb 
SNAP-ON SPREADERS. Snap on to keep frame in place. Two knuckle leaves of hinges and hinge pins ee a I | 
in alignment during erection . . . easily and furnished for attaching door. Two rubber bumpers, plaster and 80°" deor 
quickly removed. guard and screws furnished for strike side of jamb. widths. 
Strike plate furnished, except for frames to be used 
NO SCREWS NEEDED. Hammer is only tool with Schlage locks. 











: i -to-j 
needed No — n header-to jamb assembly ANCHORS. Supplied with super rigid AMWELD stud 
or in spreader-to-jamb. 


anchors applied (welded) to jambs at points of stress. 
ECONOMICAL. Assembly time only 11 > minutes Corrugated “T” anchors available for use in masonry walls, 


.. easily transported, assembled and erected 
by one man... savings in storage and freight. 


















































| 
SAME PLEASING APPEARANCE Yas 
AS AMWELD ONE-PIECE WELDED FRAME. | 
AMWELD BUILDING PRODUCTS DIVISION é 4 ~ | 
: lj | 
THE AMERICAN WELDING 7 hh. - =A : 
nsert jamb Bend AMWELD nap on nstal emove 
hi & MANUFACTU RING co. in header. Inter-Lok tabs spreaders at frame, spreaders, 
\* </// 320 DIETZ ROAD © WARREN, OHIO to lock in place. gs of 
rame, 
























hes / ait + 
I’m STAN, the old stock hand from well. Use any kind of tools and see 
Weldwood STANdard Hardboard. how neat, clean and sharp every edge : 
h ; 3 :. shows up To meet all your requirements: both 
My sidekick is TEMP, from Weld- ; : : Standard and Reztemp Grades of Weld- 
wood RezTEMP Hardboard. Temp is And another thing, look at our nice wood Hardboard come in three popular 
oil-treated, plastic-treated and water _ light color. We take paint, even pastel thicknesses: 1/8”, 3/16”, and 1/4”. In 
resistant. shades, without any fuss or trouble. sizes: 4’x6’, 4’x8’, 4’x10’, 4’x12’ and 4’x16’. 
f Panels up to 4’x12’ are wrapped six to a 
A “ 
ve ind, ey we rustle up a lot of Tell your customers, “If you want sadiians, Wiltiant Ghenn Tes Denk 
_ ek © this pedigreed Weldwood quality hardboard, look for the Weld- is available only in 1/8” thickness and 
ardboard. wood brand. And place an order with sizes 4'x4’, 4'x8’, 4'x12’. 
We keep builders and mechanics your Weldwood supplier.” Call your Weldwood salesman for Weld- 
happy because we both “work” so wood Hardboard or Tile Board today. 
United States Plywood Corporation is 
® the world’s largest plywood organization, 
WELDWOODS Hardboad | prices connie ne of sesoratne 
hardwood plywood, fir plywood, Novoply*, 
Manufactured by Abitibi Power and Paper Company Weldtex® and other specialty items—as 
Distributed Exclusively By well as the most complete line of wood- 
UNITED STATES PLYWOOD CORPORATION oe 
55 West 44th Street, New York 36, N. Y. tance Ger canbe 
World's Largest Plywood Organization 
Branches in Principal Cities * Distributing Units in Chief Trading Areas 
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The Fortune Articles 
on Selling 


You, like others, may have had the 
feeling that Fortune’s indictment was 
pretty strong ... especially when it 
comes to today’s’ retail salesmanship 
—the “Point of No Sale” as it was 
called in the title of one of the series 
on selling that has been running in 
Fortune magazine for the past four 
or five months. But there is ample 
proof to substantiate all claims. 

This is what Fortune had to say 
in comparing the results of a survey 
made in 1949 (“when the findings 
were depressing and it seemed im- 
possible that people could do a worse 
job’) and a repeat survey recently 
completed in which three reporters 
visited retail outlets in a five-state 
area in the East. 


. . - QUESTION: “How well 
are manufacturers advertising 
and promoting exploited at the 
payoff point?” 


Lumber Dealers Not 
Interviewed 


The survey did not include lumber 
dealers. It concerned itself princi- 
pally with Main Street establish- 
ments. But there may be some valu- 
able lessons for lumber dealers in 
what happened in other retail estab- 
lishments. Shopping covered items 
that had been pre-sold (by national 
advertising) to the point where “the 
salesman needed only to nudge them 
into making a _ purchase” — razor 
blades, mattress, suit, air conditioner, 
oil and gas for the car. Fortune’s 
conclusion: “(1) the level of sales- 
manship was worse, if possible, than 
in 1949; (2) manufacturers adver- 
tising and display were not only be- 
ing dissipated but undermined.” 


4 Results were the same 
regardless of type of store vis- 
ited. 


Grinding to a Halt 


Product and design are alright 
. vast sums are being invested 
constantly in their development. Bil- 
loans of dollars are spent for adver- 
tising to whet the appetites of the 
ultimate consumer. Battalions of 
salesmen move products from fac- 
tory to distributor and wholesaler 
to retail stores where, as Fortune 
says, “The whole great machine 
comes to focus—at the last two feet 
of counter between the customer and 


the sale. And here, right now, the 
whole apparatus is grinding to a 
halt.” 
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. . . The all-important point: 
Where product meets _pros- 
pect. 


The Eight Deadly Sins 


The Fortune survey revealed that 
(at least in the stores covered 
in the survey) this is what is taking 
place: (1) Salespeople play a nega- 
tive role; (2) They do not uptrade 
the purchase; (3) They do not sug- 
gest companion sales; (4) Sales- 
people over-emphasize price; (5) 
They do not play up the customer’s 
desires; (6) Salespeople have little 
product knowledge; (7) Salespeople 
have not been sold by the manufac- 
turer; (8) Salespeople don’t know 
how to close. 

As stated above, the survey did 
not take in any lumber yards. We 
are passing along the results as a 
sort of a measuring stick which 
might be used to determine how 
your yard compares with Main Street 
stores. 


. . . What happened makes in- 
teresting (and disturbing) 
reading. 


Drug Store Salesmanship 


103 drug stores were visited. Eleven 
clerks suggested companion items. 
Of these, only four gave any rea- 
sons why the companion item was 
worth buying. Shopper would ask 
for razor blades—‘“the small pack- 
age.” Then would become fascinated 
by a counter display. They’d eye it 
intently. Pick it up. Read the la- 
bels. Showed unmistakable signs of 
interest and indecision. Nothing hap- 
pened. Only one out of seven clerks 
said a word. The rest stool’ silent 
or hurried away. 


. . . Oil staitons had the best 
record. 


Fill ‘Er Up? 

In 1949 no attendant asked to 
“fill ’er up?” and only one-third 
asked to check oil or water. In the 
present survey, one-third automati- 
cally suggested filling the tank. All 
but a few asked about oil and water 
and with no exceptions went to work 
on the windshield. Selling companion 
items—tires, polish, batteries—was 
weak, usually not mentioned. 


Encouraging Factor 


Report on oil station attendants: 
“No other group of sales people was 
so unfailingly polite, so cheerful, 
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and so willing to oblige.” As a mat. 
ter of fact, Fortune’s survey shows 
“remarkably few of the salesp2ople 
were disagreeable, or hopelessly 
stupid. Laggard as they may have 
been in (selling) technique, most 
were pleasant and, when requested, 
would help the customer as besi they 
could. The evidence is strong’ that 
if they were taught how to sell—and 
given a good incentive for selling— 
they would sell more, serve the cus- 
tomer better, and incidentally, get a 
great deal more fun out of. their 
work.” 

In other words, sales people would 
do a better job if someone taught 
them and inspired them to do it. The 
difficulty, it would seem, can be traced 
to top management. 
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... Has the manufacturer over- 
looked the importance of the 
retail sales people? 





fie Uo dane aba de i 
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The Case of Beautyrest 


Fortune reports that one reporter 
set out to buy a Beautyrest mat- 
tress. She was genuinely interested 
in having one. Mark-up (price 
protection), sales aid, national] adver- 
tising were sufficient to encourage 
good selling effort. Or so it would 
seem. However, only one out of fif- 
teen salesmen did a good selling job. 
Five said it was no good. Various rea- 
sons were given—“‘not worth the 
price”... “‘individually wrapped coils 
make no difference”... “If you want 
to save some dough, I can show you 
one just as good”... “You can’t fold 
a Beautyrest” ... “I think it’s the 
worst one on the market—somebody’s 
got to pay for that advertising 
(smirk).” 























... “Un-selling the prospect 
is often as difficult as selling. 







Why the Negative 
Attitude? 


Usually the salesman was trying 
to switch the prospect to 2 lowel- 
priced mattress. However, t1e rea 
sons were negative. Simply tho price 
mindedness of the clerk, perhaps: 
Certainly the interest of the cus 
tomer was seldom considered. 0 
the store. 

All of which seems to prove there 
is a big job to be done at the point 
where the ultimate consumer actl- 
ally comes in contact with the prod- 
uct he is trying to buy . . . the place 
where our economy is “grinding ' 
a halt” as Fortune says. 
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the Translucent Structural Panel 
a that paints with colored light! 
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RESOLITE offers endless possibilities to architec- 
tural treatment — interior or exterior — from the 
simple decorative or utility partition to portico 
covering and colorful building facing. Light panels, 
bar facings, screens, shower and toilet stalls, corri- 
dor partitions all are better when made of Reso- 
lite because Resolite is shatterproof, easy to keep 
clean and never needs refinishing. wm / 





Six beautiful standard colors — with others avail- 
able — and a wide variety of form patterns and 
surface finishes, make Resolite easily adapted to 
any architectural or decorative motif in home, 
office or shop. Resolite is unequaled for skylight- 
ing because it materially reduces heat rays with 
little loss in light value. It diffuses light in all direc- 
tions avoiding the harsh contrast of sunshafts. 


i; 
e Shelved partition |\\3 
‘or home or shop 

















Resolite is made of stable polyester resins, rein- 
forced with Fiberglas mat. It is unaffected by 
weather extremes of heat, cold, moisture. It can 
be worked with ordinary tools and skill. — 


RESO LITE Corporation 


43813, fe) 15 a7. Ge 
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RESOLITE 


Write for free literature, with complete information about RESOLITE. a 








Some dealers say it’s the | 
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SAWHORSE BRACKETS 
hy. "0 vas 


_NO SCREWS 
NO BOLTS 


Set Up or Knocked Down 
* in a Jiffy 


Use 2 x 4’s for legs, and a 2x4, 2x6, 2x8, 
: 2x10, or 2 x 12 for the crossbar. 


Easy to Sell when you show 
it in use 
We furnish advertising materials, including 
display sign and instructions for setting up 


this convincing demonstrator sawhorse. Set up 
one in your store and you will get quick results. 





Packed 12 Sets 
to a Carton 


—each set in an individual 
package which may be used 
as a colorful counter display. 


Maltinrally Udvortived ORDER FROM YOUR 


JOBBER, OR DIRECT IF HE CANNOT SUPPLY YOU 


GRAND HAVEN STAMPED PRODUCTS CO., Grand Haven, Michigan 

























@ The quick, clean,easy way to put 


! 
CONSUMERS 


WATERPROOF 
TILE BOARD |— 





| 





up tile board, any thickness — 
permanently! 


@ Never sets 


brittle... won't dry 


out and pull away. 


® Waterproof. Contains special 
rubber base. 


® Economical. 
gallon. 


Covers 150 sq. ft. per 


® Available in quarts, gallons, 5 


gallons. 


—T 
-ORDER FROM YOUR WHOLESALER - 


OR DIRECT FROM US 


CONSUMERS GLUE CO. 


1515 N. HADLEY 


ST. ST. LOUIS 6, MO. 
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Annular-threaded 
metal weather 
strip nails... 


FOR GREATER 
HOLDING POWER 





USERS REPORT, Apr. 4— 
“Fast replacing the old fash- 
ioned unthreaded nail!” 


Plated for maximum rust 
resistance. Early delivery in 
packages and in bulk. Write 
for prices and samples. 


JOHN HASSALL INC. 


396 OAKLAND STREET 
Brooklyn 22, N. Y. 





WHAT’S NEW 





Products .... Sales Aids... . Literature 


SEND FOR THESE: 


A four-color Asphalt Roofing and 
Siding Catalog has just been issued 
by Certain-teed Products Corporation. 
The new 32-page book covers Certain- 
teed’s complete line of asphalt roofing 
and siding products, and is illustrated 
with 90 full-color pictures which faith- 
fully reproduce Certain-teed’s distine- 
tive color blends, pastel blends, two- 
tone colors and solid colors. In addi- 
tion, the catalog has a flow chart 
showing how Certain-teed Asphalt 
Shingles and Sidings are manufac- 
tured and a description of Certain- 
teed’s exclusive “Millerized” process 
for super saturating the base felt with 
asphalt. For copy write Certain-teed 
Products Corporation, Dept. AL, 120 
E. Lancaster Ave., Ardmore, Pa. 


“How to Get Nature-Quality Light 
for School Children” is the title of 
a new booklet which tells in layman 
language many of the results of re- 
search and study that went into the 
problem of getting adequate daylight 
into schools. The book illustrates the 
requirements of the American Stand- 
ard Practice for School Lighting, ex- 
plains “recommended practice”, and 
shows how prominent architects are 
building schools which meet the re- 
quirements and fit residential en- 
vironment. Case histories, photo- 
graphs, diagrams and typical cost 
figures are included in the booklet, 
making it the most complete discus- 
sion of “daylight walls” for schools 
to date. Write Libbey-Owens-Ford 
Glass Company, Dept. AL, 6592 
Nicholas Bldg., Toledo 3, Ohio. 


“The Science of Economical Self 
Storage,” a new 16-page catalog, dis- 
cusses the many benefits of using 
Rotabin rotary shelving to store parts, 
tools and materials more efficiently in 
tool or supply room of manufacturing 
plants. The main advantages of the 
Rotabin system are savings in floor 
space up to 50% or even higher and 
reduction in material handling costs 
as high as 50%. Other advantages 
include less waiting time at issue win- 
dows and less machine downtime, less 
breakage and loss, fast inventory tak- 
ing and ease of relocating. For copy 
of “The Science of Economical Shelf 
Storage,” write The Frick-Gallagher 
Manufacturing Co., Dept. AL, Wells- 
ton, Ohio. 


Western Pine association announced 
standardization of 114 casing and 
base molding patterns under the nom- 
enclature of the WP series. A new 
16-page publication, “Western Pine 
Molding Patterns” (No. G-22), illus- 
trates each of the new patterns in 
full size details. A new Western 
Pine association newspaper adver- 
tising mat service is also available. 
It contains 12 new mats featuring 
Knotty Pine for interior home decora- 
tion in kitchens, living rooms, play- 
rooms and bedrooms as well as a 
series of mats developed earlier on 
White Fir and Economy Siding of 
Western Pines. Write Western Pine 
association, Dept. AL, Yeon Build- 
ing, Portland 4, Ore. 






a 2 ae 
An All-Plastic 
Here is one of the four decorator 
designs that highlight the new line 
of six colored plastic cabinets manu- 
factured by Miami-Carey. These 
designs, that will complement any 
decorative scheme, were created 
by Aristide B. Cianfarani, one of 
America’s foremost sculptors. In 
addition to period and contempo- 
rary designs there are a sea horse 
and wave and a lily-pad motif 
which harmonize with shower cur- 
tains and throw rugs. A selection 
of six colors includes the soft pas- 
tels of green, yellow, peach, blue 
and gray and a rich dubonnet. 
The cabinets are constructed of 
tough, durable one-piece precision 
molded plastic and can support the 
weight of an average man. For 
longer life reinforced stainless steel 
piano-type hinges have been in 
stalled. Write The Philip Carey 
Mfg. Co., Dept. AL, Lockland, Cin- 
cinnati 15, Ohio. 


Cabinet 


New Bathroom Accessories 


The L. E. Mason Company al- 
nounces its new line of quality 
bathroom accessories. _ Designed 
by Joseph Husser, well-known 1- 
dustrial designer, these cast acces 
sories in their gleaming ‘riple 
chrome plate are described by the 
Mason slogan: “Better Bui!t for 
Better Homes.” Although very 
moderately priced, these accessories 
are reportedly of high quality, and 
the buyer receives a guarantee 
against defects in workmanship 
any defect under ordinary «sage. 
In support of this new line ° 
chrome bathroom accessories theré 
will be continuous and extensive 
national and trade advertising wit 
attractive display boards and other 
point-of-sale material available to 
all dealers. All merchandise will be 
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GOLDBLATT MASON TOOLS 


QUICKER TURNOVER 
MORE PROFITS 
REPEAT CUSTOMERS 





Give YOU 





FINEST QUALITY 
Give Your came GREATER VALUE 
LONGER WEAR 





BRICKLAYERS’ AND 


PLASTERING 
STONE MASONS’ JOINTERS TROWEL 


BRICK 
TROWEL 




















BRICKLAYERS’ 
LEVEL 
4 
| Send TODAY for 
es 4 
an] | FREE 
eet us at i 
BOOTH 222 ' ILLUSTRATED 
NATIONAL CATALOG 
HARDWARE t Write for your 1952 copy of 
SHOW ; Goldblatt’s illustrated cata- 
4 log describing the largest 
= i and most complete line of 
; masonry tools and supplies, 
1 





Goldblatt Tool Company 


1924 Walnut Street 
KANSAS CITY 8, MISSOURI 
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FIRST CHOICE OF THE TRADE FOR 66 YEARS 





GUFRANTZ 
No. 80 GARAGE 


HARDWARE 


AMERICA’S MOST POPULAR SET 
OF OVERHEAD DOOR EQUIPMENT 








USE THIS VERSATILE HARDWARE WITH 
CUSTOM OR MILL-MADE GARAGE DOORS 


Equally “at home” on carpenter-built or mill-made 
doors, Frantz No. 80 Series* overhead garage door 
hardware will lift any door weighing up to 150 Ibs. 
—is a favorite with architect and contractor alike. 
Features (shown at right) include: (1) Automatic 
opener, (2) Powerful spring 
which does all the lifting, 
(3) Sturdy formed steel 
arms, (4) Steel weather- 
stripping, (5) Positive latch, 
(6) Angle iron brace to pre- 
vent warping. Steel hangers 
and ball-bearing wheels 
assure smooth, quiet opera- 
tion. Set comes complete 
with chrome. handle, brass 
cylinder lock, track sup- 
ports, braces and _ lags. 
Simple, easy to erect. 

*No. 83 for doors 8’x6’6” 

No. 839 for doors 9’x6’6” 


No. 80 for doors 8’x7’ 
No. 809 for doors 9’x7’ 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 











e ) 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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— attractively packaged. This new fhe : 
line will be handled by the regular [pull « 
sales organization of the L. E, [pew ¢ 
Mason Company with Stan Hackel pcre 
as sales manager. Write L. E, [Bide | 
Mason Company, Dept. AL, Boston [1 1Zzes 

FOR 36, Mass. nae 
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REYNOLDS METALS COMPANY 
BUILDING PRODUCTS DIVISION 





ALUMINUM BUILDING MATERIALS OFFER a real 
opportunity to aggressive men experienced in this 
sales field. Several territories now open. Salary, 
incentive, expenses, excellent future for growth 
in this expanding Industry. Reply with complete 
personal and business history. 


REYNOLDS METALS COMPANY 


PARTS DIVISION | 
2000 South Ninth Street 


| Louisville, Kentucky 











Cc. B. Gressman 
Personnel Director 


New Checkerboard Panel 
































New checkerboard-patterned he 
——— hardwood plywood panel shown — 
here is now being offered by United FF Wi 
States Plywood Corporation. Check- [the « 
erboard plywood, available in pan- oor 
els 48x96” of five-ply construc- he 
tion, offers architects, builders and [plete 
manufacturers a low-cost solution [Pifies 
to checkerboard effects in wall pan- JR" 
eling, displays and furniture. The Pth 
unusual effect is created by using en! 
16” squares of veneer with the or 
grain of each square set at right JR" | 
angles to the next. New checker- > * 
board panels come in many favor- vhic 
ite woods including African ma- dit 
hogany and Korina. Write United Pe" 
States Plywood Corp., Dept. AL, 


; Oyl 








55 W. 44th St., New York 36, N. Y. 
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K-Venience Cup Rack - 

° e ge 0 Tt 

The new K-Venience Slidins Cup §,,. 

Rack, No. 791, is announced «s the <m 

newest addition to the kitchen § 

K-V line by Frederick J. Vogt i... 

president of the firm. Chrome §.. 

plated hooks that hold a ful! dozeo & 

G. N. Coughlan Co., cups in close, orderly, off-she!f a By | 

W. Orange, NW. J. rangement, travel 10” out from 
Bun 
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wil She shelf edge with a finger-tip The attractive frame consists of 





lar pull on the sliding carriage. The four moldings accurately mitered 
E. Ppew cvp rack is easy to install with at the ends, with clips and screws 
kel crews (furnished) on the under- _— for concealed fastening. It is ship- 
E ide 0: cupboard shelves, and mini- ped knocked down for easy, immedi- 
ton pmizes ‘he dangers of cracked and ate assembly. As the “Tamper 
thippec cups while saving over 50% Proof” name indicates, it is se- 
pf the space needed to store a cured to the wall with stainless 
fozen cups in any other manner. steel clips that are self-locking 
Completely functional, neat ap- and concealed by the finished frame. 
eariny and very modestly priced, Pilferage of mirrors framed with 
the new No. 791 K-Venience Slid- this unit is practically impossible. 
| ing Cup Rack is already meeting Uses for the Kawneer “Tamper 
a with enthusiastic pon ap Proof” Frame are in restaurants, 
says Vogt. Shipped one to a pack- railway stations, and many other — . 
age in dozen lots. Write Knape & commercial buildings. They can also Glaziers' Chisels 
Vogt Manufacturing Co., Dept. AL, be used as_ stationary picture Red Devil Tools announces the 
Grand Rapids 4, Mich. frames. Write The Kawneer Co., addition of three Glaziers’ Chisels 
Dept. AL, Niles, Mich. to its line of painters’ and glaziers’ 




















Ideal for New Home building or the booming 
Remodeling Market—New Type Sliding Door 


} 


eThe Windsor Regent 





— Wardrobe with Overhead Storage Space. 
ited Windsor Supply, Inc., announces Home owners will covet the extra wall space 
eck- fithe development of a K. D. shower and increased floor and cubic footage now 


pan- floor and tub enclosure frame named 
ruc- [lhe Windsor Regent. This com- 
and [pletely new patented design simp- 


offered by Modern Glide. They'll save money, 
too, for Modern Glide's new wardrobe unit 














tion ifies assembly to the extent that (complete with sliding doors top and bottom) 

pan feny lumber dealer can make up, and its “'In-The-Wall'’ Rolling Doors and 

The [vith a minimum amount of equip- By-Passing Doors save material and labor 

sing _ nd skill, a beautiful custom —and these units will carry any style of 

the oor or enclosure. This new Wind- type of door the home owner prefers. 

ight Sr czent prefabricated door kit Builders! Modern Glid i li ai PACKAGED 

eat s syyplied in one standard size uilders! Modern Glide pocket units an \ 
el which can be cut down with an wardrobe headers are all ready to place KNOCKED DOWN! 
ma- din y hacksaw to fit any size in position. Just nail it in—no special : 

ited penis. The top and bottom rails carpentry needed. Plaster or wall board . oe 

AL, are cc Drated so as to eliminate all can be affixed immediately. No time e Less Freight 


1 Y. uess vork in determining cutting 
Imeiisions, ete., and makes the 
tram: self-measuring. An attrac- And dealers—see how you further bene- 
ve siding top and bottom bracket fit with Modern Glide packaging! Modern Glide units can be sent 
enhances the over-all beauty of the right to the job site in the pack- 
fixtur: and provides several inches age—or from the shelf to job in 


lost by building up pockets on the site. e Ease of Assembly 


















i wich adjustment. Write Windsor package. 
Ppp Pag Dept. AL, 4532 San siiiiians ; : 
ern: , . wee eee wwe e ese ee ee eee ee eee eee ee eee 

: do Rd., Glendale, Calif. Glide ; 7 

P units are ! Please send, without obligation, the "Modern Glide" 4 

> "T " made for per- ; — and complete information about Modern Glide 4 

-" . units. 

amper Proof Frame fect instal- \ : 

lation and 1 ! 

T) patented aluminum “Tamper operation— eee ee ee rer en eee 4 

roo: Mirror Frame of the Kaw- _ vill give a ; 

eer Company has been reinstated lifetime of PID. anne seen cccnesseeeserecasnsesesssensnnisnesienpicnesien i 

C 0 the product line, David S. Mil- owner Satis: ! ! 

up lor v; : ’ wks faction. i ° 

. the Bal Vice-president for Architectural : NE icis co wiette coarestieioaniens FS eee 1 

chen * es announced. Production of the 1 ( Dealer (CD Builder ' 

‘ost, fee™ i been halted during the ‘ | a San ; 
ame- ecent aluminum restrictions ]- ! 
ome . UY restrictions to a SOLD DIRECT ONLY! 

ioren additional engineering  im- DEALERS AND BU/LDERS — [ialehtaenitlingesetlieararhia- ie sePdereay all regabaaahila 

e ar- fe Ovements. It will be furnished FILL IN THIS COUPON, ee ee ee ’ 

from fe Polished and alumilite finishes. MAIL IT TODAY! ; : 


ee ee a eee ee se 
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FLEx-O-GLASS 


Crystal Clear 


New Tough as Leather 








A New All-plastic Window Material that 
is flexible, durable and shatterproof. 
Crystal Clear—Transmits Ultra-Violet Rays. 


Weatherproof. Holds in heat, keeps out 
cold. 

Easy To Sew—Seals with hot iron. Cut 
with shears and tack on for windows. 
Year Around Seller—Hundreds of Uses. 
For windows of all kinds, garment bags, 
wall protectors, appliance covers, storm 
windows, etc. 

Retails @ 26¢ Lin. Ft. 


wveaier s 
Cat. No. Yds. Width Sq.Ft. Lbs. Cost 
NFG-100 100 yds. 36” 900 27 $52.00 
NFG- 50 50 yds. 36” 450 14 26.00 
NFG- 25 25 yds. 36” 225 8 13.00 





Regular Dealer Discount 
CARRIED BY RELIABLE JOBBERS 
EVERYWHERE 

Ad Mats, Posters, Streamers, etc. 
Available From Warp Bros. 

Chicago 51 — Largest and Oldest 

Migrs. of Top Quality Window Materials 














Sells On Sight! 





ra 
Cae 


READYBUILT FIREPLACE 


(Reg. U. S. Pat. Off.) 


Hundreds of dealers coast to coast 
find the beauty, warmth and cheer of 
a READYBUILT Fireplace on display 
wins customers—and results in quick, 
sure sales! Large variety of attractive 
models in brick, stone and wood 
available—to suit any individual taste 
or any style home—for use with gas 
or electricity! Furnished complete, 
ready to be installed. Shipped any- 
where. Write for catalog and dealer's 
propositions. 


The Readybuilt Products Co. 


1709-23 McHenry St. Baltimore-23, Md. 
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tools. The chisel is specially de- 
signed for removing old putty, 
glaziers’ points, and small nails 
from sash when replacing broken 
windows. It is also heavy enough 
to use for driving glaziers’ points. 
The chisel—No. 453—is available 
in three widths—114”, 134” and 
2”. The hefty tool is 9” in over- 
all length. The blade is made of 
high grade steel and the handle of 
ethyl cellulose. The shank of the 
blade extends through the handle 
so that the tool can be tapped with 
a hammer when desired. The 
chisels are packaged one to a box. 
Write Red Devil Tools, Dept. AL, 
Irvington 11, N. J. 


New Kitchen Cabinet Line 


A complete line of American- 
Standard kitchen cabinets that of- 
fers sales and stocking advantages 
to both retailers and wholesalers 
was recently placed on the market. 
Special feature of the new line is 
the ease with which a great variety 
of storage space arrangements can 
be made in single units. Patented 
construction of base and undersink 
cabinets allows doors, sliding 
shelves, exposed and concealed 
drawers to be added, removed or 
switched from place to place with 
little effort. The flexibility of these 
cabinets makes it possible for the 
retailer to plan kitchens with stor- 
age space designed specifically to 
meet the individual working, buy- 
ing and eating habits of each cus- 
tomer. The ease of converting 


these cabinets after installation pro- 
vides additional consumer sales ap- 
Write American Radiator & 
Dept. 


peal. 
Standard Sanitary Corp., 
AL, Pittsburgh 30, Pa. 





"Vinylast" 

“Vinylast” is the new name of 
the vinyl plastic floor and wall 
tiling (formerly called “Flor-Life” ) 
manufactured by Vinyl Plastics, 
Inc. The plant was known as Nat- 
ural Products Co., Inc., before Rob- 
ert E. Kohler acquired controlling 
interest last September. Ben. 
Harff, vice-president of the new 
firm, has announced a program of 
expanded production which will 
amount to between three and four 
million square feet of tiling per 
year. Additional patterns are be- 





ing added to the “Vinylast” ling 
and a vinyl plastic desk topping 
material is being developed. Pho) 
shows plant-entrance cement wal! 
covered with the company’s vin} 
plastic tile installed in July, 194) 
This product has withstood puJ 
ishment from sun, rain and ice, ani} 
temperatures ranging from -25°P 


to over 100°F. Vinylast is said tf 


retain its original brilliance with 
out any sign of deterioration def 
spite the rigors of Wisconsin wip. 
ters. Write Vinyl Plastics, Ine, 
Dept. AL, Sheboygan, Wis. 

















DoOooOOoOODOOoOOoOoOODoOoOD 


Pendevees Pine Woodwork | 


Presented through the auspices 
of the Detroit Lumbermen’s As 
sociation, the Ponderosa Pint 
Woodwork colored movie playlets 0 
wood window units were said t 
have “stolen the show” at the Home 
Show held in Detroit, Mich. Th 
playlets were run continuously dur-f 
ing every day of the show at the 
booth which was shared jointly by 
the Detroit Lumbermen’s Ass0ia: 
tion, Michigan State College and 
Ponderosa Pine Woodwork. Al 
though these 13 one-minute playlets 
were produced primarily for a 
vertising purposes in movie the 
aters, it was reported that from 
40 to 80 people were watching the 
films most of the time the doors 
were open and that more thal 
300,000 persons viewed the display 
during the 10-day show. Write 
Ponderosa Pine Woodwork, Dept 
“_ S. Dearborn St., Chicas? 
3, Ill. 


Colored Sonofaced Tile 


Sonofaced acoustical tile, intr 
duced recently by Owens-Cornllé 
Fiberglas Corporation, now is aval 
able in six basic decorator colo 
suitable for use in combinatid! 
with any color scheme iv reside 
tial, commercial, school, office 4 
other type interiors. In additia 
to the standard off-white textul 
offered originally, the product 5 
being made in pink, green, blu 
buff and chartreuse. Consisting ° 
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Sell Bathroom 
Beauty a nd 


“Convenience! 


Model L-4V 


Sell The 


IRiiwatic 


SPACEMAKER 


Modernization does away with 
eye-sore sinks and lavatories hung 
on the wall, with plumbing ex- 
posed. The Lavette SPACE- 
MAKER combines alluring 
beauty with compact convenient ~ 
storage. A sturdy pressed steel 
unit. Large basin* is acid resist- 
ant “Lifetime” triple-coated por- 
elain. Steel cabinet, white baked 
enamel finish. Height 32”. Width 
104", Length 1814”. 

*Faucet and Drain Not Included 





No More Eyesore 
Installations 


Pressed Steel Sinks in Porcelain Enamel Finish 


Model S-11 Double Compartment 


$-2, 26’’x 18’’x 5’ 

S-7, 32''x 20''x 63/," 

$-10, 32''x 17Y_"'x7"’ 

FL-Double Compartment 

$-3, 32''x 21’’x 7-13/16" 
(3 Hole) 

S-11, 32’’x 21’'x 7-13/16" 
(4 Hole) (Illustrated) 





Lavatories 
L-6P, 20’’x 18’’x 61/,"’ 
1¥,’’ Radius Corners 
L-2S, 18,''x 161/,'’x 61/2"' 
1’’ Flanged Sides 
L-3S, 181/,'’x 16Y%4''x 62"' 
Flat rim Special 





eee see 

Single Compartment 
S-1, 18’’x 13’’x 5” 

S-3, 20''x 16’’x 63/,/’ 
S-4, 20'’x 18'’x 63/,/’ 
S-5, 24’'x 18/’x 63/,/" 
S-6, 30’’x 18’’x 63/,'" 
S-9, 17Y_""x 16''x 7" 






* a 


1h. 
U.S. PORCELAIN ENAMEL CO. 










Write for Name of 
Nearest Wholesale Jobber 


METAL STAMPING DIVISION 








4635 E. 52nd Drive ¢ Los Angeles 22, Calif, « Kimball 5104 












WE ARE HERE 
TO HELP YOU 
THIS FALL 


Stock Up NOW 


on These Home “Spruce-Up” Items 





The Armstrong ad in the September 
issue of ‘‘HOME Maintenance & 
Improvement” soon will be seen by 
nearly a half million home owners, 





Dealers cooperating will get many, many 
calls for these three popular Armstrong 
plastic compounds. 





Jobbers! — make sure that your dealer 


WINDOWS 


outlets are supplied. 


Miles ahead of putty! 
**33'" COMPOUND stays 
ELASTIC — won't crack 
or chip off in service. 
O.K. for both wood and 
metal sash and many 
other home uses. 


Dealers! —put your Armstrong 
products on display and profit most 
from YOUR advertising. 


Write us for any desired 
information. 








FOR INSIDE 


FOR OUTSIDE REPAIRS 


REPAIRS 


RELY-ON caulking compound 
adheres to any surface. Pro- 
vides moisture-tight seal of 
lasting duration. Made in 
both gun and knife grades. 
Priced to move rapidly. 


KWIK-SEAL — the bath tub and 
tile sealer everybody likes. Ideal 
for many inside patching jobs. 
Dries quickly with satin-white 
finish. Suggested retail, big 6- 
fluid-oz. economy tube only 79c. 
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DETROIT 17 CHICAGO 9 DALLAS 1 
RICHMOND, CAL. CHARLOTTE, N.C. 


HIGHEST QUALITY 
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Fiberglas board with a plastic film 
facing, Sonofaced tile absorbs 
sound by diaphragmatic action. 
The film serves as a_ vibrating 
drumhead, transmitting sound 
waves into millions of tiny air 
spaces in the Fiberglas board. The 
pattern of the product, suggesting 
the intertwining fibers of glass 
which make up the board behind 
the film facing, was designed by 
Walter Dorwin Teague Associates, 
New York. The tile is non-com- 
bustible, easy to clean, and reported 
to be high in acoustical and thermal 
qualities. Write Owens-Corning 
Fiberglas Corporation, Dept. 64-D2, 
Toledo 1, Ohio. 
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New 10 X Magnifier 


A Chicago instrument firm an- 
nounces it is now marketing a new 
optical instrument that magnifies 
clearly and distinctly without dis- 
tortion. It speeds work and enables 
the home craftsman to duplicate 
professional wotk. Especially good 
for fine wood work, drilling or 
lathe work, the magnifier is tested 
and is now being used widely in 
war plants doing work to specifica- 
tions. It can be used with special 
illuminating attachment or alone. 
For descriptive folder write Eder 
Instrument Co., Dept. AL, 2293 N. 
Clybourne, Chicago 14, III. 


KENTILE :sxc 





New Kentile Packaging 

The new packaging created espe- 
cially for Kentile Adhesive is de- 
signed to serve the dealer; as a 
sales aid; (2) display material 
with high eye appeal and (3) with 
information on proper application 
of the adhesive. It is lithographed 
in attractive red and yellow. Write 
Kentile, Inc., Dept. AL, 58 Second 
Ave., Brooklyn 15, N. Y. 





"Weldit"’ 


This new all-purpose cement is 
a clear liquid reported to cement 
anything to anything else perma- 
nently, and to top all leaks instantly. 
Aimed at universal use by wood- 
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© DOOR AND FRAME ‘i 
wo-s PACKAGED UNIT 
Reduce worrisome detail work — Use READY HUNG DOOR CORP., DEPT. B 
READY HUNG DOORS — Y all si sy . ARR hy 
items in a packaged unit juan 465 canta. FORT WORTH 2, TEXAS U ) 








226 


September 8, 


working shop and factory worker; § 
Weldit Fi 


hobbyists, carpenters, etc., 
makes an ideal utility item. Avail. 
ability is scheduled for about Qe. 


tober 1 following “one of the heayi- f 


est and most comprehensive adver. 
tising campaigns” in the industry, 
Weldit is described as the cemen 
that “supersedes all ordinar. glue 


and pastes.”’ Completely un: fected} 


by water, alcohol, naphtha, «il, gas, 
etc., Weldit can be used in the map. 
ufacture and repair of indoor and 
outdoor furniture and wood prod: 
ucts. Easy and safe to use, Weldi: 
is also an insulating, waterproofing 
and caulking material. For example, 
it is possible to cement any two wood 
surfaces together, waterproofing the 
joint in the same operation. Write 
Singer Home Products, Dept. AL, 
121-03 Sutphin Blvd., Jamaica 4 
N. Y. 





Self-Selling Display Carton 


Dealers 
ware, and similar fields can now 
get the No-Shok “Super-30” As 
sortment, featuring a self-display 


counter carton, just introduced by§ 
Electric § 


the manufacturer, Bell 
Company. By means of ingenious 
die-cutting, the top of the compatt, 


sturdy carton folds instantly into?§ 


br illiantly colored, eye-catching dis 
play sign that results in increased 
“impulse” sales. The _ handy 
“Super-30” Assortment contains 1! 
9-foot No-Shok Safety Extension 
Cord Sets and 20 No-Shok Safety 
Duplex Receptables—half brown— 


— 





. greater profits . 


. faster sales . 
Many models—and yo. choice 
of alternate features make 
these authentic Colonic! corner 
cabinets sell as fast as /ou co" 
stock them. 


A postcard will bring devils and 


our extra-generous dealer iiscounts. 


¢ 
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up with quality and you're in line for quantity sales 
orofits! D-P Caulking Compounds are tops in quality 
won't bleed, stain or discolor masonry. Guaranteed 
© become hard or crack. Remain semi-plastic to assure 
, permanent sealing! 


© D-P Gun Grade Caulking Compound 
© D-P Knife Grade Caulking Compound 
» D-P Spouted Caulking Cartridges (both fibre and metal) 
e D-P Caulking Guns (both wire bail and combination) 


ock and display them for greater turnover...extra profits! 


THE DICKs “==” PONTIUS COMPANY 


DAYTON, OHIO 


Alexandria, Va. Decatur, Ga. 








L 


a] a 
ward ‘UILDING PRopucTs MERCHANDISER 










YOU AREA 
SPECIALIST 
IN MAPLE 
FLOORING 


Since 1891, dealers all over the 
world have confidently looked to 
HORNER for the finest flooring, plus 
— the most expert advice and assistance on all phases 
of each individual job. Some of these customers were 
maple flooring specialists. Others were just beginning 
to explore this highly profitable field. But they had 
one thing in common — the knowledge that HORNER 
offers unsurpassed quality and know-how. 










You, too, are a specialist in maple flooring when you 
avail yourself of our wealth of experience and under- 
standing of each facet of this business. For greater 
profits and more large-volume jobs, team up with 






HARDWOOD FLOOR 


oe 


Contact us at once regarding the building in your 
area. We will be happy to put our extensive facilities 
at your disposal. 


HORNER FLOORING COMPANY. 


215 Maple Ave. Dollar Bay, Michigan 
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half ivory. Thus, the new self- 
display assortment offers a No- 
Shok department in a minimum 
counter space. The dealer can ob- 
tain merchandise refills through his 
local jobber. No-Shok Safety Prod- 
ucts feature the patented, self- 
closing outlet that prevents tragic 
accidents resulting from children 
inserting wire or other metal ob- 
jects in exposed outlets. Write Bell 
Electric Company, Dept. AL, 1844 
West 21st St., Chicago 8, II. 


New Tractor-Operated Loader 


A new tractor-operated indus- 
trial loader, with a lifting capacity 
of half-a-ton and a lifting height 
of nearly 11 feet, has been added to 
the Dearborn Motors equipment 
line. The loader is designed to be 


operated on the Ford Tractor. Two 
levers give the operator “finger 
tip” control of the loader. The 
loader’s hydraulic pump is mounted 
on the tractor rather than the 
loader itself. This method results 
in smoother, more positive drive, 
and enables the tractor to get 
closer to trucks for dumping the 
loader bucket. Another advantage 
of the separate hydraulic pump is 
that the tractor’s hydraulic mech- 
anism is left free to operate addi- 
tional rear-attached tools. For ex- 
ample, you can mount the loader on 
the front and still attach a blade 
or angle dozer to the tractor’s 
hydraulic mechanism on the back, 
for double-duty operation. Among 
the most popular tools that team 
with the tractor are land levelers, 
post-hole diggers, scoops, mowers, 
blades and loaders. For literature 
on these tools write Dearborn 
Motors Corporation, Dept. AL, 
Birmingham, Mich. 


New Fireplace Design 


One of the designs in the forth- 
coming Fifteenth Edition of the 
Donley Book of Successful Fire- 
places is for a fireplace projecting 
a generous distance from the wall 
and open at both sides, so as to 
give a three-way view of the flame. 
Write The Donley Brothers Com- 
pany, Dept. AL, 13928 Miles Ave., 
Cleveland 5, Ohio. 





New Diverter Valve 


A newly-designed Diverter Valve 
announced by the Industrial Truck 
Division of Clark Equipment Com- 
many, makes possible for the first 
time economical installation in the 
field of a number of special hy- 
draulic attachments. By means of 
the valve, the truck’s hydraulic 
system for tilting the upright can 
be utilized to operate the special 
hydraulic attachment,- using the 
standard tilt lever as the means 
of control. When the Diverter 
Valve plunger is in the “up” posi- 
tion, oil is diverted to the attach- 
ment. -When the plunger is in the 
“down” position, oil flows to the tilt 
cylinders, and the truck operator 
has normal control of tilting. Si- 
multaneous operation of the attach- 
ment and tilt cylinders is impos- 
sible. The new valve cuts time and 
costs of installation and eliminates 


—— 








Swinging Panel 
MERCHANDISERS 


Make Display and Selling 
Easier—YOU SHOW MORE 
MERCHANDISE . . . YOU 
SELL MORE 


These outstanding display fixtures 
provide the 
way to show doors, 
cialties and building materials in 
minimum space. They permit cus- 
tomers to make quick selection 
and save many hours of valuable 
sales time. 
plete information. 


modern, attractive 
lumber spe- 


Mail coupon for com- 





907-917 N. Tenth Street 





MULTIPLEX DISPLAY FIXTURE COMPANY 


St. Louis 1, Mo. 


















GIVE CONDENSATION 
THE AIR with 
“MIDGET LOUV 


Efficient sidewall venti- 
lation for new or old 
structures! Helps prevent 
condensation and moisture 
blistering. Easy to install. 
2 styles—for indoor or 
outdoor use—both with 
built-in insect screens. All- 
aluminum. 5 sizes—1” to 4”. 


Use on sidewalls, flat roofs, 
eaves and soffits, gables, 
unexcavated areas, finished 
basement walls, cupboards, closets, storm «38h, 
etc. Write for information.’ 
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MIDGET LOUVER CO. 


6-8_WALL STREET ©. NORWALK, CONN. 
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DO YOU HAVE 
A REDWOOD 
ACCOUNT? 


HOBBS WALL, Redwood Lumber 
Distributors for the past 86 years 
are inviting inquiries from whole- 
sale lumber distributors and com- 
mission men who also have built 
their business on years of honest 
dependable service. 


HOBBS WALL 
LUMBER CO. 


Wholesale Distributors of 
California Redwood Lumber 


405 Montgomery Street, 
San Francisco4 GArfield 1-7752 











GARAGE DOORS 


















































“ROLLEZY" 

AND “GLIDEOVER"—A wide range of over- 
head models and sizes from 8’ x 6' 6" to 
24° x 24° to meet all residential and com- 
mercial requirements. 

“AUTOMATIC 

ELECTRIC DOORMAN"—Push-button oper- 
ator for opening and closing ANY make of 
sectional overhead and most one-piece doors. 
WAGNER ALSO MAKES—Saw horse trestles, 
scaffold, roof, and folding ladder brackets 
and hardware specialties. Ask for Bulletins. 


Wagner Manufacturing Co. 


Box AL-52, Cedar Falls, lowa 
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major modification of old models. 
The Diverter Valve is available for 
export sale and installation. Write 
Clark Equipment Company, Dept. 
AL, Industrial Truck Division, Bat- 
tle Creek, Mich. 








Twin Plastic Wall Tile 


Color and variety are the out- 
standing features claimed for a 
new twin line of Polystyrene plastic 
wall tile. The 414”x414” tile, called 
“Ridgetile,” is molded in 23 dis- 


tinctive colors, which reportedly 
will take care of any possible color 
scheme. Marbleized colors are in- 
cluded; having no swirls in their 
design, no maintenance of a “mar- 
ble pattern” is necessary. Like- 
wise, the tile can be installed with 
or without grouting. The 9”x9” 
tile, called “Ridgewall,” is molded 
in eight harmonious shades, A 
distinctly different type of product 


from “Ridgetile’ (which is in- 
tended mainly for bathrooms, 
powder rooms and_ kitchens), 


“Ridgewall” is intended for offices, 
dens, playrooms, lobbies and _ in- 
stitutional applications. One sug- 
gested application, for any room, 
is a combination of two walls done 
in “Ridgewall’’ with the other two 
using wallpaper. An additional 
feature is the fact that “Ridgewall”’ 
will not scratch. Every size and 
shape of trim pieces is included in 
the company’s “Ridgetile’ line, a 
total of 15 items molded in 14 
colors. For literature and samples 
write Ridge Plastics Company, 
Dept. AL, Elyria, Ohio. 


"The Southern Pine Story" 


The woods, the mill, the men 
who work with the product of the 
Southern forests—all of these are 
a part of The Southern Pine Story, 
a new booklet published by South- 
ern Pine Association. With vivid 
text and colorful illustrations, the 
booklet begins with the tree, ex- 
plaining what Southern Pine is, 
where it grows and what its char- 
acteristics are. Following this is 
a history of Southern Pine, a story 
that goes back to the time when 
Captain John Smith made his first 
report to the Virginia Company in 
1608. He indicated that “the 
countrey is most over growne with 











Vertical Depth of Cut 2” 
Bevel Cut at 45° 114” 


Can be furnished with blade 
on right or left side 


Y ov can feel the difference in the 
Bradford design! Just try a Brad- 
ford and compare. Bradford’s Port- 
able Electric Saws are better de- 
signed . . . better balanced . . . for 
easier handling, smoother sawing, 
more accurate work. Two sizes: 6” 
(shown above) and 8”. 


They’re built for years of hard serv- 
fce with all ball bearing construc- 
tion. Gears are helical cut to give 
maximum driving power. A power- 
ful 110 volt AC/DC motor drives 
the blade with quiet, cool-running 
efficiency. 


Own a Bradford—they’re the choice 
of craftsmen everywhere. See your 
Bradford dealer for a demonstration. 
Write for bulletins. 


Precision Since 1840 


THE BRADFORD MACHINE TOOL CO. 


670 Evans St., Cincinnati, O. 
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J. HERBERT BATE CoO.. INC. 


FOUNDED 1914 
EASTERN OFFICE: 
30 Church St.. 


NEW YORK 8, N. Y. 
Phone WOrth 4-6363 


WESTERN OFFICE: 
BATE LUMBER CO. 
1215 Public Service Bldg. 
PORTLAND, OREGON 
Phone, Capital 1661 











Teletype, N. Y. 1-1098 Teletype, Portland 255 
Members: 
W.P. A. S.P.1.B. W.C.L.A. 
Mill No. 22 Mill Nos. 541 and 562 Mill No. 31 
Specializing in: © 


@ K. D. PONDEROSA PINE 


Yard Items—-Paneling—Shop 


@ K. D. FIR & LARCH DIMENSION 
2x3 to 2x12—Lengths up to 18 ft. 


@ GREEN DOUGLAS FIR 
2x3 to 4x12—Lengths up to 28 ft. 


@ K. D. SOUTHERN YELLOW PINE 


Yard Items—Flooring—Stepping— Boards 





"lumber 


... from BETTER MILLS 











TRANSIT CARS .... 1! MILL SHIPMENTS 








Distributing Yards: 
BROOKLYN @ PHILADELPHIA @ NEWARK & ENGLEWOOD, N. J. @ W. PITTSTON, PA. 
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INDIAN p 


Protect property, guard lives 
with these famous pack extin- 
guishers. Use only clear water. 
5 gal. rust proof tank. Pump 
throws powerful stream or noz- 
tle adjusts to spray. Don't be 
helpless when fire strikes! Just 
grab an INDIAN and 

put it out in a hurry. 

Sturdy construction. f 
Inexpensive. Prompt 
shipment. 





E-Z 5 GAL. 
KNAPSACK SPRAYER 


Finest knapsack sprayer made. Pump lever 
develops high pressure easily while spray- 
ing. 5 gal. zinc-grip steel or copper tank. 
Tank is air conditioned preventing damp- 
ness reaching the back. Adjustable brass 
nozzle. (Recommended by Extension Services.) 


BANNER 
COMPRESSED 
AIR SPRAYER 


The outstanding com- 
Pressed air sprayer. 
Electric seam welded 
tank. Streamlined dome 
top. (Open or funnel 
type.) Galvanized or 

solid copper tank.Non- 
- gos angle nozzle. 


Send for Full Detail $s on INDIAN FIRE 
PUMPS and our Complete Line of Sprayers 


Have you ordered INDIAN FIRE PUMPS 
For Civil Defense? Be Prepared! 


D.B. SMITH & CO. ma st.- utica 2, N.Y. 


1888"’ 


‘‘Originators of Sprayers Since 
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pynes.” Other 
aera tell of the wide range 
uses of Southern Pine liumbe 


describe its manufacturing met}. 
is bein 


ods and tell of how it 
grown as accrop. This is the fir 
time the complete story of th 


Southern Pine industry ha» bea}, 
summed up in one publication, x7 


cording to SPA officials. For fre 


copies of the booklet write Sout). 
ern Pine Association, Dept. AL 
Box 1170, New Orleans, 


La 


Da-Dall Attachment 
Good news to woodworking é: 

thusiasts is the invention 

simple dado attachment which per 


mits a regular circular saw bDlate) 


to cut grooves of any width. Unlike 
other dado attachments, the Da-Dall 
consists of only three parts whic 


are easily mounted on the saw shalt} 


along with any saw blade. Ther 


are no special choppers, blades 0 


washers. Once mounted, the Ds 
Dall can be left on the saw at all 
times. 


a single screw adjustment. 
a groove, just loosen the jam nil, 
turn the micro adjusting screw © 
the desired width, and tighten the 
jam nut. One quick, simple at- 
justment. The new Da-Dall permits 
clean, uniform cuts of any desirel 
width or depth (to saw capacity 


in all types of wood, including har 


wood, knotty wood and plywood. It 
cannot bend saw blades. Write De 
Dall Company, Dept. AL, 725 Se: 
ond St., San Francisco 7, Calif. 
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Stonco Collies: Seal Holder 


This weatherproof lam; holde 
has been designed to prolong lam? 
life and end common lamp heal 
aches in outdoor lighting. [he ne 
type of holder makes use of a hit! 
temperature, silicon rubber cushi0 
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riage . cose THE PATENTED 
. ae COMBINATION DOOR & SCREEN WITH 
“pt. AL METAL SURFACES AND PONDEROSA PINE CORE 


Pre! 


You'll realize amazing sales and profits when you tell your customers that 
beautiful COMPO gives them the strongest combination door and screen 
ever made! 


Unique on the market, patented COMPO has these stand-out features— 


% A solid Ponderosa Pine core, with your choice of Aluminum or Stainless Steel surfaces. 

%& Metal-over-wood construction combines the best features of each into a sensationally 
beautiful and durable screen and door. 

% Adjustable 4 ways to fit any size opening; can easily be installed by the average 
homeowner. 

%& Compo has no visible fastenings except on hardware; it’s solid, soundproof and 
insulated. 

% Each nationally advertised door is furnished with complete hardware. 

% The low initial cost is the only cost—Compo requires no servicing to 


pm Magy FA ge nd maintain its beauty and smooth, quiet performance. 
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aw shaft 
>, Therm 
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the “eo agesge YOU'LL SELL THEM EVERY TIME 
“| Facilities to $ Y 
verted OI actiitieS tO verve Tou 
th 
— ; DRY KILNS—20 Tracks of Latest Moore De- WHEN YOU 
jam nul : sign. Capacity 1 million feet per RECOMMEND 
screw 10 charge. 
. the im Sy 
“ - a DRY SHEDS—Ample Storage Adjacent to Car- PROTECTIO 
1 permits line Means Dry Lumber for you. 
y desist DRY LOADING DOCK—c mati 
waaal —Can Load 19 Cars 
; maa Under Roof. Assures you quick Combination 
wood. It Shipment Regardless of Weather. SASH BALANCE & 
cite WEATHERSTRIP 
(20 OC° Be 
’ . Y 
‘alif. Wy) THERE iS NEVER A LET DOWN The ee at 
4 IN OUR QUALITY- —— 
WHR PRECISION MANUFACTURE 
Hy) [iy Ge oN Now — in one unit — the Protecto Combination 
’ CaS offers the advantages of an a sash balance 
ie) and weatherstrip assembly. Sturdy streamlined 
iN eet construction of aluminum. All materials and con- 
Dn, Ss oe t T a4 struction are superior quality. 
ve PROTECTO WEATHERSTRIP CAN BE USED 
Ni Lumber Company SEPARATELY WITH OTHER BALANCES 
Uf — Write today for Catalog and Samples 
older i 
holies yp ANDERSON, (( 17) LIN WEATHERSTRIP 
) A PW Ly Veaall i, [ca ege) 


Phe ne rte sain 8 Canby, California 4500 South Western Ave. 
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seal that hugs the neck of the lamp 
in a tight weatherproof seal that 
is reported to withstand the high- 
est heat to which the lamp could 
be subjected and the most adverse 
weather conditions in outdoor serv- 
ice. By sealing the lamp low at its 
neck and by exposing its hot spot 
area to open air cooling, lamps are 
said to burn cooler and longer as 
they normally would in rated life 
testing. At the same time, the 
cushion-seal adapts itself to fit all 
R-40 and PAR-38 lamps whether 
long, short or off-center. The new 
unit is made of non-corrosive cast 
aluminum with a glazed porcelain 
heatproof socket. Write Stonco 
Electric Products Co., Dept. AL, 
Kenilworth, N. J. 


Pacific Plastoid Products 
Pacific Plastoid, a new company 
producing Plasti-Glaze and Glaza- 
W ood glazing compounds and Plas- 
toid putties and caulking com- 
pounds, has been established in 
Oakland, Calif. The new company, 
a manufacturing and distributing 
subsidiary of Plastic Products Com- 
pany, Detroit, has been formed to 
fill the increasing demand and re- 
duce the transportation costs of 
that company’s materials on the 
west coast and in the Pacific over- 
seas area. In announcing the west 
coast operation, R. W. Covert, 


president of Plastic Products Com- 
pany, asserts that Pacific Plastoid 
will manufacture Plasti-Glaze, 
Glaza-Wood and Plastoid products 
to the exact specifications main- 
tained by the company’s four other 
factories. For free samples of 
Plasti-Glaze, Glaza-Wood or Plas- 
toid materials, specify the type of 
sash to be glazed or the application 
for the caulking compound. Write 
Pacific Plastoid, Dept. AL, 1401 
Middle Harbor Road, Oakland 20, 
Calif. 





Now Zin-Cote Plated 


Crawford Door Company’s new 
Zin-Cote plating on all hardware 
attached to the door, will apply to 
the company’s leading line, Craw- 
ford Marvel-Lift Doors, the supple- 
mentary line, Fleetwood Doors, and 
the Doormaster low-headroom line. 
The new Crawford Zin-Cote protec- 


tive finish is applied by an electro- 
lytic process which deposits a heavy 
coat of pure zinc upon the surface 
of the metal. This finish performs 
three desirable functions—it pro- 
vides a finish so resistant to the 
effects of atmospheric moisture and 
chemicals that the hardware re 
mains rust free and corrosion free 
almost indefinitely; in the case of 
moving parts such as the lock 
mechanism, and, even more particu- 
larly, the rollers, it provides a nat- 
ural lubricant which makes the use 
of other lubricants completely un- 
necessary, and, it adds to the wear- 
resisting capacity of the part itself. 
Write Crawford Door Company, 


Dept. AL, 103-401 St. Jean, Detroit 
14, Mich. 





New Aluminum Ladders 


Weinstein Ladder Co. is now 
manufacturing a line of “Endura” 
Aluminum Ladders. Though light, 





Selected Lumber 
from Selected AIi1ls! 


ORG EENGHEIT 
LUMBER CO. 


American Bank Bldg., Portland 5, Oregon 
_ Phone AT 7245...Teletype PD 131 
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HOSPITALS © INDUSTRIAL * COMMERCIAL 
RESIDENTIAL © CONSTRUCTION ... 


Get the MOST for 
Your Building $$’s 


ONLY PULLMAN 
SASH BALANCES 





1. PERFECT BALANCE... window weight absolutely 


balanced. 


2. EFFORTLESS ACTION ... no weight to lift..: 


windows raise easily. 


3. LOW COST, EASY INSTALLATION ... ¥§ 


regular pre-fabricated windows... 


a minimum 0 
on-the-job carpentry wor: 


4, LIFETIME GUARANTEE . -: 
guaranteed against imperfect 
workmanship or materials for 
the lifetime of the building 
which they are installed. 


WRITE FOR LITERATURE 
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THE AUTUMN ISSUE OF 


HOME MAINTENANCE 
AND IMPROVEMENT 


Sells GROTE Stor-In-Door 
BATHROOM CABINETS 








This is the only cabinet with the big selling, 
extra space feature that appeals to every 
housewife — that sells new installations and 
remodeling jobs. In the same price bracket 
as quality-made conventional cabinets. 
Made in all sizes — lighted and unlighted 
— in all price ranges. 


Write for ROM 
ER F 
Complete Catalog Onur yOBBER 


THE 
Crate MANUFACTURING CO. 
Bellevue, Ky. 









LIQUID ABESTO 
1 GAL. PER 
100 $Q. FT. 








L 


LARGE HEAD GALV. 
NAILS ON 2° CENTERS 









For QUICKER turnover 


ABESTO QUICK SETTING PLASTIC 
OVER NAILED STRIP 














HANDLE 
cAbesto COLD APPLICATION 
BUILT-UP ROOF MATERIALS 


Easily applied by your 
customer, Abesto 
LIQUID, used with 
smooth surface roll 
roofing produces a 
better built-up roof 
at lower cost! 
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The Abesto "Seal of Quality" 

is for your protection. It iden- \¢ 
tifies all Abesto products and 
is your guarantee that you are 
offering roofing materials that give the utmost 
in protection from the elements. The reputable 
dependability of the exclusive formulas used 
have been proven by exhaustive tests — both 
in the laboratory and in the field. Give these 
better roofing products a prominent display in 
‘your store. It will pay off in extra profits for you! 
Write for FREE Specification Sheets. 

F.H.A. Approved 


ce Abesto 


MANUFACTURING CORPORATION 


MICHIGAN CITY, INDIANA 9 
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get IN on all these 

profitable sales 

opportunities with 
SISALATION 


‘TELL them and you'll se// them — tell builders 

and farmers about the low cost of SISALATION | 
Reflective Insulation . . . how quickly and easily | 
it can be applied ...how effective it is as a combined | 
insulation and vapor-barrier . . . for sidewalls, ceil- 
ings and under floors. Sell it for remodeling work, 
too... great for lining attics. Proved in performance. | 
A profit-winner for you. In standard 36” and 48” rolls. 








SISALKRAFT and 
SISALATION ... 
the perfect 


SEALED 


FROM THE 


& 


combination for 
insulated 


dry walls. 








WATERPROOF 
2 SISAL- REINFORCED 
PROTECTIVE PAPERS 


THE SISALKRAFT CO. 


205 West Wacker Drive, Chicago 6, Illinois 


New York 17, N. Y. @ San Francisco 5, Calif. 








their special construction adds long 
life and great strength. By center. 
ing the rungs in the side rails, 
and taking up the play and side 
sway between’ extensions with 
blocks, unequal strain on the rails 
has been eliminated and metal 
fatigue reduced. All parts are 
fastened by rivets and the rungs 
are wedged into the side rails. The 
ladders are made from 61 ST-6§ 
aluminum extruded U channels for 
side rails which has a tensile 
strength of 45,000 lbs. per sq. in, 
A 2%” channel is used for 20’ to 
32’ extensions, and 3” channel used 
for 36’ to 48’ extension. The lad- 
ders are guaranteed not to rust, 
corrode or crack. Write Weinstein 
Ladder Co., Dept. AL, Union 11, 
N. J. 
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Fast-Drying Aluminum Coating 

A new industrial aluminum coat- 
ing can be sprayed without spat- 
tering objects or surfaces four feet 
or more in the background. Because 
of the special vehicle and solvents 
selected for the formulation of this 
new coating, Roylac Aluminum, it 
dries upon four feet of travel, from 
the spray gun nozzle, to a cottony, 
non-adhering powder. The _ wire 
fence in the photograph was spray 
coated with Roylac, This coating 8 
said to provide a superior and tight- 
ly bonded corrosion-resistant film 
with a bright aluminum finish, pal- 
ticularly effective exposed to acid- 
type fumes and salt or moist alt. 
The material is plasticized to pro 
vide a film of good flexibility and 
bonding tack, effective for sealing 
wood or other porous. surfaces. 
With its non-reactive vehicle, the 
coating is excellent on galvanizing, 
zinc, aluminum, magnesium, stee 
and other basic metals. It has been 
accepted as an economical, fast- 
drying product finish coat. it = 
ers from 600 to 800 square _ 
per gallon and dries to a tack 
free film in 12 minutes. The ma 
terial is also easily applied 7 
brush, For free test sample w!! 4 
Royston Laboratories, Inc., Dept 
AL, Blawnox, Pa. 


234 September 8, 1952, AMERICAN LUMBERMAN. & 














iter- 
ails, 
side 
with 
rails 
etal 
are 
ings 
The 
ST-6 
_ for 
nsile 
. in, 
Y to 
used 
lad- 
rust, 
stein 
11, 





coat- 
spat- 
feet 


ase 
vents 
this 
n, it 
from 
tony, 
wire 
pray 
ig is 
ight- 
film 
ar- 
bev 
air. 
pro- 
and 
aling 
aces. 
the 
zing, 
steel 
been 
fast- 
cov- 
feet 
tack- 
ma- 
1 by 
yrite 
Dept. 












Promotional Item 


Youngstown Kitchens dealers 
now have an electric clock for use 
as a promotional item. Made of 
plexiglass, the clock case has easily- 
read cut-out numerals. A ring is 
inserted behind the numerals and 
four different rings accompany 
each clock so the homemaker can 
match the clock with her kitchen 
color scheme. The clock has a sec- 
ond hand, and the self-starting 
works are fully enclosed. Excess 
electrical cord can be wrapped 
around the case in back and hidden 
from view. It carries a one-year 
guarantee. Attractively packaged 
in a special counter display box, 
the clock can be used as a give- 


away to customers, as a prize for 
group demonstration meetings, or 
can be sold at low cost. Write Mul- 


lins Manufacturing Corporation, 
Dept. AL, Warren, Ohio. 


% OrMAplete catalog 


58 Marlite Sud all other 
Marsh Praduess 





Catalog of Marsh Products 


A revised, 8-page, full-color cat- 
alog on Marlite plastic-finished 
wall and ceiling panels and all other 
Marsh. products is available for 
those interested in remodeling or 
new construction. New this year, 
and a feature of the up-to-date cat- 
alog, are seven Marlite Woodpanels 
plus new finishes on the plain col- 
ors, horizontaline, and tile pat- 
terns. Marlite prefinished wall- 


BuitpInc Propucts MERCHANDISER 


panels are available in two finishes: 
Deluxe and Hi-Gloss. Deluxe spe- 
cifies a special top-quality wall- 
panel with a hand-polished finish. 
Hi-Gloss is the designation for a 
high-quality, low-cost panel with a 
high-lustre, mirror-like finish. The 
seven Marlite Woodpanels (silver 
walnut, blond mahogany, gray 
prima vera, natural walnut, striped 
mahogany, light oak, natural prima 
vera), which authentically repro- 
duce the beauty and coloring of 
fine, fully-finished wood grains, are 
shown in color with the five Mar- 
lite Marble Panels. Write Marsh 
Wall Products, Inc., Dept. AL, 
Dover, Ohio. 





Wood Stabilizer and Paint Mix 


National distribution directly 
through wood products manufac- 
turers and through distributors 
selling lumber and wood products 
dealers is announced by Nelsonite 
Chemical Products, Inc., on its new, 
improved Nelsonite No. 30 “Paint- 
seal,” a general purpose formula 
which stabilizes wood against swell- 
ing, shrinking, warping and check- 
ing while priming surfaces for 
paint or other finishes. Nelsonite 
No. 30 Paintseal is specifically for- 
mulated to impart dimensional sta- 
bility to all wood articles. It is 


also valuable as a paint mix which 





HOLLYWOOD LOUVRE WINDOWS 


offers a Proven Merchandising Plan 
that Brings Larger Sales Volume 
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Notice the modern lines 
that the new Hollywood 
Louvre Window gives to 
the old frame. 





Both sides of the glass 
can easily be cleaned 
from the inside, saving 
time and energy. 
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The louvered sash can d 
be left open in the rain ay. 
for ventilation. 
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Name .ccccces 
Address ...... 
The Hollywood Louvre Ci 
Window gives you sec- WY Sceccewwes 


tional control. 


HOLLYWOOD LOUVRE WINDOWS, INC. 
357 North LaBrea Ave., Los Angeles 36, Calif. 


Please send me, without obligation, complete details, 
prices, discounts and Exclusive Franchise Story. 


CeCe HHH EEE HEHEHE HEHEHE HEHEHE THEE SESH EEES 


See eee EHH HEHEHE HEHEHE EH EEE HEHEHE SESE EES 


ete heaawoneee BORG... UME ceca eseese 









The DISPLAY BOARD shown above is just one 
of the many MERCHANDISING AIDS offered 
EXCLUSIVE FRANCHISE DEALERS for 
HOLLYWOOD LOUVRE WINDOWS. 


12 FEATURES no other type 
of window can give your 
customer. 


Fill in the coupon below and get the complete 
story on the most outstanding window of the 


ALBPM9? 


©e@e02000000600080 






keeps paint from peeling and blis- 
tering on buildings, boats and 
weather-exposed wooden surfaces 
generally. ‘“Paintseal,” according 
to Fred Deane, Nelsonite president, 
“is designed for use where wood 
must be held to a close dimension. 
It has better than 30% solids, 
which are carried deep into the 
wood and give a high degree of 
protection against all forms of 
wood distortion. Even fir plywood, 
for example, retains its shape when 
treated with the formula.” Write 
Nelsonite Chemical Products, Inc., 
Dept. AL, Grand Rapids 2, Mich. 





New Handy-Kit of Abrasives 


There has developed, as a nat- 
ural result of the ‘demand for 
Brightboy Rubber Cushioned Abra- 
sives, a demand for a Brightboy 
assortment consisting of smaller- 
sized units of the material. Bright- 
boy small wheels and cylinders— 


an assortment totaling 44 pieces in 
the sizes most frequently used 
with light power equipment—con- 
stitute this handy outfit of many 
uses. A chuck and mandrel are 
also included, so the kit is ready 
to work immediately to assure its 
user substantial time savings and 
top-quality finishing. The assort- 
ment comes in an attractive, clear 
plastic case through which the con- 
tents are visible. Since Bright- 
boy Handy Kit Assortment No. 80A 
was introduced a short time ago, 
demand for it has increased to the 
point where distribution to dealers 
has not quite caught up. If your 
local mill supplies dealer canno: 
supply you, write Brightboy. In- 
dustrial Division, Weldon Roberts 
Rubber Co., Dept. AL, Sixth Ave. 
and North 13th St., Newark 7, N. J. 


Sea Swirl Illustrated 


A beautiful booklet in color fea- 
tures many uses of the decorative 
plywood, Sea Swirl. The application 
of this quality Douglas fir ply- 
wood is illustrated in an entrance 
hall, living room, a modern, in- 
formal setting, hobby and game 
room. As a tip to remodelers, the 
bocklet emphasizes that Sea Swirl 
is light, durable, easy to work, cut, 
nail and finish. “So you want a 


study?” the question is asked. 


“Given space, ideas, ambition and 
a little money, the answer is Seg 
Swirl, in large panels or in squares, 
Use it wall to wall; floor to ceiling; 
on the ceiling. Or simply use it to 
accent a wall or furniture group- 
ing.” Uses of Sea Swirl are unlim- 
ited in remodeling or new construc- 
tion; for walls, ceilings, built-ins, 
furniture. This plywood comes in 
standard 4’ x 8 panels, +” thick- 
ness. Other sizes are available on 
special order. Both interior and 
exterior types of Sea Swirl! are 
available. For copy of the new 
booklet write Associated Plywood 
Mills, Inc., Dept. AL, Eugene, Ore, 


New Fireplace Damper Model 


In recent years some architects, 
following the trend toward the 
modern type fireplaces, are design- 
ing them with the front and one or 
two ends open to provide view of 
the fire from various locations in 
the room; others opening through 
between two rooms and, occasion- 
ally, a fireplace located in the cen- 
ter of the room with four sides 
open. ' Because such modern type 
fireplaces require a form damper 
especially designed for the purpose 
and because of the growing demand 
for the modern fireplace, The Sv- 
perior Fireplace Company engi- 
neers have designed the “Hi-Form”, 
Model “H”. This model has a 





For over 23 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Flooring is 
made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 
modern throughout and 


Our plant is 
machine work unexcelled. 


Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 
ing rules. 


Try Ozark Brand 


Oak Flooring 
You'll like it. 
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MIXED CARS 
A SPECIALTY. 
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THE OZARK OAK FLOORING CO. 
€ BISMARCK, (a8 
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|... PERMALITE 
Lightweight aggregates are being used more and 
more in all types of new construction and remodeling. 
Permalite, the leading perlite aggregate, is filling a 
big share of that demand. You can easily see why: 
@ it makes better plaster — and insulating concrete. 
® Has uniform quality — sharp, insulating, fire resistant. 
* Packed in easily handled 4 cu. ft. bags. 
* Contains no water — cannot freeze. 
® Carries “UL” approval — accepted by building codes. 
® ADVERTISED AGGRESSIVELY to architects, builders, 
\ contractors, plasterers. 
rd i In lightweight aggregates, Permalite is your best bet. 


It’s tops in quality, It’s nationally known. It’s in 
di mand, Want to know more? Write us—GREAT LAKES 
CARBON CORPORATION, 18 E. 48th St., New York 17, 
N. Y. Dept. 25-9. 


| Permalite 


THE LEADING PERLITE AGGREGATE 





and its Exclusive Permalite Licensees 
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| for lightweight aggregates 
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A Building Product of Great Lakes Carbon Corporation 


BLUEPRINT FOR 


MORE 
BUSINESS! 





Makes Double-Hung Windows 


@ Quieter Operating @ Less Costly To Maintain 
@ Easier to Raise and Lower @ More Attractive in Appearance 


Hidalift offers more “SELL” features because it Is: 


100% CONCEALED—There’s noth- 
ing exposed to mar the beauty 
of modern windows. No part 
protrudes or is otherwise ex- 
posed to view. 


DESIGNED for EASY, FAST INSTAL- 
LATION — smooth-as-silk lifetime 
operation. 





EASIER TO TENSION — Tensioning 
can be applied before or after 


‘ . ° f TWO TYPES OF ATTACH- 
installation without special tools. 


ING BRACKET—Tension is 
applied DURING instal- 
lation by winding hinged 
bracket arm (on ‘'L”’ 
type); AFTER installation 
by turning tensionin 
screw on both "L” «@ 
cup types. 


FITS WINDOW with or without 
weatherstripping. 


POSITIVE LIFTING POWER provid- 
ed by highest quality coil spring. 


Quality Products For Over a Century & S 


HIDALIFT DIVISION 
The Turner & Seymour Mfg. Co. 
* I Torrington, Conn. 







1 
! 
i 
I 
l 


| Gentlemen: 
1 Send complete literature and prices on Hidalift i 


| Please check 0 Dealer O Builder ] 

1 Name. ! 
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properly hinged and _ operated 
damper that does not swing back 
beneath the chimney but acts as a 
buffer and turns the wind cur- 
rents back up the chimney before 
they can enter the throat and in- 
terfere with the draft. It is of 
rigid steel construction, with no 
brittle parts to break in shipping, 
handling, or usage. A blanket of 
rockwool is shipped with each form 
to be placed between the metal and 
the masonry. For literature write 
Superior Fireplace Co., Dept. AL, 
1708 East 15th St., Los Angeles 21, 
Calif. 





Ful-Vu Snap-In Containers 


An efficient device for holding 
small parts, in constant view and 
instantly available, in the home, 
office, or in the workshop, is the 
Ful-Vu rack of snap-in containers. 
The advantages of these containers 
and rack are that they eliminate 
old fashioned screw-cap containers. 
They use regular 5 or 8 oz. baby- 


food jars, easy to find for replace- 
ment. Racks are made in a con- 
tinuous, straight-line assembly; 
four rack sizes create variety for 
the retail merchant and a solid 
profit foundation; and the contents 
are always visible and covered. For 
literature, write Ful-Vu Snap-In 
Containers, Dept. AL, Box 3513, 
Merchandise Mart, Chicago 54, IIl. 


Crystal Clear 
Grmosus 
Storm WINDOW 


sists of 
fusoe Reet Ls 
wood ing -18 F*. 
































PoC KE sc } 


Flex-O-Glass ral Window 


Made of the new, crystal-clear 
Flex-O-Glass, the new Storm Win- 
dow Package introduced by Warp 
Bros., fills a need for a Top Quality 





“tack up” storm window that is 
tough enough to last for many sea- 
sons, It will be nationally adver- 
tised this fall and is guaranteed 
for two years. Package consists of 
18 feet of select wood molding, a 
package of nails, and a 72” x 36” 
sheet of Crystal Clear Flex-O-Glass 
—plainly identified by the trade. 
mark ‘‘Warp’s_ Flex-O-Glass” 
branded along the edge. Each 
dozen is packed in a sturdy carton 
(patent pending) that unfolds into 
a colorful, double-sided dispensing 
display which catches the eye from 
either side. Write Warp Bros, 
Dept. AL, 1100 N. Cicero Ave, 
Chicago 51, II. 


Engineered Turntable 


Gale Dorothea Mechanisms is 
the manufacturer of “Turn-More,” 
the light-duty turntable made in 
vertical, horizontal and upside-down 
variations. Unit stands 2%” high, 
supports weight of load on a ball 
bearing, utilizes well-designed off- 
center drive. It is powered by 
sealed synchronous motor provid- 
ing positive continuous drive, AC 
current only. Handles load at 2 
rpm. Turntable comes complete with 
10” painted top, sturdy all-steel 
wide-spread base, Underwriters’ 
Approved line cord and plug. Write 
Gale Dorothea Mechanisms, Dept. 
AL, Elmhurst, Long Island, N. Y. 





WHY WASTE 





Takes only one man— 
any man — with a 
SILENT HOIST Electric- 
Driven Capstan Car 
Puller, to move 1 to 20 
cars bulging with build- 
ing supplies! Nogroan- & 
ing, no sweating, no hem 
back-breaking...no in- 
juries, no truck break- 
downs, no downtime 
losses! Engineered to 
work in the worst 
weather, heat, or cold, 
it serves for years and 


MOVING RR CARS 
BY YESTERDAY’S METHODS ! 






years without oiling or other attention... 





and it 


, a, 
7 IDAHO 
/ Ge 





he 


WHITE 


PINE 











costs so little! You'll be amazed how it boosts 
production and profits. You'll wonder how you 
ever got along without it. Join the hundreds of 
users who swear by the SILENT HOIST Car Puller. 
Write today for Bulletin No. 64A. 





LUMBER COMPANY 


SPRINGSTON, IDAHO 















SILENT HOIST & CRANE CO., 860 63rd ST., BROOKLYN 20, N:Y. 
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se Something““to sell 
ee 4 eS every day in the year— 
Se PHENIX AltSeason 


ade- 
ass” 

‘ach 
rton 


into 

Sing 

from 

£0S., You'll find a positive selling edge 

Ave,, in everything that Phenix makes — 
special exclusive features in con- 
struction or operation that register 
with your market, both contractors 
and home owners. When this brand 

oh of _ quality appeal is reinforced by 

ome” price appeal — and Phenix has it — 

i ‘. you've got a business-building com- 

Seite bination that spells out PROFIT for 


you. Write for full information. 


PHENIX -44- Season 
Combination Doors 


Sell Phenix and you sell the only 
fully guaranteed combination door 
on the market. Exclusive Wedge- 
lock construction makes it possible 
to guarantee this door against break- 
age, provides you with a potent mer- 
chandising package at a popular 
price. Cash in on this sales oppor- 
tunity, as thousands already have. 


~~ PHENIX Al- Season 
Si =F Overhead-type 


with | an a a: Garage Doors 


9 igen 4 Phenix makes two over- 
‘@ el =i" - head-type garage doors— 
q | a@ good one-piece door for 
3 : Sees cam |. the budget market, a bet- 
3 —— ome | et (7 ter sectional door for 
; i ». spend. Both doors are 


NE '.»* those who have more to 
BRAND ‘ | “ : 
' power-packed with selling 


me 3 — } * 
| QOAKFLOORING || > j | | See 
| e i | : ett ; * price tag that will make 

















owe 















































: f pag - you a big competitive fac- 
| F * Chickasaw Oak Flooring means es siti tor in your market. 
| : long lasting service iJ @ This is the Phenix No. 700 Wedgelock door— 

4 * less than 4 inches of headroom required,and no 

4 Prefinished to save you time and premium in price. i. 

labor—arrives ready to lay 

* Standard Strip—Early American Plank— PHE NIX fad ll- Seacon al 

; Easy-to-use Block Combination Window |' 

E MIXED CARLOADS: Mixed Cars of Oak Floor- Here’s the hardest-hitting combina- ™||}\. 

E ing, Oak Sills, Treads, Risers, Nosings, Thresholds, tion percgye on ee It offers | 
Oak Trim and FAS Oak Lumber furnished in vari- sue came pager pageant 
ous thicknesses. Also Plank Flooring, Plain or ience features important to home own- 
Quartered, Finished or Unfinished. ers. This time-tested, one-piece wood- 

en unit that fits into a permanent 
ap ys Rr clans ng oe Boo wood frame complements the finest 
NOFMA homes, yet it costs no more to install 





LY, than ordinary screen and storm sash. 
No wonder it is making sales for deal- 
ers from coast to coast. 





SINCE 1905 














Memphis Hardwood Flooring Co. 


1591 THOMAS ¢ MEMPHIS, TENN. 


4129 N. Port 


Milwaukee 12, 
Washington Rd. 


Wisconsin 
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New Sliding Door Hardware 


The Acme Appliance Manufac- 
turing Company has announced a 
new addition to its quality line of 
sliding door hardware. . . the Acme 
Bi-Rail 5,000. It is used for by- 
passing wardrobe doors. Wheels 
are made from quality wear-re- 
sistant nylon that needs no lubri- 
cation. The new nylon wheels are 
larger than most sliding door 
wheels making it possible for door 
sliding to be smooth and easy. 
Track is precision made from rust 
resistant heavy-gauge steel and one 
size can be used for all door thick- 
nesses. Packaged with every set of 


sliding hardware is Acme’s all steel 
door guide with the new dimpled 
edges designed to provide minimum 
contact with sides of slot in base 
of door. Builders will be especially 
interested in the simplicity of in- 
stallation and the new development 
that allows for the easy lifting out 
of the sliding door from the track 
without the time-consuming neces- 
sity of removing the hardware. 
Write Acme Appliance Manufactur- 
ing Co., Dept. AL, 35 S. Raymond 
Ave., Pasadena 1, Calif. 





Work Glee 


Here’s an impulse item: work 
gloves with polka-dot palms for 
your customers to wear when they 
are puttering around their garden 
or painting their window screens. 
These gloves seem to be following 
the latest fashion but the real pur- 
pose of the polka-dot pattern is to 


make the gloves wear better. The 
black dots are made of plastic, 
set into the outside of the fabric 
of the gloves. U. S. Testing Com- 
pany reports show that the plastic- 
dot fabric will actually last more 
than twice as long as conventional 
canton flannel fabric of the same 
weight. And the Riegel Textile 
people who make the gloves say 
they are still as flexible, and as 
light and comfortable as the un- 
dotted variety. Carrying the idea 
one step further, what’s wrong with 
putting these plastic dots on the 
seat of a man’s pants? For litera- 
ture write Riegel Textile Corpora- 
tion, Dept. AL, P. O. Box 170, 
se Central Sta., New York 17, 
N. Y. 


Decal Letters and Numerals 


Home craftsmen now may utilize 
decal letters and numerals for fast, 
economical identification of draw- 
ers and containers in their work- 
shops, or for specific sign use at 
other points in the home. Drawers 
and containers can be marked as to 
type of content, as “planes’’, “sand- 
paper”, “nails & screws”, etc., while 
other signs can be installed bearing 
such legends as “Low Overhead”, 
“Watch for Toys on Stairway”, ete. 
Another use for decal letters and 
numerals is personal identification 
of sports equipment. The letters 








vv7 


QUICK CASH 
with Sestrg STOP-A-DRAFT 


Keeps out under door drafts, 
dampness, dust. Every home needs 3 or 
more. Simply attach across bottom of 
door. Fits tight to rug or floor when 
door is closed. AUTOMATICALLY lifts 


insects, 


clear as door opens. Easy to install. 
Neat looking. Substantial. Display 
stand contains complete stock, takes 


minimum space, Customers demonstrate 
and sell themselves! Fast seller at 
$2.95 to $3.75. Ask your jobber or write 
for dealer offer. Mention your jobber’s 
name. 


SEE IT AT 
BOOTH +437 
NATIONAL 
HARDWARE 
SHOW 
° 


DISPLAY IT IN 
YOUR STORE 






FELT COMES DOWN 


Cs . 





a u 


OPEN THE DOOR’ 
FELT GOES UP 
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SAM STOP-A-DRAFT CO 


New York Show Room 


20- 22 N. WACKER DRIVE, 
fe ile \clem ao & 































































MeCloud Lumber Co. 


Executive 


om“Line Building 


jonal-So 
- vost pele 2. Minnesota 


Products of 


Selling the eae Lumber Co. 


Cloud Ri 





Se ee 





Pg OW SEATS ot te 

















The Mc 


Calif. 





McCloud. 





s 












5th Avenue 





PONDEROSA PINE 


White) PINE 


UGAR on WHITE FIR 


DOUGLAS FI 


Quality. 
WESTERN 
SOFTWOODS 


September 8, 1952, AMERICAN LUMBERMAN & 

























The 
tie, 
ori¢ 
om- 
tie- 
ore 
nal 
ame 
tile 
say 
as 
un- 
idea 
vith 
the 
era- 
ora- 
170, 
17, 


] 
ilize 
fast, 
raw- 
ork- 
e at 
wers 
is to 
and- 
vhile 
ring 
ad”, 
ete. 
and 
ition 
tters 


in & 








SLANT ROOF LOUVER 
.. . in GALVANIZED STEEL, 
ALUMINUM, or 16-0Z. COPPER 


Fits any pitch roof—guaranteed weather tight— 

Patented Features include flashing 

w screened opening and DEEP baffle to stop rain, 
2 sizes: 60” or 30” air openings. 


sily installed. 


FLUSH FLANGE WALL LOUVER 

. . in ALUMINUM or GALVANIZED 
STEEL 

Adaptable to frame, brick, or veneer 
| . easily installed . . . front 
edges of louver vanes flush with frame. 
14 sizes: 8” x 8” to 24” x 30”. 


SELF FRAMING WALL LOUVER 

.. « in ALUMINUM or GALVANIZED 

STEEL 

Recessed Flange seals and is attached 
sheathing. Siding butts against rigid 

frame channels. Bottom has drip edge. 

5 sizes: 8” x 8” to 12” x 18”. 


Write for new, illustrated catalog and 
name of nearest distributor. 





Wal 


LESLIE WELDING CO. 
2941 


PATENTED FEATURES 
BOOST YOUR LOUVER SALES 


W. CARROLL AVE. ¢ 


Patented Baffle 
and Drip Cap 
keeps out snow 
and rain 

































Substantial 

pitch assures 

drainage 
off top. 


Nodirt-catch- 
ing pockets 
at sidewalls 


““VB"’ Series 
SELF-FRAMING 
for NEW CON- 

STRUCTION 


Effective 
drip edge 


CHICAGO 12, ILL. ~ 





= § 











KEEP ROADS * 


96 ora .8 


ALSO 
AND CRIBBING 


~ SELL WHEELER 
SNOW FENCE! 


IDEAL AS TEMPORARY SILOS 


EK ae Nyaa 
" CLEAR OF , 


NOW: - 







> 3s Se 








Dealers — Beat the price increase on wire 
and lath by placing your order NOW. Prices 
of Wheeler Snow Fence must rise soon, in view 
of advancing costs of both lath and wire. 











Get big profits from winter weather with Wheeler Snow 

Fence — the fencing-cribbing-piling that's machine- 
stretched at the factory, won't stretch on the job. Makes snow 
plows, shovels and shoveling crews unnecessary. Does a cleaner, 
more effective job at less cost. 


Easy to put up and take down — features a special patented 
coupling that saves work and time. Lasts for years — made of 
the finest materials and wood preservative. In 38', 44’, 50° 


and 75' rolls. 


Any aoe | mong Roll to a Carload — ieee pee _ 
asy Te 


rms — Send Your Order 







WHEELER-ARNOLD CO. 


Wittenberg, Wisconsin 


SNOW FENCE — CRIBBING — PILING 


oday 
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YOU'RE - 
LOOKING 


AT 
MONEY 
IN 

YOUR 


POCKET 
Cae 


® 






IT’S 


Met- Cro 


The Quick, Economical Way 
to Bolster Wood Joists 


Five, yes just five quick steps 
from carton to finished appli- 
cation — your customers save 





labor costs, you make easy 
E 3 2 102 #122 Met-Cro opens like a scissors, 
Centers] 16” 12” | io” | is” 1677) is quickly, efficiently nailed in- 




















Approx. 50 Ibs. 


*Copyright — Pat. No. 2,455,904 


Beam...J2x 8 3xi0 | 3x6 [2x 8 

Sizes...J3x 8 2xl2 9 2x8 

2xt0 3xi2q 3x8 § 2xl0 

Special Sizes on Order—ohipping Wt. 

per box of 100 

LIST PRICE $16.00 per 100, F.0.B. 
Factory 


3x 8 2xi2 


3x10 to place. No measuring, fitting 
or sawing — you're through in 
3x12 a jiffy] 

You will like Met-Cro for this 
labor-saving steel bridging, 
once tried, is fast Seennes the 
only bridging many builders 
will use. 








Start pocketing Met-Cro profits 
today] 


Met-Cro Specialties Company, Inc. 


56 Boerum Street — Brooklyn 6, N. Y. 








step up 
your sales 








Extension Ladder 





Our safety spring 
lock extension lad- 
der. 

Made of certi- 
fied west coast lad- 
der stock. 

All hardware rust 
proofed. 

Guaranteed flat 
leaf safety spring 
lock. 

Full tennoned 
hardwood rungs. 

Standard Sizes: 
— 20, 24, 28, 32, 
36, 40, & 44’. 

Special on order: 


—30". 
Specifications: — 


Side rails 
20-32’, 13% x 234” 
36-44’, 136 x 3” 
Rungs 
1%" diameter, 
Oak, Ash or Hick- 
ory tennoned to 
7%g'' diameter 


Widths, outside, bot- 
tom section: 
20-32’ 17/2" 
36-44’ 2034" 
Weight 
Approximately 
2 Ibs. per ft. 





with GRIFFITH LADDERS 





WRITE FOR CATALOG AND PRICES 


GRIFFITH 
LADDER Mfg. Co. 


184A Commercial St., Malden 48, Mass. 
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FLAVELLE GEDAR LIMITED 


Manufacturers of 


B. C. Red Cedar Siding 


and Shingles 
PORT MOODY, B. C., Canada 

















W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 


Be 
















The Brand 
you want 
is 


ae 


DAK FLOORING > 
CARPENTER OAK FLOORING CO. 


906 North 40th Street 
BIRMINGHAM, ALABAMA 








P. ©. Box 1449 Telephone 9-6147-8 


Wired 








Band-Sawn 
e Southern Pine 


ee WOODARD WALKER 
e Cypress BOWEN, INC. 


e Oak Flooring 


SHREVEPORT, 
LOUISIANA 


The Best of the Log—For the Best Oak 
Flooring 
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and numerals are easily removed | 


without injury to the surface by 
using the Meyercord “magic” deca] 
remover. The decal sets are print- 
ed in a highly legible Roman type 
in a simulated gold leaf effect with 
black outline. Both letters and 
numerals are available in five sizes 
and costs of all sizes is extremely 
low. Application is simple. The 
individual letters and numerals are 
water-applied in a matter of min- 
utes to provide neat, legible, profes- 
sional-type signs or labels for any 
home requirement. The decals are 
washable, durable and fade-proof, 
Since they are weather resistant 
the decals are excellent for outdoor 
purposes. Write the Meyercord Co., 
/ AL, 5323 W. Lake, Chicago 
44, Ill. 
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New Grinding Attachment 


A new grinding attachment is 
available for use with the all-pur- 
pose American Deluxe floor main- 
tenance machine. The new attach- 
ment quickly converts the machine 
to an efficient portable floor grinder 
with ability to refinish, grind, pd- 
ish or resurface terrazzo floors; 
also, it is speedy and efficient for 
smoothing out rough, uneven COl- 
crete or brick surfaces—jobs for- 
merly requiring expensive heavy- 
duty terrazzo equipment. The grind- 
ing attachment is designed with 3 
carborundum grinding stones which 
are equally spaced and fastened to 
individually rotate on precisiol- 
built planetary discs which are 4 
part of a rugged cast iron frame. 
Use of this grinder is recommend 
by the manufacturer for the build- 
ing contractor, general contractot; 
floor surfacing contractor, floor 
covering contractor and installers, 
maintenance crews or anyone who 
has a problem of smoothing cement 
or other stone surfaces in prepara 
tion for laying a floor or installing 
machinery or office equipment. 
Write The American Floor Sul- 
facing Machine Co., Dept. AL, 52! 
So. St. Clair St., Toledo 3, Ohio. 
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ved Si y and the uprights are repositioned 









by B " | at any desired point in a full half- 
cal Age |) circle. When the clamps are yoUR NAME ung 
nt- T A | | | tightened, a new design is created. WONE NUMBER 
ype S LAA WI Il In addition, entirely new andiron 
ith ; (ZA | | | | designs can be created, at any posi- 
ind | 2A | | |i tion the “Grandiron” uprights as- 
ZS gy | Wes | || sume, simply by switching the left ro 
ely iF minen “Grandiron” to the right side of sp ll ) fe Luss ter 
“he | | | | the on —— o The : 
are number of charming and effective r a 
in- | ij | | | new andiron designs that can be Imprinted 6 Ft. Folding Rule 
es- | TH created out of a single pair of A 6-ft. rule which you sell im- 
ny ] | ||| “Grandirons” is limited only by the printed with your own name and 
are I] Lb imagination of the “Grandiron-er.” telephone number, offers obvious 
of. | ita Write Centre Brass Works, Inc., advertising advantages. Your name 
ant | ee Dept. AL, 2323 Haviland Ave., New —and phone number are before your 
7 York 61, New York. customer each time he uses his 
Zo Be 
BR ag 
Ly Ot 

: MOHAWK flush doors are - 
Two Types of Door Hardware 
| Now on the market is a Bi-Pass ° ° ° . 

type and a Pocket type Magic Glide priced right — built right! Sell fast — stay sold! 





sliding door unit. These two types 
of hardware are for rolling doors. 
Both units are designed for use on 
concrete or terazzo floors. When 
the Bi-Pass type (illustrated) is 
used on wood floors, jambs must be 
- raisec by thickness of finish floor. 
— When the Pocket is used on wood 
» floors, the entire unit should be 
— mounted on wood equal in thickness 
» to finish floor. For descriptive lit- 


Mohawk Flush Doors are distinctive 
because they are built by conscien- 
tious Mennonites, who are famous 
for pride in their work. This feature, 
plus Mohawk’s carefully selected gum 





erature write C & C Metal Products and birch panels... large,thoroughly 
Corp., Dept. AL, 2055 Lee St., Hol- seasoned, white pine stiles and rails 
lywood, Fla. ; ; ..- double lock blocks and com- 


pletely vented core add up toa 
i warp-free door that’s guaranteed— 
‘ A \ a door that builds volume sales and 
satisfied customers for you. A com- 
plete range of sizes. End your door 
problems zow— send coupon today! 


RAILS—clear 3” 
Ponderosa pine 

—or equal 
CORE—fully-vented, 
cross-banded, 2” 
wide wood members 
—spaced 2” apart 
DOUBLE LOCK BLOCKS 
STILES—clear 144” 


Ponderosa pine 
—or equal 


FACES—fully-sanded, 
six-ply birch or gum 
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tor, i “Grandirons” is a series of three 

oor ew, design-adjustable andirons Send Coupon Today! 

ers, made by Centre Brass Works, Inc. 

who § These _versatile “Grandirons” can | eben iieite. [ae a 

ent be adjusted to create a host of | 3383 Hammond Street, Elkhart, Indiana | 

ra- totally different and exciting and- hawk FLUSH DOORS, | Doors Ci txterior Doors Ci Hiawatha Birch 

‘ing ons, Unobtrusive clamps, at the . | Saree | 

ent. “on of each andiron, hold the solid = + «3383 HAMMOND AVENUE ELKHART, INDIANA | Company Name | 

jury @ rass “Grandiron” uprights in posi- | Address 

521 lion. When a new andiron design & | ci 5 $+ ! 
1S wanted, the clamps are loosened snimsraieaaneaciammanatiaaaae 
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rule. A new line of rules with 
this feature is announced by Durall 
Tool Corporation. Durall reports 
that its rules are made of the 
finest hard Maple. Rule joints are 
Spring Joints, similar to those of 
rules selling at much higher prices. 
Double edge graduations are used. 
Strike plates on all sticks prevent 
wear and the ends of the rules are 
painted. All these features are 
available only in rules selling at 
much higher prices. Write Durall 
Tool Corporation, Dept. AL, 
Yonkers, N. Y. 


Install MIDGET IOUVERS 


FOR THE CONNECTION GF -MORKIURE MUSTER” OF KOM 
PRET, AND OORT ROT’ FUNDUS COMER, 





"Self-Service Merchandiser" 


A colorful new display card has 
been designed to promote the sale of 
all-aluminum Midget Louvers. The 





new card answers almost every 
question a prospective purchaser 
might ask about the _ product. 
Printed in two colors, the card 
shows a devilish little demon which 
it calls a “Moisture Mite” to syn- 
bolize the destructive decay or- 
ganisms which destroy wood when 
moisture is present, and which can- 
not flourish when Midget Louvers 
have been installed to ventilate the 
structure. A headline suggests the 
installation of the product “for the 
correction of moisture blistering of 
house paint, and dry-rot fungus 
control.” Included on the card are 
two actual samples of the product, 
one for exterior use and the other 
style for interior use, as well as 
four illustrations which show where 
and how Midget Louvers are used. 
The card also points out that Mid- 
get Louvers are made in 6 sizes, 
and that they are installed easily 
without nails or screws. Write 
Midget Louver Company, Dept. AL, 
6-8 Wall St., Norwalk, Conn. 


New R-V-Lite "Storm Panes" 


The new R-V-Lite ‘‘Storm 
Panes” are transparent, flexible, 
weather-resistant panels, ready-cut 
to size, 36” by 78”, and available 
in two types: (1) clear tough 
vinyl plastic and (2) No. 12 SP 

















“ih sie ke le 








double-thickness cellulose acetate 
reinforced with sturdy cotton mesh, 
Both materials provide effective 
insulation against cold and _ wet 
weather—keep heat in, cold out— 
cut fuel costs, Each unit comes 
smartly packaged, complete and 
ready for quick, easy installation, 
including 18 feet of waterproof 
framing strips, ample supply of 
nails, and complete, simple instruc 
tions that permit installation in 








a matter of minutes. The new 
Storm Panes are lightweight, shat- BF 
terproof, and durable—easy to keep FF 
clean with a damp cloth. Arvey is F7 
now preparing a huge nationwide F 7 
advertising and sales promotion 7 
program to pre-sell these products. | 
Write Arvey Corporation, Dept. F7 
AL, 3462 North Kimball Ave., Chi- 7 
cago 18, Il. % 








THE 


SLIDE - A - FOLD 


the economy stairway priced 
low for volume sales 


DEALERS: return coupon today for full information 
====*CRAIG WOOD PRODUCTS COMPANY “**==="" 


Brennan Road 


Name .. 
Company .... 
Address . 


Be canes ee an ece eesee rie eae State 


We appreciate your inquiries and guarantee prompt handling. 


ChAT 


ATTIC 
STAIRWAYS 


Sold Only By 
Building Supply Dealers 
@ never sold by mail-order houses 


@ never sold direct 
© prompt handling of orders 


TWO DEPENDABLE PRODUCTS 


FOLD - A - STAIR 


meets all competition at the 
right price 


Columbus, Georgia 
SEND FULL DETAILS AND PRICES 


THE 


Ask your 
jobber 
about P.A.R. 
or write 
tow. 
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PROTECTION PRODUCTS MFG. CO. 








KALAMAZOO 152, MICHIGAN 
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Made from finest 
kiln-dried Ponder- 
esa Pine 











“J Comes completely 
weatherstripped 











Costs no more 
than ordinary 
screen and storm 
window 


























Provides con- 
trolled ventilation 


















Toxic-treated—tot 
proof . .. mols- 
ee resistant 




































THE ALL-WOOD Self-Storing 
Combination SCREEN & STORM SASH 


that's tailor-made to give you big sales and profits! 


Tell your customers Moore costs less than '/2 the price of the 
average metal combination—no more than an ordinary screen 
and storm window—and does everything of both these! 


Tell them Moore is a single, permanently installed, weather- 
stripped unit that fits any window. It won't stick, rust or rot; 
it gives year-round ventilation. 


But let us tell you more about Moore! For full details about 
this sales sensation, drop us a note on your letterhead today! 


WRITE 


MOORE: wo 


P. O. Box 420 Scottsbluff, Nebraska 





Carl E. Soderberg 


Lumber Company, Inc. 
1120 Old National Bank Bldg. 


SPOKANE 1, WASHINGTON 
(In Business Since 1923) 


Phone: TEmple 1448 
Teletype: SP-175 


Walter E. Starry 
Pres. & Gen‘l Mgr. 


Manufacturers and Wholesalers 





SALES OFFICE FOR CONTRACT MILLS 
LOCATED IN IDAHO, OREGON AND 
WASHINGTON 


PONDEROSA PINE 
FIR AND LARCH 
INLAND EMPIRE WHITE FIR 


Producing: 


KILN DRIED AND AIR DRIED 
LUMBER AND LUMBER 
PRODUCTS 

SURFACED AND ROUGH 


Shipping: 


Contract Mills Members of 
Western Pine Association 


SEND US YOUR INQUIRIES 





BUILDING PRopUCTS MERCHANDISER 








WOOD KNOBS | 





Sizes up to 4 inch 


A COMPLETE SELECTION OF 
WOOD KNOBS AND PULLS FOR 
DRAWERS, CLOSETS, CUPBOARDS, 
ETC. 


WADDELL MFG. CO. 


1117 Taylor Ave., N.W. Grand Rapids 2, Mich. 





WOOD PULLS 
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sources of EXTRA 
PROFIT for YOU 


1. Sell Shinglistik with Every 


‘ 
\ 
& 





RY 


WITH 


Asphalt Shingle Sale. 


2. Sell Shinglstik to Prevent 
Wind Damage to Existing 
Roofs. 





There’s something missing from your customer's 
roof when wind tears loose his asphalt 
shingles . . . and there’s something missing 
from your profit ledger when you miss selling 
the complete package . . . SHINGLSTIK 

with every asphalt shingle sale. Send for your 
free sample and learn how SHINGLSTIK, 

the only tailor-manufactured asphalt shingle 
sealer, does a better job on asphalt shingle 
roofs and for your pocketbook. 


oD ED SS DS 
FOR FREE TEST-SAMPLE : 


Send correspondence (postcard or letter) to: 
Shinglstik 
7 Truman Road 
Kansas City, Mo. 


Include your name, company and com- 
plete address including brand name of 
asphalt shingles you carry. 


Note: Samples cannot be distributed 
without suppliers name. Sample distri- 
bution limited to territory between the 
Allegheny and Rocky Mountains. 








Remodel Easier .. . Faster! 
with an EZ-WAY Folding Stairway 


Remodel! . . . Modernize! Install an 
EZ-WAY Folding Stairway to turn 
waste attic space into useful room for 
storage, den or bedroom. At nominal 
cost! See your dealer or write for 
name of nearest distributor. 


BOX 300-3 * ST. PAUL PARK, MINN. 
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NAMES IN THE NEWS 


Lumberjacks Go to School; and Like It 


Outstanding 
success has been 
acclaimed for the 
grading schools 
now being  op- 
erated by the In- 
spection Division 
of the California 
Redwood Asso- 
ciation. 

These grading 
schools, the first 
of which was held 
last year in Cres- 
cent City, are an 
outgrowth of a 
longtime attempt 
to improve the 
effectiveness of 
grader training 
techniques. In ad- 
dition to work 
with the individ- 
ual graders, the inspectors have al- 
ways conducted grading schools, but 
until last year on an exceedingly in- 
formal basis, usually consisting of a 
single session with men from a single 
plant. 

The first experiment with more 
formal schools consisted of two four- 
session evening classes held for the 
employes of the two Hammond Lum- 
ber Company plants at Samoa and 





















Eureka. On the basis of this experi- 
ence it was decided to hold general 
schools in lumber producing centers 
open to anyone who wished to at- 
tend. The enthusiastic reception of 
all of the schools held to date has 
been beyond the fondest hopes of their F 
founders. The Chief Inspector of the B 
California Redwood Association, F 
George W. Nelson, assisted by Ralph 
Talvola, assistant Chief, has conduct 
ed these schools. 
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THE NEW WAREHOUSE is 120 by 160 feet with a barrel type roof that has 
a 24-foot clearance between floor and overhead joists. 


New U. S. Plywood Sales Unit in South Carolina 


United States Plywood Corporation 
has opened a new sales and distribu- 
tion unit in Columbia, S. C. The com- 
pany operates a chain of such sales 
and distribution units strategically 
located in manufacturing and shipping 
centers throughout the country. 

Albert M. Hill, Jr., former sales 
representative at the company’s 
branch in High Point, N. C., was 
named manager of the new unit. He 
is a native of South Carolina. 

Located in the geographic center 
of South Carolina, the almost 20,000 
square foot warehouse serves the 
entire state, which in the past has 
been supplied from the company’s 
sales and distribution in High Point, 
N. C. 
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Offices and showrooms of the ne¥ 
Columbia unit are beautifully dec 
rated with 10 outstanding Weldwo0 
products, which are distributed }! 
United States Plywood. Included ” 
the modern interiors are examples 
of Plankweld, a pre-finished plywo! 
paneling that is sold in a_packagt 
Algoma Weldwood, plywood paneliné 
of Walnut; Weldtex, popular striated 
plywood paneling; Decorative Micart# 
the plastic sheet for table and counte! 
surfaces and furniture tops; 9 
many other plastic and plywool § 
products. 

Building contractors, architects, ™ 
terior designers, and homeowners 2! 
invited to visit these installations. 
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| PER-FIT'S ALL NEW-DOUBLE HUNG ALUMINUM WIND 


—— SS — 


) | DESIGNED FOR-tO WESTCOST HOMES, APARTMENTS AND PROSE 


).The ge jobs—all can be yours when you sell BEST-VENT. No\window, 
éss of kind of material or type of style can match BEST-VENT’s performance} 
PRICE. Order your sample window today! 


' 6 
| (x a mune THE NEW CONTROLLED VENTILATION FEATURE . 


STRUCTURAL STRENGTH . . . BEAUTIFUL SATIN FINYSH . . Qe 
TEVER-SEAL GLAZING . . . SIMPLE INSTALLATION ... MATCHING SCREENS AND waite INDOW 


LOW LOW PRICE \ 


BEST-VENT windows come in two styles, one over one and two over two. Sixteen 
double hung sizes with nine sizes of matching picture windows. 



































Dealer and distributorships now available. Write for literature, sample 
window and price sheets today. 


~ 4200 EAST 52nd ST. INDIANAPOLIS 5, 


Peete JW. WELLS 322.01 










ATIO 
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hardwood 
flooring! 


Look at these 
Advantages — 










@ Minimized flooring inventory 

; Re @ 36-hour door-to-door service 

int i i aaa ' 

sear neg B with a Majestic @ Enclosed vans — no damage to flooring 
ndoor Incinerator. Throw in _ = 

wet and dry garbage, waste ‘ @ Pool van loads can be arranged 


Mus, Buyer likes this! Trouble- 
some trash literally vanishes 








Pos Bi pape, floor Sweepings, empty cartons—all that hard- Flooring inventories need not be a risk. Call on J. W. Wells’ 

woo! fe (o-dispose-of household refuse. When filled, light it Van Service and buy as your needs arise! You'll get Quality 

d by. with a match and forget it. No added fuel necessary. Appalachian Hardwood Flooring—Oak, Hard Maple or Beech. 

ed i - Unique downdraft assures complete burning. Easy Your van load can include oak treads, risers, thresholds and 

mples oe ° ‘ trim. Appalachian hardwood paneling to order. 

i install— merely taps into furnace flue without i , 

cage, © “fecting furnace efficiency. Best of all, it’s guaran- Unit packaged a ~ —- straight ‘con, or 

eling » ‘ced! Other fuelless and gas fired models available. a er reer ee 

riate ‘ - . Place your order today with 

cartd, I Write today giving the name of your distributor. 

unte! . ° 

ail The Majestic Company, Inc. | MMAR ON ooh 
9 303-A Erie Street Huntington, Indiana Sales Office NOFMA| = Sales Office ond Plont 


NTE Horrimog, Tenn 
FLOORS 





Montgomery, Alo. 











weed | Nationally advertised building products over 45 years 
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M. J. FEHLINGS, 
vice-president and 
general manager 
of Cape Supply 
Company is 
standing at left. 
In the foreground 
is Betty Sanders, 
bookkeeper; to 
her right, Wm. 
Hardy, sales man- 
ager; to his right, 
Tom Vallee, of- 
fice manager. 


Cape Supply Company's New Plant in Cape Ghrertoon 


New quarters of the Cape Supply 
Company, wholesale distributors of 
building materials in Cape Girardeau, 
Mo., includes more than an acre in 
floor space. In addition to a recep- 
tion room, general and private office, 
stationery, sample and utility room, 
there is a display and sales-training 
room. A portion of the warehouse is 
also heated for storage of items which 
might be damaged by freezing. 

The company’s new expansion is 
the culmination of a long-range pro- 
gram that had its inception when the 
firm was organized in June 1945. Ac- 
cording to Mr. Fehlings, before any- 
thing was done, the firm had wood 
models made of everything to be put 
on the floor of the warehouse. Each 
item was cut out to exact scale and 


represented a certain number of 
pieces of actual stock. These were 
worked about on a large table until a 
definite scheme had been planned and 
everything had been located with an 
eye toward ease of movement, a sav- 
ing of labor and a convenient loca- 
tion. Everything was placed accord- 
ing to the rapidity with which it sells. 
As a result, fast moving items are 
now easily accessible. 

Trackage for the new warehouse 
accommodates 10 box ears 
of which six can be unloaded at one 
time. The storage capacity is in ex- 
cess of 100 carloads of building prod- 
ucts which is drawn upon by dealers 
within a radius of approximately 125 
miles. Material handling is by means 
of lift truck which insures material 
getting to dealer’s warehouses in fac- 
tory condition. 


INTERIOR VIEW 
showing lami- 
nated truss con- 
struction with 
skylights of which 
there are 14—8’3 
x 16’8 each. 





EXTRUDED 
BRASS 


Thresholds 


ON 
MARKET 
AGAIN 


Tik> 
fl 


Rie 2 


QUANTITIES LIMITED 
GET ORDERS IN NOW! 


These brass specials are in addi- 
tion to our aluminum alloy line. All catalog sizes 
and shapes of spring bronze weatherstrip now 


available. 


“ 
SEND IN TODAY FOR YOUR COPY OF OUR CATALOG 


JNLIL IV EAUANL, 


MAE ALLmetTay MECSTEREO UY S OLTERmT OFFICE trip Com 


2243 N. Knox Avenue e Chicago 39, Illinois 


built of 
sturdy 
Southern 
Pine and 
Hardwoods. 


A Wel-Bilt Fold- 
A-Way Stairway 
displayed in your 
sales room will 
pay you. extra 
profits. Easy to 
sell from sample. 





—— 


" @ STRONG 
e SAFE 
e EFFICIENT 


WEL-BILT 
FOLD-A-WAY 
SEEN 


Make Wel-Bilt Fold-A-Way 
Stairway a part of every new 
home or modernizing job you 
can. Save space in new or oid 
homes, Turns wasted attic 
space into extra bedroom, 
playroom or valuable storage 
space. 


Wel-Bilt comes all assembled 
and packaged, is ate 
pm eg ‘shelf mer- 
chandise rite for full in- 
formation today. 





SOLD BY LEADING DISTRIBUTORS FROM COAST TO COAST 


MANUFACTURED BY 


THE WEL-BILT PRODUCTS COMPANY 


P. O. BOX NO. 95 


e MEMPHIS, TENNESSEE 


September 8, 1952, AMERICAN LUMBERMAN & 








ni- 
yn- 


ch 
33 














PREFERRED FOR OVER 50 YEARS 


Complete, modern facilities and good 
quality saw logs from our 130,000 acres 
of choice timberland have combined to 
give Urania lumber and flooring a long- 
standing reputation for fine quality and 
manufacture. 

Put Urania’s experience and continuous 
supply resources to work for you. You'll 
receive dependable lumber products and 
prompt, courteous service. 





Posts, Poles, Piling and Creosote 
Timbers Pressure Treated. 


THE URANIA LUMBER CO., LTD. 


Urania, Louisiana 
LUMBER MANUFACTURERS AND TREE FARMERS 
Members S.P.A., S.P.1.B., S.H.P.I. 














MODEL FT-3 





Tools of quality for 
quality workmanship. 
Each J.M.J. cutter is ex- 
pertly and exactingly 
designed for the types 
of tile designated. 


cuts all 
resilient floor tile 









MODEL PT-9) 


BLADE RESHARPEN- 
ING SERVICE 


DEALER RENTAL 
PROGRAM 
AVAILABLE 


* 
ba 
A 
® 


cuts plastic wall tile | 





Write for bulletin F-100 and 
nearest distributor TODAY. 


).M.J. INDUSTRIES 


Incorporated 
Belleville, Il. 





cuts and | 
bevels metal wall tile 
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Distinctive 













effects wisn — caBor’s| *" 




















Cabot's Stain Wax combines a 
beautiful penetrating stain with 
am Q Wear-resistant wax... en- 
— et hances the texture and design 
4 of wood panelling... produces 
Pa soft, lustrous finish in one 
application. 


CONTEMPORARY COLORS 
i Cabot's Stain Wax comes in a 
variety of interesting blond 
, shades — Glacier Blue, Sea- 
* shore Gray, Ivory, White and 
Natural. Also the traditional 
= darker shades — Maple, Ma- 
 hogany, Walnut, Redwood and 
"the new popular Vermont Pine. 
For unusual effects, White and 
ie Natural can be tinted with colors 
in oil. 


Arch.: Miss Edia Muir, Los Angeles, Cal 


Eichler Homes, Palo Alto, Col. 
Arch.: F. E. Emmons and A Q. Jones. 






Write a Cabot's 
Stain Wax lor Card 
and complete information. 





CABOT’S 
STAIN 
WAX 





Samuel Cabot Inc., 965 Oliver 
Bldg., Boston 9, Mass. 





For Better Value, Feature 
GABRIEL 
BASEMENT WINDOWS 


The quality and convenience of Gabriel Basement 
Windows, their easy operation, their top and bottom 
opening features and exclusive side-arm locking detail 
assure satisfied customers and greater profits for you. 
Available in 2-light sash of modular dimension. 


National Sales Representatives: HARRIS, Inc. 
200 E. Long St., Columbus 15, Ohio 











GABRIEL STEEL COMPANY 





42700 Sherwood, Defro/t /2, Mich. 
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Reflector-Hardware Corp. 
Opens New York Office 


The Reflector-Hardware Corpora- 
tion, Chicago, Ill., manufacturing firm 
of Spacemaster and Salesmaker Metal 
Merchandising Equipment, has an- 
nounced the opening of New York 
offices and Showrooms for the bene- 
fit of eastern customers. A special 
New York staff has been trained to 
provide the same competent service 
for which Reflector-Hardware Cor- 
poration is known. The new offices 
are to be located near 34th St. in New 
York City. For information write: 
Reflector - Hardware Corporation, 
Western Ave. and 22nd Pl., Chicago 8. 


NBMDA to Meet in October 


Plans for the National Building 
Material Distributors Association’s 
annual meeting indicate that it will 
be the most informative and enjoy- 
able since the formation of the asso- 
ciation, according to John P. Ashton, 
president of NBMDA. 


The meeting, at which President 
Ashton will preside, will be held at 
the LaSalle Hotel in Chicago, October 
13 and 14. 


One of the features of the meeting 
will be a panel to discuss “The Manu- 
facturer’s View of Distributors’ Weak- 
nesses,” and a second panel consisting 
of executives from industry will dis- 
cuss “Relationship of the Manufac- 
turer to the Building Material Dis- 
tributor.” Top flight leaders of in- 
dustry have indicated their willing- 
ness to participate, and these pro- 


Jointly sponsor- 
ed by the Archi- 
tectural Hard- 
ware Consultants, 
National Contract 
Hardware Associ- 
ation, and the 
Builders Hard- 
ware Club of Northern California re- 
cently met at Moose Hall, San Francis- 
co. Guest speaker for the occasion was 
Curtis L. Booth, general sales man- 
ager, Russell & Erwin Division, 
American Hardware Corporation of 
New Britain, Conn. Many eastern and 


rn California 


midwestern manufacturers and other 
representatives, in the area for the 
8th Annual Yosemite Conference, at- 
tended the meeting. 

Headquarters for the club founded 
July 10, 1951 are located in the Mo- 
nadnock Building, San Francisco. 





grams will be of keen interest to all 
members and guests who plan to 
attend. 

Names of additional speakers will 
be announced as arrangements for 
their appearance are concluded. 


Convention Cruise 


In observance of its 25th anniver- 
sary the Bruce Terminix organization 
held a “floating convention” aboard 
the S. S. South American which 
cruised Lake Michigan. Licensed by 
E. L. Bruce Co., the world’s largest 
termite control organization is com- 
prised of 75 independent Terminix 
companies operating in the 41 states 
where termites are a problem as well 
as Washington, D. C., and the Terri- 
tory of Hawaii. 

The convention officially began Sep- 


tember 4 when the group of appro.i- 
mately 250 sailed from Chicago for 
Mackinac Island. After a series of 
business sessions and planned enter- 
tainment the ship returned to Chicago 
September 7. 


Officers of the 


Southern Pine Association 


President: J. R. Bemis, Ozan Lum- 
ber Company, Prescott, Ark.; First 
Vice-President: Tom DeWeese, De- 
Weese Lumber Company, Inc., Phil- 
adelphia,. Miss.; Second Vice-presi- 
dent: R. D. Crowell, Jr., Crowell 
Long Leaf Lumber Company, Long 
Leaf, La., Treasurer: M. L. Fleishel, 
St. Joe Lumber and Export Company, 
Port St. Joe, Fla.; Secretary: H. C. 
Berckes, New Orleans, La. 
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YOUR LUMBER SOURCE 


FOR 


SOUTHERN PINE =~ SOUTHERN HARDWOODS 
WEST COAST WOODS 








English Type ri 
RAIL and HURDLE | y 


FENCE 


We Carry Inventory 


Will ship, in your name, from 
our Yards in Toledo and 
West Virginia 





ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 





Dealers—it will pay 
you to investigate 
the top quality lum- 
ber products and 
service offered by 
W. T. Ferguson Lbr. 
Co. You can’t beat 
Ferguson for value. 
Call, Wire or Write 
Ferguson today for 
your lumber needs. 





Even the little woman can install a READY 
HUNG DOOR (if she can drive nails). 








THE NEW 
DOOR AND FRAME 
© PACKAGED UNIT 


READY HUNG DOOR CoRP., DEPT. B 
FORT WORTH 2, TEXAS 





—— 
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ie HURTSBORO Home Owners 
. || LUMBER COMPANY welcome this ventilated 
AAU cag harem window-wall way of 
= Short Leaf Pine converting fair-weather 
2 “my space into year-round all-weather 
° po a a comfortable living areas with 
od cards Our pecially LJ 
* AT | sree | ss moms am Gate City 
PHONE 148 Preservative-Treated Wood 
| oe * AWNING WINDOWS 
of \ 
- Builders say PORCH, BREEZEWAY and 
g0 The HURISAR CAR PORTE enclosure is profitable business. 


a HN 


: OAK FLOORING 

















ell § in 25/32in. 1/2in. 
ng Moulding Pine Finish @ We are in @ position to Ship Oak 
el, Flooring and Air Dried Yellow Pine Boards 
7 in the Same Car 

Piant at HURTSBORO. ALABAMA * Phone ¢ 






















Top Quality 
West Coast Woods 


/ New 6-ff. band mill (3 saeeee INV eff! 
/ New planing mill Pine €u f 


© wood 


Ww New dry kilns © Sugar Pine Zuality ars experienes tigd the 


1s in 
With the completion of the new band ° Douglas overt forty Y Y Yrnutactures wood awnt 9 


\tY! 
mill, planing mill and dry kilns of our indow ction ATE Cc 
subsidiary, Southern Oregon Planing Mill Fir ean i connie? red by “ed 

Co, Inc., we're in better position than q window 


ics ee —_— @ White Fir 
Yi GATE CITY SASH & DOOR CO. 


“Wood Window Craftsmen Since 1910” 
P.O. Box 901, Fort Lauderdale, Florida 


rue LUMBER SAE | 
P. O. Box 707, Medford, Oregon (75 Va 
0 
























Phone: Central Point, Oregon 1091 AL-9 
Exclusive Sales Agents for ob F 
ME Southern Oregon Planing Mill Co., Inc <ezas0% Name 
T Jackson Creek Lumber Company, Inc. 
Reputable Sales Representatives Throughout the Nation. Address 
71.8 * G. Dowson A. W. Lingaos arene 
City State 
oe 
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AERIAL VIEW 
of Williams & 


Voris Lumber 
Co., Chattanooga, 
Tenn. Additional 


operations are lo- 
cated at Dothan, 
Ala., and Jackson, 
Miss. 


Fiftieth Anniversary of Williams & Voris Lumber Co. 


There are only a few lumber com- 
panies who have had a sawmill in 
continuous operation in the same loca- 
tion for the past 50 years. Williams 
& Voris Lumber Co. is one of those 
organizations. None of the firm’s mills 
have been moved since their erection, 
indicating this company can easily 
boast of its slogan “Fifty Years of 
Specialized Experience and more than 
20 million feet of hardwood lumber 
at your service!” 

Operating three plants located in a 
triangle that covers the Appalachian 
and Southern Hardwood areas, Wil- 
liams & Voris has available a wide 
selection of lumber and hardwood 
products. 





MILLING-IN-TRANSIT facilities in- 
clude kiln drying, resawing and plan- 
ing on the most modern equipment. 





ay 
ae] 


* 
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COMPLETELY MECHANIZED haul. 
ing and stacking equipment loads 
lumber quickly and economically. 





Sisalkraft Celebrates 
25th Anniversary 


In celebrating its 25th anniversary }) 


during August, The Sisalkraft Co. in f 


Chicago announced that constant prod- 
uct research is resulting in new and 
broadened markets for 
dealers. This pioneering of new uses 
for reinforced waterproof papers is 
opening up ever-expanding sales op- 
portunities for lumber dealers in the 
building and farm industries. Sisal- 
kraft Snow Fence, for example, is soon 
to be promoted for use by highway 
departments, railroads, and farmers. 

Dealers are familiar with the orig- 
inal product, Sisalkraft. Later, Cop- 
per Armored Sisalkraft was developed 
for flashing uses in construction, and 
then Sisalation, a reflective insulation 








CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


" 






No. AL-952. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 





This Unique Hanger 
Plate Means You Can 
Install JIFFY-SET 

in 1/3 the time 








Sisalkraft | 











needed 


ADJUSTABLE 
HANGER 
BOLT 
LOCK 
NUT 
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for 
Sliding Doors! 




















al tata ela 


Seas 


FOUND ONLY in 


« > tJ : 
kaorn LEADING 4 
HANGER 4 EDGE _ 3 
PLATE OF DOOR > P 


SLIDING DOORS 


One-third, yes one-third the time to install Jiffy-Set 
Sliding Doors. You save time, labor, money — and 
you get perfect operation for years to come. This is 


the reason— 


The hanger plate shown above eliminates scribing 


and cutting door. 


You merely give the adjustable 


hanger a turn... and the door is plumbed true to 
the face jamb! So simple a home-owner can instai! 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 





PGRAVITY & POWER 
CONVEYORS 














. a 
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Jiffy-Set doors himself! 

Besides its lightning installation, the Jiffy-Set sliding 
door unit is designed for leadership in other ways. 
It’s precision manufactured, and of quality materials 
throughout. It’s completely packaged, ready to in- 
stall, ready to last a lifetimel 

For the most in satisfaction inquire today about 
Jiffy-Set. Its installation time will amaze you, and its 
profits and performance are certain to please. 


THE SUNSET MANUFACTURING CO. 


414 E, California Ave. 


Bakersfield, Cal. 
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BELCH RK LUMBER SALES COMPANY, LTD. 


Exclusive Sales Agent for: W. E. BELCHER LUMBER COMPANY, INC. 





Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


IMMEDIATE SHIPMENT 
Straight or Mixed Cars 


@ Common Boards 
® Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 





————— 


RAINY LAKE LUMBER CO. LTD. 
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BELCHER’S 


ber Company” is a name we've outgrown. In addi- 
tion to our ultra-modern sawmill and planing mill, we 
also have a handle mill, cleat mill, veneer mill and a ply- 
wood plant equipped with the very latest machinery. 
Our 125,000 acre ‘farm i is efficiently managed to grow 
timber for scores of markets. Each log, board, slab and 


PINE » HARDWOOD «+ PLYWOOD 


LUMBER CORE 





DOWELS PULPWOOD 





FURNITURE DIMENSION EM OAK FLOORING POLES 
EGG CASES FENCE LATH POSTS 
HANDLES CROSS TIES EM PINE FLOORING 





CENTREVILLE, ALABAMA 





GREENLEE CHISELS 


Now PlasticSealed 













e+.+ protects your stock, 
brings full value to the user 


Yes, that fine finish on GREENLEE Chisels 
has constant protection... because 
GREENLEE Chisels are Plastic-Sealed 
with a heavy protective coating over 
the entire blade. That means they are 
shielded from shipping and han- 
dling damage, seashore and other 
humid conditions... keeps your 
chisel inventory in perfect shape at 

all times... gives your customers 
fine tools in the finest of condition! 


GREENLEE 





FREE HAND TOOL QUICK REFERENCE FILE 
Write today .. . get complete information on the GREEN- 
LEE line of chisels, bits, spiral screw drivers and other 
high quality tools. Greenlee Tool Co., 2269 Twelfth St., 
Rockford, Illinois. 














and vapor barrier, was added to the 
line. Special papers for industrial 
wrapping are also made for many 
industries such as furniture, steel, tex- 
tile, etc. 

Sisalkraft is made in Attleboro, 
Mass., by The American Reinforced 
Paper Co., the manufacturing division 
of The Sisalkraft Co. Recently a new 
plant in Cary, Ill, started in pro- 
duction, and an additional plant in 
Tracy, Calif., will soon be built to 
facilitate distribution on the west 
coast. In addition to Chicago, branch 
offices are maintained in New York 
City and San Francisco. Sisalkraft 
products are also manufactured and 
sold in England and Australia. 


The Connor Lumber and Land 
Co. Promotes R. M. Laird 


Richard M. 
Laird was re- 
cently elected to 
succeed his 
mother, Mrs. 
Helen C. Laird, 
who retired as di- 
rector and secre- 
tary of the com- 
pany. Mrs. Laird 
had served for 
several years in 
that rd 

In addition to 
the duties of di- R. M. Lair’ 
rector, second vice-president and sec- 
retary of the company, Richard Laird 
was elected by the directors of the 
corporation as assistant manager of 





the Michigan operation s and will be 
assistant there to G. R_ . Connor, who 
was elected first vice-pr esident at the 
same meeting and who w 4s also given 
the assignment of manag. ,ing director 
of the Underwood Venee:’r, Division, 
Wausau, Wis., which is owr Med by the 
Connor Lumber and Land Co! pany. 


Richard M. Laird graduate,~d from 
the University of Wisconsin it.)5 busi- 
ness administration in June of, 1937 
and worked under the late W. We 
Connor in British Columbia from ” ; 
until early in 1942 when he went * | 
the navy. He served in the navy for 
3% years, most of the time as assist- 
ant supply officer at Navy Yard, Puget 
Sound, Bremerton, Washington. 


After the war Mr. Laird returned 
to British Columbia and was employed 
there until 1947 as general superin- 
tendent for the Canadian Puget Sound 
Lumber and Timber Company Ltd. 
Later he became interested in the 
G. B. Murdie Co. Ltd., of Victoria, 
B. C., who manufacture logging ma- 
chinery and was actively engaged as 
general manager of G. B. Murdie Co. 
Ltd through 1949. 


In 1950 Mr. Laird returned to Wis- 
consin and has been engaged in Mani- 
towoe as a lumber dealer and whole- 
saler. He organized the Laird Lumber 
Company which he owns and which 
will continue as a retail lumber yard 
under the management of Robert J. 
Braun of Manitowoc. 

T.. L. Rasmussen, who has_ been 
with the Connor Lumber and Land 
Company at Laona, Wis., for a num- 
ber of years, was elected, at the same 
meeting, assistant secretary and as- 


sistant treasurer. 


Laona Division by the directors an/ 
assigned certain duties, including th: 
responsibility for purchases, credits 


supervision of compensation cases, ani} 


certain other general administratiy 
duties. 


OBITUARIES 
QUINTA as” 
HADTNER, 74, 
one of the fath- 
ers of forestry 
in the south, died 
in a Shreveport 
hospital August 
21 after a lengthy 
illness. As pres- 
ident of Urania 
Lumber Company 
and an officer of 
Southern Pine 
Association, Mr. 
Hardtner pioneer- 
ed the cause of 
sustained yield 
forestry. With 
his late brother, 
Henry, he helped initiate the practice 
of scientific forest management which 
is wide-spread in the south today. 
Mr. Hardtner held many offices in 
forestry and lumber organizations 
during .the past half century. He 
served as president of Southern Pine 
Association from 1946 to 1948, was a 
director of the organization for 20 
years, and at the time of his death 
was chairman of the SPA Conserva- 
tion Committee. 
Near the turn of the century, when 








Trade Mark 





Registered 


PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 
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NEW Spee-Dee 


DALTON MFG. CO. 


; Removing nail. 20 S. Central Ave. 

: : , ir nommer St. Louis 5, Mo. 
slips easily For Heavy-Du Uses—Ree- 
Won't Fall Apart When under nail ommend Dalton Fully-Me- 
Lifted by the Rail! head. chanical Sawhorse Brackets. 





SAWHORSE 
BRACKETS 


A Low-Priced, Quality 
Bracket 
Takes Dressed or 
Common 2x4 Lumber 
No Complicated 
Instructions to Follow 


Amazingly easy to use. Produces ecialists in Oak Floor- i J 
sturdy wiawhorses that won't fall ing. General wholesal- pe 3 
ap en li y ra m- > 
ploys nails to secure the assembly. Lo bd = ers of all lumber items. = 
— ¢ a gouge Ce a #L 
ca or strength, rust resisting ¥ 
finish. Use for ping-pong, train = = Contact us on your —| 
and banquet es, merchandise a oi 
display stands, platforms, carpen- aston i 
ter’s horses, etc. Disassemble on r oon ee a 

the job for transporting and storing. > a 
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The Door Beautiful — Sells on Sight 


SCREEN AND 
STORM DOOR 








Boost your sales 


CUSTOM 















Goes beyond utility — it adds ready to paint. 

dignity and beauty to any home. Use in series for a distinctive, 
Precision made. Can’t sag. Glass poet porch enclosure — com- 
storm or screen panel is snugly ines high visibility with great- 
mounted in separate frame on est privacy. Or recommend for 
inside of door. Grill protects breezeways. Available in seven 
screen and glass. Kiln dried, lovely patterns protected by 


dimensionally stable wood — patent and copyright. 


Write today for folders and price list. 


1723 N. Lake St. Rd., AURORA, ILL. 











Peers 






Lili) | 








Above: ‘“Raw- 


leigh”? — one of 
seven lovely pat- 
terns. 


with Custom Combination. 


DOOR CO. 








there's money in 
Mat 
easy-To-hande, 


Profitable 


2 et 
Be Se 


See serra ar Pbaaacosaaaseiitie 






American Lumber 
& Treating Co. 


1671 McCormick Bldg., Chicago 4, Ill. 


White for the Profit- 


building Merchandising 
Plan for selling Wolman- 
ized*  Pressure-Treated 
Lumber—no 
obligation. 


Branch Offices in Boston, New York, Baltimore, 
Jacksonville, Fla., Little Rock, Ark., Los Angeles, 
San Francisco and Portland, Ore. 


*Wolmanized is a registered trademark 
of American Lumber & Treating Co. 
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REDWOOD COMBINATION 
__ STORM WINDOWS 


oe 


MANUFACTURING 





© Spetetty Treated Stain. Ex- 
c 


@5 Quarter Frame. Exclusive 


4 
e PHONE OR WIRE FOR FURTHER INFORMATION 









TO VOLUME 








usive Interlock & Ventilat- 
ing Features. 


Territories Available. Price 
List & Sample on R t 
@ PAPOOSE — the most 


economical Redwood 
Combination. 
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COMPANY 
$205 Lyndon, Detroit 21, Mich. 
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prives HEAVY 9/16 
DUO-FAST STAPLES 





Here’s a sturdy, powerful, one-hand tacker designed specifically for the Ceiling 
Tile job. Greatly speeds and simplifies the installation. It’s the tacker your 
customers need. 


Model CT-859 supplements the other Duo-Fast Gun Tackers and Hammer 
Tackers so widely used in building work. For complete information send this 
coupon today 


FASTENER CORP. 860 Fletcher St., Chicago 14, Ill. 

















TELL US MORE | Our Business is 
about Duo-Fast i 

1+ @ Tackers for — | Company Nome ' 
Address ' 

City State= ! 
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most lumber companies would cut out 
the timber and move on to a new loca- 
tion, the Hardtner’s had their first 
visionary thoughts about replacing 
the forests they were cutting. As 
a result of their tree harvesting 
methods, the company now grows 
more trees than it can saw into lum- 
ber. In 1905 the Hardtners’ were be- 
lieved to have a timber supply suffi- 
cient for only five years” operation. 
But the company continues to cut 
trees from the 130,000 acres of South- 
ern Pine and now produces 20 million 
feet of lumber annually. 

Because of the timber growing 
principles developed by Q. T. Hardt- 
ner and his brother, most of the large 
Southern Pine mills which faced ex- 
tinction a few decades ago are still 
operating and will continue to harvest 
trees indefinitely. 


THOMAS REUBEN WILSON, 53, 
lumberman of Rural Hall, N. C., died 
June 15 after suffering a heart at- 
tack. Mr. Wilson had been in poor 
health for two years, but his death 
came unexpectedly. Born near Pfaff- 
town, N. C., Mr. Wilson moved to 
Rural Hall in 1918 and became asso- 
ciated with his brother, Burke E. 
Wilson, in the Wilson Brothers Lum- 
ber Company. At the time of his 
death he was secretary-treasurer of 
the firm; a vice-president of the For- 
syth Realty Company; director, vice- 
president and chairman of the board 
of executive committee of the Com- 
mercial and Farmers Bank, and an 
official in the Wilson-Covington Con- 
struction Company. 


Answers to What's 

Your Answer? 

Stop! Read questions on page 214 

1—A company that makes Lauan- 
faced flush doors, the Wisconsin 
Door Co. See ad p. 8. 

2—Insulating board sheathing in 16- 
inch widths. See story on pp. 
165-7. 

3—Charles Kettering. And he added 
these words: “...we are probably 
doing them wrong.” See editorial, 
p. 69. 

4—Quick-Spray. See ad p. 43. 

5—About 10% or 100,000 units. See 
News Briefs, p. 11. 

6—Abesto. The Abesto Manufactur- 
ing Corp., Michigan City, Ind. 
See ad p. 28. 

7—The Dicks Pontius Co., 
Ohio. See ad p. 227. 

8—He will be able to get materials 
come April, 1953. See News Briefs, 
p. 11. 

9—Classified newspaper advertising. 
See story on p. 154. 

10—Jiffy. The gadget is a sawhorse 
bracket. See ad p. 219. 


Dayton, 





TEN-YEAR PREDICTION FOR 
THE BUILDING INDUSTRY 


(continued from page 211) 





the influence of public action. 
In times of emergency, build- 
ing is the first-industry to be 


cut back; in times of economic 
recession, the industry is among 
the first to be stimulated by 
more public credit or wider 
guarantees of private credit. 

All in all, we have the mak- 
ings of another tremendous 
construction boom in the not 
too distant future. Interna- 
tional developments or govern- 
ment interference, of course, 
may intervene to upset these 
calculations. We can be confi- 
dent, however, that although 
the precise timing of the new 
boom ahead may be changed, 
it cannot be suppressed for 
long. 

In the meanwhile, lumber 
dealers must use all the means 
at their command to bridge the 
impending gap between these 
two boom periods. A_ strong 
sales potential still exists in 
the months ahead, especially in 
repair and modernization busi- 
ness, but the days of sellers’ 
markets are almost over. There 
are real opportunities for those 
who have foresight to see them 
—for those who can adjust to 
more normal, competitive con- 
ditions and take advantage of 
everything the future has to 
offer. 
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Non-hardening, non-staining CALBAR is 

ey now available in 26 permanent colors to 
as match or harmonize with every building 
S985 material on the market. It’s easier and 
and complies with 
Federal Specifications and those of the 
Asbestos-Cement Products Association. = 


YS faster to use . . 


ti 
| 
CF Ra 2612-26 N. Martha St., 





Write today for full information 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products au oun 
ATALBG te 
Phila. 25 sw 





your copy now! 











New Catalog! 


Illustrates and describes © 
complete line of seven Bess- 15. 


ready reference — write for 


18 PROFITABLE 
* SALES FEATURES!’ 


Many of them 
Exclusive in 
BESSLER 
Disappearing 
Stairways 


. The ORIGINAL disappearing 
stairway — made for over 40 
years, 


. A real stairway—not a ladder. 

. Seven well-engineered models 
—for every need. 

. Safety-designed in every de 
tail for your protection. 
Suitable for the finest homes— 
old and new. 

. Operates from above and be 
low. 


. Full width treads—SAFE {0 

everyone. 

. ALL steps are of equal! height. 

. Treads and stringers are male 

of Sitka Spruce. 

10. Full door width provides a 
ple access for large objects. 

11. Full length SAFE hand ral 

12. Accurate architectural! ane 
assures easy and SAF 
ascending and descending. 

> 13. All metal parts are made 
strong, SAFE pressed steel. 

14. Repairs always available 0 
quick notice for all mode 
no ‘‘orphans.”’ 

Doors made of White Pine and Fir in tw 


om Nu oO Ft BS WN 


Disappearing Stairway panel type; flush doors in hardwood only. 
Models to meet all your 16. Tailor-made for all heights—no short or lom# 
needs. This new catalog steps. 
should be in your files for 17. Proved in performance—hundreds of thou: 


sands in constant daily use. 
18. IMMEDIATE DELIVERY! 


The Bessier Disappearing Stairway C° 
1900 East Market St., Akron 5, Ohio 


———* 
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THE NEW 

© DOOR AND FRAME 

was PACKAGED UNIT 


READY HUNG DOOR CORP., DEPT. B 


i/ iu —. 
Spoiled materials mean spoiled profit—Stop FORT WORTH 2, TEXAS 


spoilage with READY HUNG DOORS. 








ASK YOUR WHOLESALER FOR OUR LUMBER 


“1 KILN DRIED 
YELLOW 
. PINE 


W. M. McGowin LumberCo. Seards, Siainy 


Ete. 
PINE APPLE, ALABAMA . 











Thirty-two years of supplying lum- 
ber dealers with dependable qual- 
ity Western pines and associated 
species. 


Our pride in sustaining this record 
will also give you the “service that 
satisfies.” 


Consult us on your next 
requirements. 


WALES LUMBER COMPANY 


MANUFACTURERS AND WHOLESALERS 


Old National Bank Bldg., Spokane 10, Wash. 
Telephone: MAin 5617 — Teletype: SP 108-U 


Mills Located: 


Darby, Mont. St. Regis, Mont. 
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D. M. McCuintock LumBer Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 


Telephone: Atwater 9355 


Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 
Shingles 


Exclusive Mill Agents 








THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 








Rainelle, W. Va. 








Buitping Propucts MERCHANDISER 







QUALITY 


PLANING 
PRICED FOR... 
ROCK-BOTTOM 
INVESTMENT! 


This is the lowest-cost planer which 
in every sense may be termed a thor- 
oughly practical production machine. With 
a capacity of 24” x8”, there is no other screw bed 
planer which begins to compete with it for either quantity or 
quality of work, convenience of operation, easy maintenance 
and sustained accuracy. It has double-hoist screw bed 
adjustment; sectional feed roll; sectional chipbreaker; 4 driven 
rolls; built-in knife jointer and grinder; feeds of 33 or 44 FPM 
or variable feed from 22 to 66 FPM; and many other 
desirable big planer features. For complete details write for 
Bulletin No. 60. 

One of a complete line of single 
and double surface cabinet plan- 
ers. Consult us on any planing 
problem. 


WORKS PLANER SPECIALISTS SINCE 1862 
238 EIGHTH ST. HOLLAND, MICH. 
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SOLVE DISPLAY PROBLEMS WITH 
PERFORATED HARDBOARD 


(continued from page 107) 





facturers it’s important to check 
specifications before buying 
your metal fixtures. The fixtures 
also must be selected to fit the 
hardboard thickness used. 


Perforated hardboard is fab- 
ricated ready-cut for display 
purposes in sizes from 24 x 36” 
to 48 x 96” and in 4 and 14” 
thickness. The panels are avail- 
able unframed and unfinished or 
with a molding installed at the 
factory. The framed panels are 
manufactured with the surface 
unfinished or painted in a grey 
lacquer. Shelving in a variety 
of sizes is also available. 

Build your own. For those 
who desire to make their own 
wall or window units, we sug- 
gest the construction of pre- 
framed panels for economy, flex- 
ibility and _ trouble-free per- 
formance. New installations of 
products can be made in less 
loss of selling time and the 
panels can be moved from one 
place to another without ma- 
terial loss. 


It is desirable to allow the 
hardboard sheets to remain 
open and unframed for 24 hours 
in an atmosphere approximate- 
ly that which will exist in the 
area where they will be used. 
A minimum amount of expan- 
sion and contraction will occur 
if the sheets are treated in this 
manner before framing. 





DO-IT-YOURSELF WEEK 
BOOSTS BUSINESS 50% 


(continued from page 82) 





season,” he said. “Insulation 
by no stretch of the imagina- 
tion can be described as a glam- 
orous product. But it can be 
given glamor by showing the 
homeowner the ease with which 
it can be installed using only 
his own two hands, a hammer, 
scissors and a stapler. And 
when you add to this the story 
of the added comforts and value 
which insulation provides, it’s 
not hard to convince even the 
amateur handyman that here’s 
a job that is worthwhile doing.” 


Sales of ceiling tile, folding 


and sliding doors and other 
such home improvement items 
also increased following radio 
promotion tied in with inviting 
floor displays. A definite aid to 
the entire project was the “how 
to do it” articles in home im- 
provement magazines, especial- 
ly Home Maintenance and Im- 
provement. Every customer re- 
ceives a copy of each issue of 
this publication with the com. 
pliments of the Wieckert Lum- 
ber Company. The magazine 
proved a tremendous stimulant 
to sales. The down-to-earth 
articles, supplying definite di- 
rections on installation of ceil- 
ing tile, folding doors and other 
improvements, provided the 
spur which, with the _ well- 
timed impetus of ‘“do-it-your- 
self” week, led to buying action. 

“This entire experience has 
shown us the effectiveness of 
running this type of promotion 
during normally slow buying 
seasons,” Mr. Kuether says. 
“There is tremendous appeal in 
the ‘do-it-yourself’ idea. We 
know it’s worth promoting not 
only for immediate sales but 
because of the potential it offers 
for repeat sales.” 
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M-S 


terior finish carpentry. Get top prices and 
reduce house selling costs with READY 
HUNG DOORS. 


© DOOR AND FRAME 
PACKAGED UNIT 


The quality of a house is judged by the in- READY HUNG DOOR CORP., DEPT. B 
FORT WORTH 2, TEXAS 


THE NEW 





To 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 





in the Heart of 
The Deep South’ 











P.O. Box 137 — Tel. 3663 


Jefifreys-MeElrath 
MANUFACTURING COMPANY 


MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 


TANNEWITZ 


AUTOMATIC 
Ga uGt 


for Swing Saws 


SAVE 


30 Days Free Trial 


$30 te $50 A mon'v 
we Lumera ane 1Asot 


ORDER NOW O8@ SEND FOR 
fal Talley | 


TANNEWITZ WORKS 


Gaanwo earios 
micnicam 
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Factory Locations 


Macon, Ga. 
Chase City, Va. 


Milledgeville, Ga. 
Arkwright, Ga. 
Jackson, Ga. 


Keesville, Va. 
Raleigh, N. C. 
Oxford, N. C. 
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